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; | Sash cord is handy for a hundred uses around the 
=i. | home. By displaying it and suggesting added uses, 
i | pick up a lot of extra sales! 











@ Here’s where a carton of sash cord can go: 
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SENSATIONAL NEW 
DISPLAY CARTON 
60O0STS 
AXE SA 


True Temper’s new flat-pack axe carton reduces 





storing, stacking and handling problems... and 
displays these profit-making tools where your 
customers can see them and buy them. 


SAVES TIME AND STORAGE SPACE 
... These exclusive True Temper 
cartons completely package four 
single-bit or double-bit True 
Temper Kelly axes in straight 
weights. They stack on floor or 
shelf. 


SET IT UP IN SECONDS... Slip 
off the outer sleeve of the carton 
and without even removing the 
axes you have a handy display. 
It’s ready for use in seconds, will 
handle one, two, three or four 
axes. Size and ease of handling 
make it suitable for use as floor, 
counter or window display. 





HELPS MAKE MORE SALES... 
This display is a sales-starter. Put 





it near floor traffic so customers 





can see it. Its bright colors and 
unique design will attract custom- 
ers’ attention , . . arouse interest 
that leads to sales. 


Each carton of True Temper Kelly axes provides a fresh 
new display without extra charge... eliminates all need 
for old style axe display stands. Order your stock now 
from your True Temper wholesaler. # Patent applied for 


TRUE TEMPER. 


TOPS IN TOOLS FOR OVER 125 YEARS 
True Temper Corporation ¢ Cleveland 15, Ohio 
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EW the new Kwikset 600" line 
IN | 6with Convenient’ two-way 


locking action 
















reduces | 
. and @ Push the button — outside knob is locked. 
re your Turning inside knob to open door releases button, 


and prevents unintentional lockouts. 


2 @ Push and turn the button — outside knob 
remains locked, even when inside knob is turned and 
door opened or when lock is opened with key. 
On either locking action, key may be turned right or 
left to unlock door. 

* Available on either entry or exit models. 
YOU CAN SELL THIS FEATURE — 
because it offers two locks in one, bringing 
greater convenience to home owners, 
and smaller inventories for you. 








The Only Lock with All these Features: 





e@ Six pin tumbler security e Feather-touch knob action 

e Exclusive, adjustable strike e Equi-distant knob projection 

e@ All steel and brass construction e Elimination of cylinder reversing 

‘ @ Full 14” latch bolt throw e Unconditional guarantee 
a fresh 
Il need 
ck now 
applied for 
5 SN ith 
“4 oz: ? Ox: ” 

we ® wl Finer Lock fer Finer Homes 
5, Ohio 





KWIKSET SALES AND SERVICE COMPANY © ANAHEIM, CALIFORNIA 
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The first rule of successful hardware re- 
tailing is to stock the items in most fre- 
quent demand. That's basic strategy, 
not only for fast turnover but for bring- 
ing the largest number of customers in 
to the store the greatest number of 
times. It thereby creates the most oppor- 
tunities for asking “What else can | sell 
you today?”’—Store Management. 


In FILES, here are your “bellwethers.” 
They represent a wide range, and their 
world-famous brand name—NICHOLSON 
—is the surest guide to acceptance. 


for the widest needs 


1. NICHOLSON MILL FILES — the type with the 
widest variety of all-round smoothing and sharp 
ening uses. A primary file requirement in garages, 
repair shops, and on the farm. Popular sizes, 
8” and 10”. 


2. NICHOLSON SLIM TAPER FILES—Primarily de 
signed for sharpening handsaws, these slender 
triangular files also have scores of sharp-angle 
uses in home craftsmanship, and in shop and the 
trades. Slim and Extra Slim are popular shapes 


3. NICHOLSON FLAT FILES — America’s favorite 
double-cut files for fast metal removal. Used in 
“roughing down” welds and other excess thick 
nesses—by smiths, machinists, pipe fitters, repair 
ers in general. 8”, 10” and 12”, in Bastard cut 
are most popular. 


4. NICHOLSON CHAIN SAW FILES supply a multi 
plying demand in a fast-growing field, namely 
the sharpening of fast-working chain saws. Most 
makes of chain saws take the Round (No. 84 
illustrated), for round-hooded teeth. Others take 
the Flat, Square or Lozenge. 


5S. NICHOLSON HANDY FILE — Truly the “handy 
man’s” file. Two files in one—single cut on one 
side, double cut on the other. Householder 
car owner, hobbyist—everybody likes it. Handy 
forged-on flat handle with hang-up hole. Your 
novelty attraction! 
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2 U.S. a. YOUR WHOLESALER 


NICHOLSON FILE COMPANY 


25 Acorn Street Providence 1, Rhode Island 


(In Canada: Nicholson File Company of Canada Ltd, Port Hope, Ontario 
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COREIN Fartlocks 
we rertt7e,6 


NO WONDER they sell so fast! 


Powerful national advertising plus 
superior quality and popular prices 
means sales action! Stock and 
display Corbin Padlocks ... up 
front. Call your Corbin jobber now. 











The VG10U8 





P65 PADLOCK 


Hundreds of thousands 
sold last year! 


“A whale of a lot of padlock at a Jow price!’ Disc 
tumbler mechanism for real security. Heavy die cast, 
aluminum lustre case. Hardened steel, zinc plated 
shackles. Two brass, milled keys. Size: 1%” x 1'2". 








Here's proof that CORBIN 
strongest you car 

Mr. Robert M. C' Be sure of 

writes: y 
“Burglars ple. fast furnover eee 
vital points 

ithout 
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55¢ up at better hardware store ¥ 
renee, em Britain, Connecticut 


re 
New Britarr nnecticut, US.A 


Fd... Be ready to 


supply the expanding 
demand for this 
red-hot item! 





high qual 
yin MAIL BOX 
When YOU y : : 
sie. 2a ra eS They sell on sight! Generously sized... 
CORA CORBIN Cabinet Lock Division rugged ... yet priced to meet popular de- 
ona 4 mand. Non-rusting lock and catch. Brass 
The American Hardware Corporation spring attachment for newspapers. Complete 


with 2 keys and attaching screws. Order a 
good stock from your Corbin jobber today. 
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Just Among Ourselves 


Informal Editorial Comments 
By W. A. Phair 


A tale of two store managers... 


The manager of the local food supermarket was sitting down to a late Saturda) 
dinner when the phone rang. 


A disturbed voice on the phone spoke: “This is Mrs. Jones. I’m sorry to bother 
you at home this way, but I’m in the midst of preparing a special dinner for my 
husband’s boss who’s visiting us, and I’ve discovered I don’t have any tomato 
sauce. I thought I had several cans, but now I can’t even find one. If I don’t get 
some tomato sauce, the whole dinner will be ruined. Isn’t there some way you 
could help me get a can of sauce from your store, please. I buy a lot of groceries 
from you and I wouldn’t bother you, but this is a real emergency.” 


“Mrs. Jones,” the supermarket manager replied, “I’m very sorry about your 
trouble and I wish I could help you, but we never open the store once it is closed 
We especially never open it over the weekend. After all, we only get paid for a 
certain number of hours, and besides, I’m just about to have my supper. I’m very 
sorry I can’t help you out.” 


Just about the same hour, Jim Brown, the local hardware dealer, was also 
sitting down to a late Saturday supper with his family. His phone rang. An 
agitated voice on the other end asked, “Is this Brown’s Hardware? Are vou still 
open ?” 


“No,” Jim Brown answered, “we closed about an hour ago. This phone is an 
extension of the store phone that I have in the house. But what’s vour trouble?” 


“I’ve been repairing some rusty water pipes in my house here,” ‘the caller ex- 
plained, “and just as I was almost finished, I wrecked the threads on a short 
nipple. Now I can’t finish the job; there’s no water in the house and we have 
guests visiting us tomorrow. We won’t have any water for the whole week end 
if I can’t get a nipple to finish the job.” 


“Tell you what,” said Jim Brown, with a sigh, ‘“‘meet me at the store in about 
15 minutes and I think we can fix you up.” 


So Jim Brown, the hardware dealer, put on his coat and walked down to the 
store. On the way he passed the new food supermarket, dark except for its night 
lights. Jim wondered to himself what the supermarket manager would do if 
somebody in trouble called him. 


The worried handyman was waiting for him when he reached the store. He got 
his short nipple, which he charged, and Jim Brown locked up the store again and 
went back to his interrupted dinner. 


A thousand Jim Browns across the country did the same thing that Saturday 
night. To them, it wasn’t anything unusual. It happened frequently. They always 
felt it was part of their job of serving their community to help out a customer in 
trouble. They had been doing it for many, many years. 
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~ Just Among Ourselves: 





informal editorial comments 


As Jim Brown opened the door to his home, he wondered if the homeowner, who 
was so grateful for the short nipple, would remember his gratitude on Monday 

. or the next time he needed some of the housewares that the food supermarket 
had recently put in and which were also carried by Brown’s Hardware. 


The excise tax cuts... 


The recent reduction in excise taxes has caused temporary confusion to man) 
dealers, particularly concerning the technique of obtaining refunds on stock on 
hand on April 1. 


Jt will take some time before all the details of procedure are ironed out and all 
questions are answered. In the meantime, a very comprehensive discussion of 
these tax cuts, and how they affect hardware dealers, will be found on pages 10 
and 14 of this issue. 


Since most of the tax cuts that affect hardware items are manufacturers’ excise 
taxes, there is very little that the dealer will have to do about setting up the new 
prices. Manufacturers of the products affected are recalculating price structures 
and will distribute this material as quickly as possible, 


Wholesalers are also at work preparing new prices and will have these in thei 
dealers’ hands very shortly, if they are not already out. 


The important step for dealers to take as quickly as possible is to prepare an 
inventory of stock on hand of items affected by price cuts, as of April 1. The new 
law makes refunds available to the extent of the tax cut on stock on hand. The 
new law also specifies that a dealer, manufacturer or wholesaler must be prepared 
to prove, upon request, the basis of his application for refund. In other words, 
a dealer should have sound, accurate records of his inventory as of April 1. 


While the law, up to now, does not demand it, many manufacturers are requir- 
ing, with good sense, that dealers be prepared to provide serial numbers on items 
to be covered by refunds. So, if you haven’t already done so, you’d best start now 
and take stock, including serial numbers, of the items on which the tax was cut 
and which were in your store on April 1. 


Which type are vou? 


Our mail over the past several months suggests that dealers are developing into 
two general types. There is one group that is sitting and waiting for a recession 
to hit. These dealers spend most of their time talking about how bad things are 
They have cut their buying to the bone. They refuse to place future orders. Busi- 
ness is slipping for these dealers. It will continue to slip. 


There is another group of dealers who see that business is off slightly, but thes 
ilso realize that there is a tremendous amount of spendable income still around 
These dealers have increased their advertising budgets. They keep checking their 
stock carfully to avoid lost sales due to “outs.” They have placed moderate future 
orders to be sure they have seasonable merchandise on hand at the right time 
These dealers report gains in sales of from 5 to 10 pet for the year to date. 

Which group are you in? It’s surprising how often two dealers from the same 
town will write us, with one reporting a drop in sales volume and the other 
reporting an increase. 

There is business, if you go after it. As one mid-western dealer put it, “We're 
doing 5 pct better than last year, but we’ve found we have to work lots harder t: 
get it. But it’s there.” 


HARDWARE AGE, 


APRIL 


15, 


1954 














slide but 
signed. A 
for volur 
3425LB, 


é ' 
ll 
both kn 

a,” J 


4 i 
steel, du 


HARDWAI 


1954 











1. CYLINDER LOCK SET. Provides real security for 

screen doors. Locks by key in cylinder outside or by 

slide button inside. Compact, easy to install, attractively de- 

signed. Available in polished brass or dull brass finish. Priced right 

for volume sales. Order by No. 3425LP, polished brass; or No. 
3425LB, dull brass. 





2 e TUBULAR LATCH SET. A best-seller for years. Latch 

bolt is operated by knob or lever; slide stop inside locks 
both knob and lever. For use on right or left hand doors. Backset 
1%”. No. 3426P in wrought brass, polished. No. 7426B wrought 
steel, dull brass finish. 
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Stock this complete line of ILCO combination 


door hardware. Locks, latches, closers . . 
. engineered for efficiency and 


wood or metal. . 


. for 


designed for deluxe appearance at moderate 
prices. No other line offers you and your cus- 
tomers so much value and proven performance. 





3 ILCO’SNEW #4415LA 


Lockset for metal com- 
bination doors...advanced design, 
exclusive features ” backset 
(shortest on the market); full 
cylinder lock security; concealed 
attachment for outer knob has 
no screws or rivets, is held by 
internal key; fully reversible for 
right or left hand doors. (#4416A 
— Latch Set without cylinder.) 





4. RIM LATCH SET 
Requires no mortising 
Latch bolt is operated by knob 
or lever; slide stop inside locks 
both knob and lever. For use on 
right or left hand doors. Latch 
case is cast iron, trim is wrought 
steel; dull brass finish. Backset 
1%”. No. 7446B. 
@®eeeeee#ee#ee?€s?ées 





5 @ PUSH-PULL LATCH 
SE This streamlined 
push-pull catch is a sure-fire sales 


builder installs easily on doors 
as thin as *.” dia bore 
through door stile, only. Push 


lever from inside, or pull from 
outside to unlatch deor. Slide 
button inside locks outside lever 
Attached by machine screws. 
Brass lacquer finish. No. 9414B. 











6. SCREEN DOOR CLOSER. Senior model No. 3001 

medium grade closer offers excellent value at moderate 
cost. Has protective cushion spring. Pearl gray finish. Reversible 
Packed with complete instructions for installation. Also available 
DeLuxe model with totally enclosed spring, No. 3002. 
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NEWS and VIEW St 


By Washington Bureau of 
HARDWARE AGE 


Administration Experts Forecast 
Near Record Sales From Tax Cuts 


The Eisenhower Administration’s strategy for long- 
pull prosperity is now clear: 

Keep ample spending power in the hands of the 
public. Hold “handout” schemes strictly in reserve 
for emergencies. 

White House business experts intend to rely more 
and more on positive and direct approaches to high- 
level consumer spending: For example, the $999 mil- 
lion reduction in excise taxes that became effective on 
April 1 





Fur complete details as to the items affected by the 
reduction in excise taxes, floor stock refunds, see page 
14 of this issue. 





Consumers will now be able to avail themselves of ' 


price reductions resulting from the tax cuts. They 
have an additional incentive to replace and to add to 
their household equipment. 

Administration economists forecast a substantial in- 
crease—perhaps as much as 10 pet—in sales of electric 
and gas appliances. 

The cuts in sporting goods excises, such as on golf 
and tennis equipment, reduced from 15 pct to 10 pet, 
is estimated ag saving about $3,000,000 annually for 
the consumer. 

The tax on fishing tackle remains at 10 pct, and the 
tax money it brings in, about $4,500,000 a year, is 
earmarked for fish restoration work. 

Savings to the public from cutting the excise tax 
from 20 to 10 pct on electric light bulbs and tubes will 
amount to about $20,000,000 a year. 

The public is also expected to save $85,000,000 an- 
nually from the cut in the excise rate on all electric, 
yas, and oil appliances. 


These include floor polishers and waxers, hedge 
trimmers, power lawn mowers in 24-in. blade size or 
smaller. Larger mowers are classified as farm imple- 
ments and are tax exempt. 

The rate on air conditioners remains at 10 pet and 
the rate on firearms, shells, and cartridges was left 
unchanged at 11 pet. 

The responsibility for obtaining tax refunds rests 
with the retailer. Nobody is going to mail him refund 
check automatically. 

A retailer claiming tax refunds, must provide an 
inventory statement to the supplier from whom he 
bought the goods on which he is claiming the floor 
stock refund. The statement must show the amount 
of floor stock on hand as of April 1. 

In the case of instalment sales entered into prio: 
to April 1, the article is not considered to be “sold” if 
it had not passed into possession of the customer by 
April 1. 

Some retailers may decide to knock 5 pct off the 
price to maintain eustomer good-will, but there’s noth- 
ing in the new tax law that says they have to do so 


OUTLOOK—Including the income tax re- 
ductions that became effective last January 1, 
tax cuts in effect this year now total $7.4 bil- 
lion. This is an extra $7.4 billion in potential 
purchasing power in the hands of the buying 
public. Already retail promotions are being 
built around the tax savings and more will 
develop as manufacturers continue to pass on 
the tax savings. If President Eisenhower's 
experts have figured the public’s buying psy- 
chology correctly, the tax reductions and 
stronger retail promotions should result in a 
surge of increased buying that will sweep sales 
figures for consumer goods sold at retail on to 
a high point, just under the all-time record set 
last year. 


(Continued on page 142) 
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LATEST 


Insecticide Sprays 

Four new products have _ been 
added to line of Aer-a-sol sprays 
for home use. Vet-X Pet Spray (il- 
lustrated) disinfects and deodorizes 
cats and dogs, killing fleas, lice, 
ticks and gnats. Flower and Plant 
Spray kills Japanese beetles, aphids, 
thrips, leaf hoppers and other pests 
destructive of plants. Water Repel- 
lent is an invisible coating which 
rainproofs clothing, fabrics, leather 
and other materials without shrink- 
ing, stiffening or discoloration. 
Moth Bomb protects stered woolen 





yarments from moth damage. Pack- 
aged in 6-oz. cans, pet spray retails 
for $1.25; in 12-0z. can, Moth Bomb 
is $1.25; others at $1.59 a can. 
Bridgeport Brass Co. 


For more data circie No. 1 on postcard, p. 151 


Tool Carrying Carton 


Made of heavy, 
fibre board, the Tool Toter is a 
handy carrying carton for the home 
gardener who wants to keep his tools 
together in one place. Toter can be 
sold separately or filled with tools 


plastic-coated 


12 


INFORMATION ON 





and similar items and sold as an 
assortment. In vellow and green. 
carton is 17 in. long, 6%, in. wide 
! in. deep. Dealer cost is $6.50 for 
10 packed flat in shipping carton 
with assembly instructions. Sug- 
vested retail is 98e¢ each. Trve Tem- 
per Corp. 


For more data circle No. 2 on posteard, p. 151 


. 
Wedge Vise 
Defiance wedge vise No. 1240 
fastens to any bench in seconds 
using three screws. Built for rugged 
work, vise consists of heavy steel 


wedge-shaped base and hard maple 
block with a hooked end for wedg- 
working 


ing stock into position. 








Vise can be screwed to floor for 
work on storm sash, screens, doors. 
Holds paper-thin stock and up to 
2'% in. thick. Packed in individual 
display carton, vise retails for $2. 
Stanley Tools. 


For more data circle No, 3 on postcard, p. 151 
Paperhanging Tool Kit 
Paperhanging tool kit No. 479 is 


designed for do-it-yourself fans 
\dapted for hanging pre-trimmed 


Wallpapers as well as the standard 
types, kit contains razor knife for 
cutting or trimming paper, full set 
{ illustrated instructions ‘‘Paper- 
From A to Z,” 


hanving pasting 





brush, smoothing brush, seam roller, 
chalk and string, and extra razo 
blades. Packaged in yellow carton 
printed in brown. Retai’s for $2.11. 
Warner Mfg. Co. 


For more data circle No. 4 on postcard, p. 15! 


Portable Fan 

Portable 18-in. three-speed fan 
can be used anywhere for direct 
cooling, for room air circulation 
with head upward or can be placed 
at window to exhaust room air. 
Model No. 2C283, it weighs 31 Ib 
and has two rubber wheels for easy 
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Want more information on these 
products? Then use free post 


card on Page 191. 


in hardware merchandise... 











mobility. Stand is 48 in., of tubular 
steel finished in green Hammerloid 
enamel. Deliveries 2400/1600/1200 
CFM. Chromed guard mounts fan 
assembly that swivels 180°. Base 
measures 21x17 in. Dayton Electric 
Mfg. Co. 


For more data circle No. 5 on posteard, p. 151 


Plastic Drain Tray 

Cushion Soft polyethylene drain 
tray has been added to the Lustro- 
Ware line of plastic housewares. 
Tray will not mar table or sink tops. 
It is lightweight, easy to keep clean, 


impervious to soaps, detergents, 
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FOR THE HARDWARE DEALER 


acids and grease, and it never peels, 
gummy. Ele- 
vated for quick drainage, it meas- 
ures 15!.x20 in. Available in a 
variety of colors, it is individually 
packed and labeled, and retails for 
$1.98. Columbus Plastic Products, 


Ine. 


softens or becomes 


For more data circle No. 6 on posteard, p. 151 


Basket Patterns 

Decorated 12-qt. baskets are 
available in two new patterns. 
Mother of Pearl, No. 2120, comes in 


ebony, burgundy, blue and aqua 





vray. Dogwood pattern, No. 3120, 
is in black, green or maroon. Both 
baskets are available in dozen lots 
of assorted background — colors. 


Nesco, Inc. 


For more data circle No. 7 on postcard, p. 151 


Pitcher, Tumblers 


Added to the Mirro line is a 
pitcher, tray and tumblers, finished 
in Suede-Tone alumilite which has 
a velvet-like texture. Pitcher has a 
» qt.; tumblers, 14 oz. 

available in silver, 


capacity of 2! 
Tumblers are 
(Continued on page 148) 










TO HELP YOU 


SELL 


AND OTHER DEALER 
FeEpsme rev 








Wood Auger Display 
Orange and black point-of-pur- 
chase display box holds three new 
Utility wood auger sets. Lid of box 
folds back to give an_ illustrated 
sales messayve. Each set comes in a 
water-resistant, plastic covered fab- 
ric roll which can be hung up on 





workshop walls, using the two zine 
Packets contain 


four wood augers in sizes *x, ‘%, 


eyelets provided. 
>. and 34 in. and a countersink, all 
held in fitted sleeves inside packet. 
Roll-back flap is imprinted to iden- 
tify proper sleeve for each item. 
Packets are black with orange trim 
and imprinted in white. Black & 
Decker Mfg. Co. 


For more data circle No. 8 on postcard, p. 151 


Appliance Display 

Special appliance purchase plan 
offers free any appliance retailing 
at $29.95 with purchase of Mer- 


(Continued on page 172) 





























WHOLESALE | 
“HARDWARE 
STOCKS 

| 


Number of 


days’ supply 
on hand 


1a 


1n0 


(end of month) | 


an 





Source: U. 8. Dept. of Commerce 








Excise Cuts Expected 
To Give Retailers 
Much Needed Boost 


It is too early at this time to 
assay the full effects of the Con- 
gressional action in lowering the 
excise rates. Many manufacturers 
of affected lines, however, lost little 
time in advising distributors and 
the public of their new pricing 
policies. 

The greatest effect of the reduc- 
tion in excise taxes will probably 
be a psychological sales lift. It is 
just what the economic doctors 
have ordered to overcome the retail 
sales ennui of recent months. 

Most manufacturers had _pre- 
pared themselves for the eventu- 
ality of the tax reductions and were 
ready with trade announcements 
almost as soon as the President had 
signed the bill. 

Their notification includes full- 
page newspaper ads, telling how 
they were passing along tax savings 
to consumers. 

As was to be expected, retailers 
of furs, jewelry lines and luggage 
on which the excises are applied 
in the store rather than at the fac- 
tory, were the first to enjoy the 
benefits of the tax cuts. 


14 














> Sales Spur Seen in Tax Cuts 


> 2nd Quarter Pick-up Expected 


> New Excise Rates Interpreted 





How The Excise Tax Cuts Affect Dealers 


Both manufacturers’ and retail- 
ers’ excise taxes on many hard- 
ware store items were, in most in- 
stances, cut in half, effective April 
1, 1954, by the bill recently signed 
by President Eisenhower. 

Although manufacturers’ excise 
reductions generally were reduced 
from 10 pct to 5 pet, the effect on 
retail prices will be to lower them 
in a range from 5 to 10 pct due to 
the mark-up taken on the original 
tax. 

Retailers’ excises on items such 
as luggage were reduced from 20 
to 10 pet, and the rate of all clocks 
and watches is now at 10 pet. 
Manufacturers’ excises on major 
appliances and electric house- 
wares were cut from 10 to 5 pet; 
on sporting goods from 15 to 10 
pet. 

Unaffected were such items as 
fishing tackle, firearms, shells, and 
cartridges, lubricating oil, air 
conditioners. For those articles 
the old excise rate prevails. 

Provision was also made for 
floor stock refunds on items in 
wholesalers’ and retailers’ inven- 


tories as of March 31, 1954. The 
reduced tax rates also apply, afte: 
April 1, to items purchased on lay 
away or instalment contracts. 


@ How to Handle Floor Stock 
Refunds—F loor stock refunds are 
allowed to wholesalers and retail- 
ers from manufacturers, who in 
turn will receive refunds from the 
Internal Revenue Service on re- 
frigerators, freezers, and electric. 
gas, and oil appliances (see listing 
of items) held by distributors for 
sale on April 1. 

The refund is the difference be- 
tween the tax originally paid by 
the manufacturers and the new 
rate in effect on April 1. Manu- 
facturers have to file their claims 
by August 1, 1954, and must, be- 
fore that date, reimburse _ the 
holder of the floor stock for the 
amount claimed. 

Floor stock refunds are also al- 
lowed for electric light bulbs on 
a similar basis. For these items, 
the refund is the difference be- 
tween the tax paid prior to April 

(Continued on page 212) 
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The year’s biggest news in 
bolt and nut merchandising 











RB&W’s NEW 


Handy-Man 


BOLT and NUT KIT! 





* 50 BOLTS, 50 NUTS, 8 WASHERS 
—ALL BRIGHT ZINC-PLATED 


* DESIGNED FOR FAST SALES TO THE 





Yes, it’s the hottest bolt-seller of this 



























Ke year—or any year—the way this new 
FIX-IT-YOURSELF” TRADE RB&W merchandising “first” is catch- 
* A BIG BARGAIN FOR EVERY HOME-OWNER ing on! 
‘Ss 
a . * 
—, ———Typical home repair jobs-——— 
ie. ates Dealers go for the Kit because it... OUTDOOR FURNITURE APPLIANCES AND FIXTURES 
1 on lay e Gives shoppers self-service item LAWNMOWERS AND GARDEN EQUIPMENT RECREATION EQUIPMENT 
acts . BICYCLES, WAGONS, OTHER LARGE TOYS 
“ ¢ Saves time for dealer and shopper 
' ® Builds bigger unit sales of bolts 

+ Mom ¢ Sells on sight—from point-of- Featured by IRHA 

nds are purchase display , ; ; 
i retail- ciiaedia ~—<— ? RB&W’s Handy-Man Bolt and Nut Kit was one of the items 
who in re pe re aay featured in IRHA’s big nationwide promotion to the multi- 
rom the ‘ billion dollar ‘‘do-it-yourself”” market. You can still cash in on 
on re Home-owners go for the Kit this promotion by ordering your stock of these novel, easy-to- 
slectric. because it... sell kits... they come in self-display cartons that take up a 
listing minimum of room on your counters. 

eee tes e Contains wide assortment of 

needed bolts 
aati bia tins Shoppers Sell Themselves 

e Eliminates frequent shopping trips 

= be: °Gi th lity it tl Eye-catching, self-displaying carton of 10kits 
aid by gg ee ee ee does all the selling for you. Just open a car- 
le new - ton—inside top flap becomes self-selling 
Manu- ¢ Handles small or large display that helps you increase profits from 
claims fastening jobs bolt sales. 

ist, be- ° Keeps bolts handy at Your RB&W distributor is all set to supply 
se =the all times this new Handy-Man Bolt and Nut Kit. Why 
or the Order not cash in on this “Do-It-Yourself” trend 

now? Phone or write your nearest distributor 








Iso : / today— ask for RB&W’'s Handy-Man Bolt 
So al- o and Nut Kit! 

lbs on 

items, 109 YEARS MAKING STRONG THE THINGS AMERICA MAKES STRONG 


y’ oe Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales offices at: 
' il Ardmore, Pa.,Pittsburgh, Detroit, Chicago, Dallas, San Francisco. Sales agents at: Portland, Seattle. Distributors 
) from coast to coast. 
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Big April-May-June Housewares Promotion . . .\Gear 








ADVERTISING 

















TIMED TO HIT E 
THE PEAK OF 
THE 1954 
GIFT-SELLING 
SEASON FOR: C 
@ Mother's Day pli 
@ Showers L. 
@ Weddings H 
@ Anniversaries C) 
During April and May— While 
0: PYREX Ware Gift Fair Ads Are 
Appearing In Leading Magazines 
. e Hang the over-the-wire banners 
Everything You Need To Get Your from kit in your PYREX Ware 
Share Of Sales And Profits From department! 
This Nationwide Promotion Being e Install the colorful price cards! 
Mailed In This Kit! Watch For It! e Load your shelves with a complete 
assortment of PYREX Ware sets 
e Big over-the-wire display banner and individual pieces! 
@ 4 companion over-the-wire banners e@ Schedule a strong local campaign of 
© ieee wiles ce newspaper ads, radio and TV an- 
E nouncements! 
+ Somer age e Install a PYREX Ware window! § 
e 5 special statement stuffers © Order the PYREX “Hot-Spot” 
e Full-color display card of LIFE ad display stand! Cash In 
CORN 











16 HARDWARE AGE, APRIL 15, 1954 HARDW 








1.../Geared To Boost Your Gift Sales To A New High! 


Rolie, [A « 
ont LP call 


Over 66 Million Shoppers—Your Best Customers 
Included—Will Be Seeing A Colorful Array of 
Beautiful PYREX Ware Gifts In Big Full-Color 
Gift Fair Ads In These Leading National Magazines! 

















AMPAIGN INCLUDES: Powerful two-page, full- 4 
C color ad in the April 26th issue of LIFE PY R £ X Dinnerware 


plus full-color page ads in the May issues of: 


LADIES’ HOME JOURNAL, BETTER PYREX Ovenware 
HOMES & GARDENS, and FAMILY 


— CIRCLE! These are the lines being featured: ° 
, PYREX Bakingware 

















| PYREX ‘“HOT-SPOT“” 
le | Self-Service Salesman PYREX Flameware 
“ PYREX) jj | PYREX Colorware 
es _ | . Ae 


Self-Service Salesman 
In Time For The Gift Fair! 


' ee Then watch it automatically boost your PYREX Ware 
> : sales and profits the year round! 


@ With the “Hot-Spot,” you get: —(1) Traffic- 


3 Install Your PYREX “Hot-Spot” 











“ = i stopping PYREX Ware identification, (2) 

—=_ —m 4 lila Attractive full-line display, (3) Perfect fit on 
(4 ) ae f= ; = > standard counters—46!%" x 231%”, (4) Free 
— —— price stickers, (5) Rugged all-metal construc- 


tion. Get details from your PYREX Ware 
distributor today. Remember -PYREX Ware 
is fa'r traded your profits are protected. 











Cash In! Check Your PYREX Ware Stock Immediately! Order From Your Regular PYREX Ware Distributor! 
CORNING GLASS WORKS * CONSUMER PRODUCTS DIVISION + CORNING, N. Y. 


“PYREX” is a Registered Trade-mark in the U.S. of Corning Glass Works, Corning, N.Y. 
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A / 


How to corral currency from curious customers... 


LIKE DEALER DIRKS, GIVE THEM THE WORKS ON ARVIN LECTRIC COOKS AND PERKS 





He tells ’em how deliciously it toasts and grills and fries, 
The heat control and signal light make bright the ladies’ eyes; 


When customers admire the handsome looks of Arvin Cooks, 
For Dirks there lurks a selling chance he didn’t learn from books; 
As automatic waffler he can prove it never fails, 
And so, with Arvin Lectric Cook, Dirks works and rings up sales. 


He shows ‘em and he throws ’em with its famous versatility, 
And demonstrates the beauty of its multiple utility. 





AP 
Arvin 
Automatic 
ElectricHeater 








And then, because he’s going good, he says what could be sweeter 
Than carefree comfort with an Arvin Automatic Heater 


That starts itself and stops itself and keeps a room just right 
Without a bit of watching, be it morning, noon, or night! 





And while he has ‘em cornered, Dealer Dirks shows Arvin Perks, 


The beauty and convenience and the worry-saving quirks 
That guard from harm if Perk runs dry; it makes three cups or ten, 
And sure enough, before you know, Dirks rings up sales again! 





$9.95 
TO $12.95 








PLES OAE 


Sremlolirr~g 
VISTI, 


$10.95 Sadteucl Se 
TO $34.95 f Rea = 


The moral of this story: Get a Merchantman Display 
And with these Arvin Housewares do more business every day! 


For lack of business hardly ever pains, annoys, or irks 
The man who corners customers and works and works like Dirks. 





And though young Mr. Dirks denies that he could be a boaster, 
He freely praises Arvin Irons and Automatic Toaster, 
And customers thus hypnotized into a buying rhythm 
Almost inevitably take an iron and toaster with 'em. 
os 
J e 
Electric Housewares Division, AFViM INDUSTRIES, Inc., Columbus, Indiana 
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et, BEAUTIFUL, tty he, BRULANT, 


Thi SEL faddc...THE NEW Gt 


CHRISTMAS 
LAMPS ! 







SPARKLING 
COLORES 


Bright, fused-on colors of new General 
Electric C-74%2 Christmas Lamps gleam 
with added sales appeal—/ighted or un- 
lighted. Colors won't fade, chip or peel. 


NATURAL 
COLOR PHOTOGRAPH 


~~ Pee EW FILAMENT 


. CONSTRUCTION 


Newly designed filaments give these new 
lamps an even, smooth color when lighted, 
No glare spots. 


COOLER... 
G-E Christmas Lamps NOW! ASE LESS CURRENT 


enough to meet the demand! New G-E C-7% Christmas Lamps use 10%, 


less current so they burn cooler, And the 








G-E Christmas Lamps—the 
brand customers prefer! 


colors are brighter than ever! 


You can put your confidence in— 


GENERAL @@ ELECTRIC 








MEW GE 
OFFER ALL THESE SELLING ADVANTAGES ! 


FILAMENTS TAILORED TO BULB 
SHAPE. Here’s how the newly designed 
G-E C-7% Christmas Lamp looks lighted. 
A new filament gives an even, smooth all- 
over brilliance. No glare spots. And this 
new lamp burns cooler, too! 


BRIGHTER, GAYER COLORS. The Nein SA 
The a 


New General Electric C-7% Christmas Lamps : 
structi 


look so good—have such sparkling colors— 
lighted or unlighted—customers will go for 
them. Used indoors or with outdoor string 
sets, the brilliant fused-on colors won't fade 


chip cr peel. 


ANOTHER G-E RESEARCH FIRST. 
These remarkable new Christmas Lamps are 
a development of General Electric Lamp 
Research. Customers ask for G-E Lamps 
knowing they can put their confidence 
in these American-made products. 


YOU'LL ALSO SELL. General Electric 
makes a full line of Christmas Lamps includ- 
ing C-6 Lamps for indoor series strings and 
C-9% Lamps for outdoor multiple strings. 


You can put your <a in 


ENERAL ‘6 ELECTRIC AKO 








BETTER WASH BOILERS 


Copper-clad body with all-copper bottom. A superior wash 
boiler at a low price. Also in galvanized and tin. 13 gallon 
capacity. 


Here are just a few of the 
staple items you'll find at 
PENN METAL WARE CO. 





BATWING 
CARPET 
BEATERS 





Patented coil spring 
SANIT-KIT—AMERICA’S No. 1 LUNCH KIT throat gives unusual 
beating action. Lasts 


The all-aluminum lunch kit. Non-rusting. Seamless con- ' 
onger. 


struction. Completely sanitary. 











ALL- 
ALUMINUM 
ROUND, / _%¥ 
DINNER ° : ; y \ 
PAIL Bs 1 f il WALL BRUSH Y 
— ; & COMB eed 
ALUMINUM DINNER PAIL 


All-aluminum and sanitary. A longtime Heavy tinplate, finished in blue, ivory 
favorite. 6% qt. capacity. or green. 8” wide x 12” deep. 


a %, - HAZLE 
\_ ) VENTILATOR 
<< AND 
OIL ured CHIMNEY 
CANS ' ye TOP 
i ie i a One piece gal- 
Only one of a ° vanized hood 
wide variety of ‘ bd j revolving on a 
metal ware items z ‘ self-cleaning 
for railroads, in- ¢ WATER CANS ~ i pivot. 


dustry and mines. Ideal for railroad or construction jobs. Always revolves freely. Very efficient, 
Will make to your requirements. / long lasting and low priced. 


Write for Catalog 


PENN METAL WARE COMPANY 


1192 SCOTT STREET WILKES-BARRE, PA. 











| 
t 
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New, Different CORY PERC .. . $6.95 
Sparkling glass percolator in graceful 
Swedish modern design young marrieds 
go for! 4-8 cup. Separate wrought iron 
Candlewarmer $2.95 retail. 


1954 SPRING 
ADVERTISING SCHEDULE 




















New Yorker 
House Beautiful 
House & Garden 
Sunset 
Bride's Magazine 
Better Homes & Gardens 
American Weekly 


Full page ads in four colors selling for 
you in the big spring Bridal Gift season 
15,330,352 Circulation! 31,660,704 


Readers! 


CORY ELECTRIC KNIFE SHARPENER . $14.95 
Sharpens every knife perfectly, profes- 
sionally, right at home! Can't hurt any 
knife. Just plug in, draw knife through 
quickly. Makes unusual, useful year 
around gift! 





only CORY has 


a complete line 


Fabulous CORY CROWN JEWEL . . . $50.00 
World's most luxurious coffee brewer! The 
gift supreme. Beautiful stainless steel 
body, 24-karat gold-plated base, hand- 
some raffia style handle! 4-9 cup. 


Stainless Steel CORY NICRO . . . $9.95, up 
Makes perfect coffee for a lifetime! Won't 
stain, dent, chip, or break. Complete with 
measure and bowl safety stand. In 2-6, 
4-8, 8-12 cup sizes. 


It takes a CORY to make folks ‘coffee happy’ ..and 
t\ \ 
etl 
ad 


of coffee brewers! 


America’s Finest CORY AUTOMATICS $29.95 up 
Cory Automatic Coffee Brewers in both 
stainless steel and featherweight models 
...make perfect coffee every time—keep 
coffee hot 'til desired—all automatically! 
4-8 cup. Popular bridal, birthday gifts. 


& 


XX 


~ 


All-Glass CORY BREWER . . . $5.50, up 
The only all-glass coffee brewer made. 
Complete with measure, upper bowl 
safety stand, glass filter! In 2-4, 4-8, 8-12 
cup sizes! 





Feature the Cory Line 


Don't lose sales because you dont have 
all your Cory coffee brewers on the counter 
they want. Only Cory ha 

the complete Cory line NOW as Cc 
relatialelale kan iol an lel ea delaicioie slack 2-1 a4. 


the kind of brewer a customer wants! Put 
, and let your customers choose the type 
a coffee brewer for every taste and every budget! Feature 


national advertising creates new 


Me 


10+ he Gyles 
NUM 
iw C. Ke 0 Chewing 


CORY CORPORATION, 221 North La Salle St Chicago 1} 


IIlinois 
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LOOK TO GLOLITE ALL-WAYS 


G LOL! T E BRINGS YOU THE BEST SELLERS FIRST! 


FOR THE NEW...FOR THE TRIED AND TRUE 


All American Made OUTDOOR and INDOOR 
Christmas 
LIGHTING DECORATIONS and TREE LIGHT SETS 


equipped with $6) or (Wy) lamps! 


P| 
i 5 


* 

| wy £- 
No. 72— 26" WALKING SANTA®* 26” Illumin 
ated. Molded in vinylite—full-color rollicking, 
jolly Santa in swift stride—for Indoor & Out 
door use. Complete with one 25 watt standard 
base lamp and cord. Size 26” high x 18” wide x 
3%" deep. Individually boxed in shipping car 
ton. Weight 4 Ibs 


*No 74—40” WALKING SANTA 
(Also Available) 


=. - 


~ ~— 
QWerry 
‘ 7 
Christmas 3 


. 


avn 


No 102—TWIN CANDLE “MERRY CHRIST 
MAS" — 15%” Plaque— Festive design in true 
Christmas color with warm twin-haloed candles 
and holly in full molded vinylite. Illuminated 
with one 15 watt standard base lamp complete 
with cord and plug. Size 15%” high « 15%" 
wide x 2%" deep. Individually boxed. 6 per 
carton. Weight 9 Ibs 


No. 106— SANTA & CANDY CANE. Iituminated 
molded vinylite plaque showing Santa riding 
Candy Cane decorated with simulated ‘Merry 
Christmas” banner in full color. iiuminated 
with’G-14 candelabra base lamp complete with 
cord and plug. Size 16%” high « 20%" wide x 
3” deep. individually boxed. 6 per shipping 
carton. Weight 14 Ibs 


@ So welcome the GLOLITE 


me) 
cog we 


No. 71—TWIN CAROLIERS 18°. Refreshingly 
new ‘Boy & Girl’ Carolier Plaque —!liuminaied 
vinylite in full color —illuminated with 15 watt 
standard base lamp— complete with cord and 
plug. Size 18” high « 12%" wide « 3%” deep 
Individually boxed. 6 per shipping carton 
Weight 12 Ibs 





No. 225-C— 25 LITE MULTIPLE SET For Indoor 
use C7'% candelabra base, independent burn 
ing 120 volt lamps with attachment clips. insu 
lated washers for lamps. add-on plug at one 
end, extension connector at other end Packed 
in cello window display box 10 per carton 
Weight 25 Ibs 


No. 808 — 8 LITE CANDOLIER. 8 Plastic Candies 
and Base molded in beautiful Ivory Plastic 
Realistic design Iluminated with 8-C6 mima 
ture base lamps. in orange coler. Complete with 
cord and plug. Individually boxed, 12 per car 
ton. Weight 18 Ibs 


THE 


nationally advertised 

line at COMPETITIVE 
PRICES! These magazines 
reach over 14 million people 
most able to buy! 


LIFE 


(ivdil 


s- . 
Awe , ‘ caw WEEKLY 


. en et) 





= 
Chicngo Buuday Tribune 


aig Mabe Bor 


Metro f so Licey odermens 





CORPORATION 
1017 W. Washington Bivd. 
Chicago 7, Ill. 


salesman when he calls! 


WRITE FOR OUR CATALOG AND PRICES! 
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This starts the ball rolling! 


This Jones & Laughlin Steel Corporation ad, full- 
page, full-color in Time (May 3rd issue—out April 
28th), spearheads this powerful can opener promo- 
tion! Tells the story of wall-model can openers bearing 
the CMI “‘certified’”’ seal. 

What’s more, individual manufacturers will also 
run ads, in Saturday Evening Post and other maga- 
zines, for their own brands of can openers—which 
all adds up to more can opener advertising than ever 
before in history! 

In addition, Can Manufacturers Institute consumer 
publicity will be aimed at an audience of 100 million, 
through the press, radio, and TV! 







the 


How to be g Hero in Kitchen. a 








] Tip 1 
Pri or Mother's Day 














ORPORMATION™ », 
‘i os 






A Can Opener on the Wall 
ig Hondiest of Ai 7 


an easy turn of the crank fm 
0 










‘ These make it roll YOUR way! 


Put these free sales aids to work for you during National 
Can Opener Week! They tell the ‘“‘wall-model can 
opener” story . . . save selling time . . . identify your 
store as headquarters for can openers! And they let your 
customers know something special is going on! 

Be sure you’ve got a good display of CMI-certified 
wall-model can openers. 





& Eye-catching Poster Radio and TV Commerciai 
3-colors, 24 x 18 60 seconds 
3 Colorful Pennants Newspaper Mat 
each 11 x 18 1 and 2 col. headings 





£ Full-color Counter Card 
of can opener ad in Time Magazine 


Get your Free Sales Aids from 
these Progressive Manufacturers! 


The can opener manufacturers listed below, in alphabetical order, are sponsoring National Can Opener Week to help you sell more can openers. Most of the 
can openers of their manufacture are tested and approved by C. M. |. Look for the model numbers below which bear the C. M. |. seal of approval. In addi- 
tion to wall type can openers for the home, C. M. |. also tests and approves a number of restaurant and hand type can openers as well as beer can tappers. 

















National BEST CAN OPENER MFG.CO. CAHIL MANUFACTURING CO. DAZEY CORPORATION EDLUND COMPANY 
70, 170, 80, 150 400, 401, 402, 403, 500, 501, 80, 88, 61, 61 HM, 32, 33, 90, 77 
©! Can Opener $02, $03, 300, 110, 120 98, 70, 78, 64 
Week RIVAL MANUFACTURING COMPANY SWING-A-WAY MANUFACTURING CO. THE TURNER & SEYMOUR VAUGHAN MANUFACTURING CO. 
M 8 DL245, DL145, AK245, AK345, 150, 255, 607, 609, 507, 509, 1209, 1409, MANUFACTURING CO. 700, 300, 740, 735 
ay 3- 155, 265, 165, 270, 170, 185, 285 1709, 407, 907 66, 165M, 165 
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complete furniture and appliance touch-up 
department, in 9 inches of counter space / 


teh “M$ 2 Ye 


2 magic brush 
Oc TOUCH-UP 













a sales “natural” for the 
booming ‘do-it-yourself’ market 
Here’s a handsome dispenser that always works 
because it’s precision-engineered by the 
largest and oldest touch-up manufacturer in 


the U. S. .. A full range of colors, ready for 
instant, easy use in home or office. 


PLUS a unique sales-planned merchandising 


00 


PER 
DISPENSER 


OPERATES IN ANY POSITION — up, down, sideways. 
Free-flow paint supply always in the brush.) 


and profit program. 


REMOVES ugly nicks and scratches from furniture, ap- 
pliances, toys, etc. 


HANDY — Just remove cap — brush automatically springs 
into position. 


4 BASIC FURNITURE COLORS: 
Mahogany @ Walnut @® Maple @ Blonde 


3 APPLIANCE COLORS: White @ Red @ Black 


COLORFUL METAL MERCHANDISERS 


SH-24 MERCHANDISER 
P fi Contains 24 dispensers—4 White, 
Eye-catching, compact, effi- 4 Black, 4 Red, 4 Mahogany, 4 
cient. Only 16” or 11” high. Walnut, 2 Blonde, 2 Maple 


, P ) 
Display 24 or 12 Scratch DEALER'S FAIR TRADE PRICE 









up NICKS, MARS, 
SCRATCHES 











Master dispensers. Reserve 
compartment holds 36 extras. 


& macic BRUSH 








mars 
geuch-wp NICKS. 
ett SCRATCHES 


= 





SH-12 MERCHANDISER 
Contains 12 dispensers—2 White, 
2 Black, 2 Red, 2 Mahogany, 2 
Walnut, 1 Blonde, 1 Maple 
DEALER’S FAIR TRADE PRICE 
$7.75 
ALSO AVAILABLE IN 12 AND 
24 DISPENSER ASSORTMENTS OF 
FURNITURE COLORS ONLY or 
APPLIANCE COLORS ONLY 
OPEN-STOCK ‘’SIX-PACS” 
6 of a color for self-selling dis- 
play or quick refill. 
DEALER’S FAIR TRADE PRICE, per 


® dispenser 60c 
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75 a ; ‘=~ — Order from 


your regular 
wholesaler. 

If he cannot 
supply you, send 
us his name and 


we will follow 
through. 


SCRATCH-MASTER 
DIVISION OF 


DUPLI-COLOR PRODUCTS CO., INC. 


2440 S. Michigan Avenue, Chicago 16, Illinois 


25 





Serve Yourself a 





a, t. 


ON NATIONALLY ADVERTISED 


C-20 Mug holds full 11 
ounces. Large handle. 
Practically unbreakable. 





| 
7 
} 


a 


P-25 Divided Plate, 1-72 Relish Tray. 1-46 Table Pitcher. Beverage Spoons Tumblers, 4—8—14oz. 
Out-of-way cup recess. Also for bread or Light, easy pouring. Gay colors, 8” long, Rigid or flexible. 
Easy to hold. 10%". crackers. 1242 x 6”. Ice trap spout. 2 qt. for cold drinks, sodas. Pkgd. sets, all colors. 


if 7 


\ 












y 





“ 





ke 


SMS1-Candy Stripe 140-Salad Tongs one B2 — Salad Bowls. L112B-Ice Bucket. Air SS-2 — Table Shakers T5-Serving Trays in 
Straws. 8 straws to bag. piece spring action, Large 11” mixing. insulated, double wall. with handy screw-lock crystal, transparent & 
+ color combinations ndividually carded. Bl-6” serving. Will not sweat tops. 2%” high. colors. T10-Round. 





Ky oN 

f or 

a < a 

L-40 Crisper for extra RS-1 Refrigerator Set. Sanitary storage. Crystal L-45-Pitcher for refrig L.70-Round ry am L80-Cake Cover Set, 
refrigerator storage. cover, colorful. ‘-_* 2 or all crystal erator or table’ use ket. 9” dis. 21,” deep. crystal covers, colored 
Crystal cover. L-35 Butter Dish. Holds '4 lb. 2 qt. capacity plus ice. L71-Oval Basket. bases. 11'4x5'%. 





§-25 Fly Swatter. Flex- Frozen Food Contain- L-126 Dish Drainer. L-125 Drain Tray. Un- H-567 Napkin Holder  Ass’mt. 
ible paddle, strong ers. Flexible, one size Sturdy, can’t mar china breakable, can't peel Decorative, practical designs. 12 
rystal handle-carded cover 1-1', pt. 1-2 qt. or silver. 12%xl6Y,” or soften. 1542x200”. each style in one carton. Xo 





Summer outdoor living signals the start of a profitable Lustro-Ware 
sales season. Folks like Lustro-Ware’s lightweight, gay colors and 
carefree knockabout use. They shop first for Lustro-Ware because 
they see it nationally advertised in their favorite magazines . . . 


r Lustro Wane ¢ | iS 
know its GUARANTEED QUALITY . . . love its BUDGET PRICE. f 


PLASTIC — 
Boost summer sales and year ‘round volume by featuring the com- 
. . . ss * itt O84 Pifuny OO 

plete Lustro-Ware line. FREE traffic-stopping Merchandising Aids. Covaaton YT TTTW\\\WS SS; i 


COLUMBUS PLASTIC PRODUCTS, INC., Columbus, Ohio Good Housekeeping 


8 soyrenste EH 






5) 
NMS aZ*\. 





pats 









morucas Foremost 
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This Mother’s Day, I'm going to And when! get married, | hope one 
get Mom a Dominion Deep Fryer and of my wedding gifts is a beautiful Dominion 
Cooker—it’s priced at only $19.50 with Deep Fryer and Cooker. It’s chrome plated 
a@ detachable washable cord! with distinctive trim, you know. 


Moral: Don't pass up these two big, profitable selling events. Display and 
promote the Dominion Deep Fryer and Cooker and all other Dominion 
appliances for Mother's Day and June Brides, and for all gift occasions. 


Full Page, Full Color Ad in May HOUSE & GARDEN with these 


ree Sales Tools - makes selling as easy as taking 













= we a ) ae y! 


Reprints Of Full Page, Four Color 
Ad in May issue Of HOUSE AND GARDEN 


Tie-In Ad Mats For Cooperative 
Advertising 


Colorful 
Point-Of-Purchase 
Display 


Catalog 
Sheets 


oe 
Ta, + INSIST ON THE BEST—BUY 


~Deminion 


— TRADE MARK 


DOMINION ELECTRIC CORPORATION ® MANSFIELD, OHIO 
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| 
cause SWARMS of CUSTOMERS mean SWARMS of PROFITS |i 


"BIG STINKY Fiy Traps ie 


National 
PLETE Potent 
an and Sales Program 


sell in 
Ads that really st ° BETTER 


SATURD 





NKy: . 
a | Gol. ;; 
to Carton — — With Cont 
Yi Ye Gal “1 63 Ibs.) Retail ye Fluid — 
: - Size : 4. 
e ° Carton (wt — ia Cons 
Circulation — t = Without Ag tbs.) Retail ae 
1 ; ” leading Business INK " Carton (we. With Contro} . 
$ a strong a \ Material and Ped 12 19 pot Ja with ‘95 eg, hot di 
PLU “nt of Sale pA 
and Potent Poin 
ers 


Pap luding SATURDAY EVENING como? % 72 to¢ | is alse 
dill 











DIOPTRON CO. Box 1313 (unlucky to flies) MILWAUKEE, WIS. 
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on THE NAME TO REMEMBER... 
THE NAME TO SELL... 








NATIONALLY ADVERTISED 


| GALVANIZED WARE 


Cream City garbage cans and pails are extremely well con- 








structed ... have exceptional eye-appeal. All styles have a 
heavy, brilliant, hand-dipped zinc coating. 
models, made of galvanized sheets, are also available. 


Economy 


Cream City construction features extra deep body cor- 
rugations; tight, leak-proof double seamed bottoms; deep, 
seamless, snug-fitting covers. Can covers have exclusive 
off-center handle for easy removal. All styles are nestable. 


Nationally advertised in Good Housekeeping and Ladies’ Home Journal 











ne ———— 


20-GALLON GARBAGE CAN 


The popular 20-gallon trade capacity 
can...made to sell at a popular 
price. Available in both hot dipped 
and galvanized sheet models. 














Deep cover locks on when pail is 
raised. 414, 6, 8 and 10 gallon 
hot dip sizes. 10-gallon model 
is also available in galvanized 
sheet style. 
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Four different sizes in this extra 
deeply corrugated style. 15, 21, 26 
and 31-gallon capacities. 21-gallon 


size also available in galvanized | 


sheet models. 


Send for folder showing the COMPLETE Cream 
City Galvanized Ware line. Over 75 items! 


GEUDER, PAESCHKE & FREY CO. 


1700 West St. Paul Avenue @ Milwaukee 3, Wisconsin 










es BY THE MAKERS OF 


(22 MET-L-TOP 
Lf the original 
Sd 





ALL-METAL 


e MN 
Guaranteed by IRONING TABLE 
Good 


Housekeeping 


















U.S. CORRUGATED RIBBED MATTING 


UNITED 


30 


Theres Money In Matting 


U.S. GEOMETRIC ROLL MATTING 


U.S. STAIR TREADS 


made by U.S. RUBBER 


U.S. Matting sells so well because there is no 
end to the list of its advantages. Selling “U.S.” 


means profit to you, profit to your customers. 


A NECESSITY FOR SAFETY AND SANITA- 


TION. Easy-to-clean surface, keeps dirt and ’ 


moisture from being tracked through building. 
Comfortable, noiseless to walk on. 

FOR EVERY TYPE OF INDUSTRY. U.S. Mat- 
ting is available specifically designed for the 
job in hand. For example, matting for the meat 
packing industry is made of neoprene, to with- 


stand fats and greases. 


STATES 


MECHANICAL GOODS DIVISION - 


FOR EVERY DECORATIVE SCHEME. These 
mats can be made in colors and patterns to 
harmonize with any surroundings. They can be 
made to liven an otherwise plain setting or to 
blend in with a colorful background. 


VALUABLE AS ADVERTISING. In custom- 
made U.S. Royalite® Perforated Corrugated 
Mats, lettering, emblems or trade marks can 
be faithfully reproduced in rich colors. Your 
identification will be seen for the entire life of 
the mat. For full information about U.S. Mat- 
ting, write to address below. 


PRODUCT OF 
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RUBBER COMPANY 


ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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APRIL— Sign of Taurus the Bull’ 


If your birthday falls between April 21 and 
May 21... you have a harmonious and bal- 
anced disposition . . . you are energetic and 
determined to reach your goals . . . you will 
find that J&L Galvanized Ware helps keep your 
disposition balanced and on'the road to your 
profit goals. 


Every monthisa PROFIT-SIGN 
with J&L Galvanized Ware 


Your Customers Know and Buy J&L Ware... 


Galvanized ware moves better and profits are more satisfactory 
when you stock a line with an accepted name like J&L. People have 
confidence in the J&L reputation for quality and sturdy service. 
They buy it when they see it in your store. 

J&L Ware is priced to cover the big volume market . . . and yield 
a healthy profit to the hardware dealer. Ask your Hardware Jobber 
for complete information. Call him today. If you need additional 
help or information write direct to J&L. 


Sones ¢ Laughlin 


STEEL CORPORATION — Container Division 


405 Lexington Avenue, New York 17, New York 
Galvanized Ware Plants: Toledo, Ohio, and Atlanta, Georgia 
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KEEP YOUR WICK CUSTOMERS SATISFIED 


1. 





Sell the 3 R/M 


KINDLERITE 


R/M’s standard quality woven asbestos kindler. 
A sturdy, long-lived wicking with wire core in 
both warp and filling yarn. Packaged 5!» ft., 6 ft. 
and 100 ft. to the box. In widths of 7%”, 1’, 114” 
and 134”. 


WOVEN GLASS 


The acme of perfection in stove kindlers, assuring 
long life and maximum stove performance. The 
only glass wicking woven with a wire core in every 
strand to protect the burning edge. Packaged 5'4 ft., 
6 ft. and 100 ft. to the box. In widths of 74’, 1”, 
14%" and 134”. 


QUIK FLAME 


The most efficient kindler ever developed for range 
burners. Patented open mesh construction pro- 
vides best possible results with distillate oils. The 
extra-heavy wire core yarn keeps the kindler up- 
right in the burner channel. Glass yarn at burning 
edge facilitates the removal of carbon deposits. 
Packaged 6 ft. to the box. 74” and 134” wide. 


R/M lighting rings provide long life and trouble-free 
performance in wickless kerosene stoves and heaters. 
The public knows this; so keep them in stock and keep 
your customers happy. They’re priced to give you a 
generous profit. 


reliables 





RAYBESTOS-MANHATTAN, INC. 
ASBESTOS TEXTILE DIVISION, Manheim, Pa. 


FACTORIES: Manheim, Pa. + No. Charleston, S.C. + Passaic, N.J. » Neenah, Wis. * Crawfordsville, Ind. * Peterborough, Ontario, Canada 

RAYBESTOS-MANHATTAN, INC., Asbestos Textiles « Packings « Brake Linings « Brake Blocks « Clutch Facings « Fan Belts « Radiator Hose 

Rubber Covered Equipment ¢ Industrial Rubber, Engineered Plastic, and Sintered Metal Products « Abrasive and Diamond Wheels 
Bowling Balls 
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eswitt this profit-packed display, 


sal 


13%’ x 18%” 


















vestment and less space 
than an open magazine DEAL No. A399M 


would take, you can put 


@ For a small in- l Here’s the Money-Making Deal! , | 



























, , 
‘, in this complete, new Quantity Number Name Dealer Price Retail | 
Ne ' MIRRO-MATIC depart- 1 only 11M $10 Display Stand FREE 
ment, get a permanent, | 2 only 394M —4-qt. MIRRO-MATIC 
Handy storage for replacement parts $10 display unit FREE, Pressure Pans $17.68 $27.90 


and pocket a profit of 

$30.67 on your original order! The display is | 1 only 396M —-6-qt. MIRRO-MATIC 

sturdily built, of non-warping plywood, beautifully Pressure Pan 12.51 19.75 

finished in blond-tone natural wood. The Deal 1 only 398M —8-qt. MIRRO-MATIC . 

includes a quick-selling selection of most-wanted Pressure Pan 13.62 21.50 

sizes, plus a complete assortment of replacement , 

parts, stored on-the-spot in a convenient compart- 1 only A9913S Replacement Parts Kit 9.22 14.55 
$53.03 $83. 70 


ment of the display. 
Prices slightly higher in West. 


Your profit $30.67 (margin 36.6%) 


| PLUS DISPLAY STAND FREE! | 


| 


Guy from your MIRRO Yobber! || 


Don’t miss this one! Get in on the money that 
MIRRO-MATIC is making, for dealers all over 
America ! 







NAliatare, 


THE FINEST ALUMINUM 
ALUMINUM GOODS MANUFACTURING COMPANY . MANITOWOC, WISCONSIN | 


FIFTH AVENUE BLDG., NEW YORK 10 MERCHANDISE MART, CHICAGO 54 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM meee Sa. ie) UTENSILS 
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NEW SALES-TESTED 


Kelbermatt, DISPLAY UNIT 


Triples your counter espace! 
Multiples your gales... profits: 


NOW! A NEW and complete self-service unit that helps 
you cash-in dig on America’s biggest-selling rubber house- Order yours now! 


wares line. 


This modern, colorful Rubbermaid display turns 8 feet of 
ordinary counter space into nearly 24 feet of selling space. 


Does all 3—stocks, displays, sells RUBBERMAID. 


Sells your customers the items they see in Rubbermaid’s 
full-color national magazine ads. Lighted panel shows 
Rubbermaid products in color, in use! Eye-level height 
makes selections easy, draws multiple sales. 


See your Rubbermaid jobber, or write to: 


‘ : 
7 Co beumaid @ HOUSEWARE No. 0858 DISPLAY UNIT with lighted sign. 
» 


Compact size: 49’ long; 2454” wide, 49" high. Ships 





the original...complete...only nationally-advertised line of rubber housewares flat. Easy to assemble. Available to you at less than cost. 
THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO Only $30.00. Pays for itself over and over again! 
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| GET VOLUME PROFIT WITH . 





SALES! 
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OSTER gives you the industry’s biggest, most 
aggressive, continuous program for sales... 
timely national advertising, tied-in local adver- 
tising, sales promotional campaigns directed to 
specific markets . . . profitable markets like the 
multimillion dollar baby market! AND... 





Only the OSTERIZER has 
the exclusive leakproof 
Flex-O-Matic Seal, allows 
container to open at either 
end for easier emptying, 
faster sterilizing, better 
cleaning 





babies mean business 


-) And QD helps you reach 


this profitable market! ~ 
4 
) There will be an estimated 4,000,000 babies / x 
this year. This means 4,000,000 new and grow- eo 
SAF 


ing appetites to satisfy . . . from bottle through 
bib-age. This means new OSTERIZER sales 
... new OSTERIZER profits. Get your share 
of this market. 


Fits all standard Mason 
jars for processing small 
amounts of food, sealing, 
storing in same jar 





CALL your OSTER Distributor today, or use 
the handy coupon below for full details. 






Tene! O8 ARivRp o> 





4G 
"Guaranteed by > 





JOHN OSTER MFG. CO. 





Ships 
cost, 


1954 





Show parents how the OSTERIZER FEEDS BABY BET- 
TER and SAVES MONEY... how the OSTERIZER 
saves hours of kitchen work, prepares baby foods quickly 
from formulas to pureed and chopped foods. 


rc 
| 
! 
| 
| 
| 
| 
"PICK THE NAMES OF THESE OSTER BABIES’’ CONTEST | 
Here’s the most simplified, most intriguing promotion | 
you’ve ever seen! It’s easy torun. Complete promotional | 
package consists of newspaper mats, window streamers, | 
display cards, direct mailing pieces—everything you need | 
to sell more OSTERIZERS. | 

| 

| 

| 

| 

’ 


ANOTHER REASON WHY 


(yi, means BUSINESS! 
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Milwaukee, Wisconsin 
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Yes, I want full details on your money-making Baby 
Promotion! 


Name___ , oe 
Position . ™ 

Store Name nen —— 
Address 


City ‘ innate 


35 








New TV Movie 


shows how to install plastic wall tile 





Helps you 
open untapped 
“Do it yourself” 


market for 


WALL TILE 


made of Monsanto's —_ . 


oO “06 
* Guaranteed by ~ 





















Tiyene Lbaiue Good Housekeeping de: 
Lecamma sel 
Fre 
Want your share of the “do it yourself” wall tile market? cus 
Tie in with Monsanto's big national advertising and television promotion. old 
*Transtormagic,” a new 1242 minute motion picture prepared 
especially for television, shows how to install styrene plastic wall tile... d 
will be seen on,television by customers in your area. It’s packed with for 
Tronstormagic .. .«hen vou do # yoursel | “how to do it” hints that will have customers coming to you for wall tile ow 
wih plastic wall tile! made of Monsanto's Lustrex styrene. nat 
That's just the beginning! We're spearheading this campaign with a car 
colorful “do it yourself” full-page ad in the May issue of 
Better Homes and Gardens! 
res 
How to cash in? Easy! Set up a display of wall tile today. yet 
Let your customers know you carry tile made of Lustrex. STR, an 
And be sure to show this seal which tells you the tile & -*, % ne 
that carries it meets the standards set by the wall tile industry for © ; 
thickness, color and durability. It tells your customers they're ed OF | 
getting quality wall tile... helps them buy with confidence. "Rival Vy 
4 
vid 
rig 
wri 





MONSANTO 


(3) é a 


SERVING INDUSTRY . . . WHICH SERVES MANKIND 
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OLD CHAIRS 


cS or THIS EYE-STOPPING 






DISPLAY RACK 






WITH 5 ROLLS OF 





AIR-LITE. SARAN 






CHAIR WEBBING 





et your share of the growing 2 
“do-it-yourself” market with this 
natural sales leader. Store, 
displ i aN 
play, sell right off the rack. a m 
We'll see that you get this ; 
demonstration frame, too. Acts as a color — 
selector besides showing AIR-LITE Saran in use, 
Free ‘“‘how-to-do-it"’ booklets show your. 
customers how easily they can transform 
n. old chairs into modern furniture, 


AIR-LITE opens up @ BIG new sales channel 
for you. The current crop of handy home- 
owners is buying it by the carload. They 
are making their own porch, outdoor and 
beach chairs. And they are replacing worn 
canvas chairs with this wonder webbing. 


AIR-LITE Saran's 5 vivid colors are stain- j 
resistant—keep their rich appearance for | 

years without fading. Wash clean with soap 
and water. Feather-light, yet so sturdy, 


vee, this remarkable webbing will outlast the Fe p lastir (lloven p [ 0 nlite ts In A 


| “ chair frames to which it is applied. 
, w -LI 
; Maize, green, ivory, blue, red. Width . eavers of AIR-LITE Saran 


1%”. In 75 yd. rolls. , 
AIR-LITE Products Pee fal > c 




























ee TN 















PLASTIC WOVEN PRODUCTS, INC. 
51 CAMDEN ST., PATERSON 3, N. J. 


DEPT. a-4 






Please rush full information on AIR-LITE Saran Webbing. 


right away. If he 
write or wire the: 
II i. isdeincccavtbnisliniidadesitinteieian 
: NE cchcickmisivtcisennunnisetions 
“Ke is cacccosevcssvecovovesoseseosconnnscosveevecsessesesoreseseeses nace zone............state.. 
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NOW! NEW... 


NICHOLS 





* 


FINISHED WITH THE A. TREATMENT 





“Whee Washday Sweetheart 


Here's a clothesline that sells on sight—a real 

beauty that will outlast any clothesline ever of- 

fered. Nationally-advertised — easy to sell and 

with a nice profit margin for you. Dealers who 

have displayed Nichols ''Never-Stain'’ Aluminum 

WON'T RUST ; Clothesline in their store windows and counters 
WON'T ROT report terrific sales because of its eye-catching 


silver-like beauty. Available in either solid or 


WON'T CRACK Tse stranded types. 
LASTS st ORDER FROM YOUR JOBBER NOW FOR BIG 
A WIFETIME — SPRING SALES. 
Solid or Stranded ~s = PACKAGING COMBINATIONS 
| Pkg. No. Wire Ga. Description 











LA 
2 


] | ; 

| 9 solid | 4 — 300’ coils, marked every 50’ | 

—— 7 

| 9 solid | 24 -— 50’ coils 

COILS PER 3 | 9 solid |} 12-100’ coils 


PACKED 
4-300 FT 


roa backs] |} 20 | .142” stranded | 4-300’ coils, marked every 50’ | 

t ? 

30 | .142” stranded | 24 - 50’ coils 
One continuous coil of 300 ft. marked with red plastic tape | 40 | .142” stranded | 12-100’ coils 

every 50 ft. for easy and quick measuring . 





* A patented censed by the Alu 


usr anevvina a 
with the "R5” FINISH gerry ff Mp — 
mt a 


ja 


w ade & ALUMINUM CO 
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$5000 to 


winning customer 


$500 to 


winning dealer 








plus 140 other prizes for both! 








.. Here’s your 
“ CONTEST HEADQUARTERS” 
for this great 
GOLD SEAL Tile contest 














Customer may win $5,000 just by telling why she 
likes the new Gold Seal Tile floor she bought from you 
e@ Dealer wins by helping a winning customer with entry 
“Mr. and Mrs. North” are promoting contest now . . . 
through July . .. over 49 NBC and other TV stations. 
2 solid months (April, May) of full-color contest ads 
in AMERICAN HOME, SUCCESSFUL FARMING, 
HOUSE BEAUTIFUL BUILDING MANUAL. 
Contest promotes the famous Gold Seal line of 
resilient tile: Linoleum Tile, Rubber Tile, Viny!Tile, 
Vinylbest Tile, and Ranchtile—one for every kitchen, 
taste, budget. 
Contest on now—runs through to July 31—115 
profit-packed selling days during the big remodeling 
and building season. 
Get in the booming tile business now for as little as 
$25 with the sales-making Gold Seal Tile-O-Matic— 
all stocked and ready to go! (It’s been proven in 
use by over 7,000 successful dealers. ) 





Congoleum-Nairn Inc. 
Customer Service Department 
Kearny, N. J. 


Please rush full details on the Gold Seal Tile-O-Matic and big 
‘Kitchen of the Year” contest. 


GOLD SEAL’ ag 


FLOORS AND WALLS Address 


CONGOLEUM-NAIRN INC., Kearny, N.J. © 1954 
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helps you sell screening of Alcoa Aluminu 


national advertising 


mecoa ,-* — ne 
ad “= 
ARUN UA 
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ame 
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Month after month Alcoa advertisements are telling your customers that 





non-staining screening of Alcoa” Aluminum is the best they can buy. National A SMI 






magazines like The Saturday Evening Post, Life, Better Homes & Gardens, 





American Home, House Beautiful, House & Garden and Sunset Magazine are 



















carrying these messages. . 


ALCOA © 





ALU AAINU AA 


ALUMINUM COMPANY OF AMERICA 








. with special emphasis in'the spring and fall. 





ORDER YOUR SCREENING NOW! 


DISPLAY THE ALCOA LABEL! 


It’s available now! 
Insect wire screening woven by the following manufacturers from Alcoa 
Alclad 56-S Aluminum Wire conforms to National Bureau of Stand- 
ards Specification CS 138-49 and Federal Specification RR-S-141a. 


Alabama Wire Co., Inc. 
American Wire Fabrics 
orp. 
Chase Brass & Copper 
Co. 
Clinton Wire Cloth Co. 
Cyclone Fence Division 


(American Steel & 
Wire Company) 


Dixie Screen & Wire 
Products, Inc. 


Gilbert & Bennett Mfg. 
Co. 


Gulf Screen & Wire 
Co., Inc. 


Hanover Wire Cloth Div 
(Continental Copper 
& Steel Industries, Inc.) 


Heilig Bros. Co., Inc 

The C.O. Jelliff Mfg. Co 
Keystone Wire Cloth Co 
New York Wire Cloth Co 


HARDWARE AGE, 


Pacific Wire Products 
Co., Inc 

Pennwoven, Inc. 

Phifer Aluminum Screen 
Company 

Spargo Wire Cloth & 
Screen Co 

Standard Wire Cloth & 
Screen Company 

Whitehead Woven Wire 
Co 

Wickwire Brothers, Inc. 

Wire Products, Inc. 





APRIL 


15, 





1954 
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Because of brand 
ame acceptance 
nd continued national =@& 
advertising, they'll be “*tEA® 

sales leaders in 1954! Ques) 


Push the button on Krylon Crystal-Clear Acrylic Spray... 























BRIGHT 
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SPRAY 
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tive, Protective ces 
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... and anything the spray touches of metal, wood, paper, 
etc. is protected from rust, tarnish, corrosion, mildew, | 
acids, moisture, and other ravages—so says national adver- 

tising in Better Homes and Gardens, American Home, Sun- 

set, and Business Week, issue after issue. 


Krylon Bright Aluminum gives the same results in a 
lustrous aluminum finish, and there are Krylon sprays in 
Flat Black, Glossy Black, Touch-Up White, Bright Gold, 
Machine Grey, Light Grey, Cherry Red, Chrome Yellow, 





Regal Blue, and Hunter Green...all advertised nationally } 

$15.60 PUTS YOU IN THE to assure you of many pre-sold customers. 

Tools, garden equipment, screens, important papers, 

KRYLON BUSINESS— brass and copper objects, etc....when it comes to protection, } 
Krylon Crystal-Clear Acrylic Spray does the job quickly and 

A SMALL INVESTMENT easily. When it comes to touching-up or decoration, there’s | 
a Krylon color spray to do the job conveniently and fast 

FOR SO GREAT A POTENTIAL ... dries in minutes. 


CONTACT YOUR JOBBER TODAY, OR USE THIS COUPON 














sds > isa sa ca lin se gh aise in a a Ss de ns ss a hl 
| | 
Here’s the special starter assortment | KRYLON, Inc., dep. 186 | 
}/ (retail $1.95 each): | 2038 Washington Ave., Philadelphia 46, Pa. | 
| 
e counter display shipper | We'd like to climb onto the bandwagon! Please have my jobber deliver a | 
L! ‘ Krylon Starter Assortment as soon as possible. 
hard selling consumer folders | | 
| | 
St — naan — a 
1 Alcoa 1 Crystal-Clear 1 Light Grey | aiiiaten | 
Stand- 1 Bright Aluminum —_ 1. Bright Gold t= ; aoe | 
1414. 1 Touch-Up White 1 Chrome Yellow | | 
1 Glossy Black 1 Regal Blue | City — - __Zone___State_ | 
cts 1 Flat Black 1 Hunter Green | | 
1 Machine Grey 1 Cherry Red | My name___ | 
wn | Name of our jobber — eepenaiaien — — 
a Your Cost $15.60—You Sell For | | 
ath & $23.40—Your Profit $7.80. 
Wire 7 7 
Open Stock Priced to Bring KRYLON, Inc., 2038 Washington Ave. Phila. 46, Pa. 
re Regular 50% Markup 
as, 19549 WARDW ARE AGE, APRIL 15, 1954 
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Wissco Flexible Wire 
Clothes Lines 


Perfection Door Springs 
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Gate Springs 


Gold Strand Insect 
Wire Screening 


Clinton Hardware Cloth 


Clinton General Purpose 
Welded Wire Fabric 
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ps CF:l=WICKWIRE 


NATION-WIDE WAREHOUSES © 


mean prompt delivery...lower inventory 








Prompt delivery and lower inventory key cities throughout the United States. 
investment are two big advantages you These warehouse facilities mean shorter 
get when you handle CF&I-Wickwire _ shipping time to your place of business 
Hardware Products. That’s because ...assure you of adequate stocks at 
CF&I-Wickwire Hardware Products all times—yet with no need for tieing 
are always quickly available from ware- UP your funds in heavy inventories. 


house stocks conveniently located in Write or call our nearest sales office. 











CFci-WICKWIRE 


3 HARDWARE PRODUCTS 


Ub! 
ert 


Vem 
Leif 
TRY 













ORAD( \ 







Poultry Netting 
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Just count the marks 
right where you stand 


Place a coil of H & A measure-marked rope 
in any convenient spot. Open it and trim off 
the sturdy multiwall mill wrapping about 
level with the top of the coil. There’s your 
rope, fully displayed, yet safely confined in 
its own neat, close-fitting container that 
assures adequate protection until the last 
foot has been disposed of, When a customer 
tells you how much he wants, just count the 
marks and cut it off. No additional aisle 
space needed for measuring. Those clear 
measure marks, accurately mill printed 
every five feet on the rope itself, entirely 
do away with all fumblesome hand measure- 
ment, Your customer receives his purchase 
of good manila or sisal promptly. The time 
saved pleases him as much as it pleases you. 





measure-marked 





Industrial stock keepers as well as retail dealers say those 5-foot 
meastire marks make H & A the most easily handled rope on the 
market. Whatever length may be called for, they need only to count 
the marks and cut it off. All sizes of H & A “Blue Heart” Manila and 








“Red Heart” Sisal Rope, from 3/16” to 34” inclusive, are measure- 
marked. Packaging includes Full Coils, Half Coils and the increas- 
ingly popular 20 lb. Display Coils (the latter pictured on the left). 
When you need top quality rope, whether manila or sisal, inves- 
tigate these H & A products. Expertly spun from the finest fibres; 
soundly packaged in convenient units—and distinctly measure- 
marked every five feet for the easiest handling you ever enjoyed. 
Distributed through leading jobbers, Full information on request. 
Other H & A products include cordage 
of all standard commercial grades: — 
Transmission Rope, Drilling Cable, Lariat 
- Rope, Yacht Rope, Twisted and Braided 
Jute Packing, Jute and Hemp Twines, 
ROPE LARGER THAN HALF INCH IS NOT Hard Fibre Twines, Lath Yarn, Tarred 
AVAILABLE PUT UP IN DISPLAY COILS Marlines, Plumbers and Marine Oakum. 
THE HOOVEN & ALLISON COMPANY 
“Spinners of Fine Cordage Since 1869” 
XENIA, OHIO 
BRANCHES: KANSAS CITY, MO. © OMAHA, NEB. © MINNEAPOLIS, MINN. 
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_lawn and garden sprinklers by 


wren Spor 


+ 


<2 eo 
» 








SELF-SERVICE MERCHANDISER : 


; ¢ Build your garden department around it. 


¢ Provides 10% sq. ft. of display space in 3% sq. ft. 
of floor space. 
¢ Made of heavy gauge wire, enameled green. 


* Top panel answers shoppers’ questions. 








4 
* Provides helpful sales hints for salesmen. 
¢ Holds and sells the complete Green Spot line. e coupli - 
— i 
Ask your Green Spot wholesaler how you can get - —ngS and Menders 
one for your store. tata 
NATIONAL ADVERTISING 
Striking, full-page, two-color ad in The Saturday 
Evening Post. Part of Green Spot's season-long 
campaign in the Post and Sunset. 
POINT-OF-PURCHASE HELPS 
¢ Watering Guide counter display — shows the 
right Green Spot accessory for every need. 
¢ “How-to-do-it” give-away booklets — build good- 
will, keep customers coming back for additional 
Green Spot equipment. 
laos * Window streamers, newspaper mats, publicity 
the releases that make your store headquarters for full 
unt Green Spot line. 
and 
a SIX NEW ITEMS IN THE GREEN SPOT LINE 
ft). In addition to the two sprinklers shown at the 
res- right, these other new Green Spot items are being 
res; introduced for the first time: plastic and brass 
re= nozzle; heavy-duty Dura-Seal coupling for plastic 
yed. ae om i cm f 
— 10se; Dura-Seal mender for plastic hose; shut-off 


hose valve. 


Remember, only Green Spot gives you the com- 
plete quality line of hose accessories, the biggest 
and best consumer advertising and the finest in- 
store promotion aids. Sign up today with your 
Green Spot wholesaler. 


Waterite Oscillating Sprinkler — 
newest design in oscillating 
sprinklers — compact and 
streamlined. Waters rectan- 
gles from 10’ x 12’ to 35’ x 40’ 
in uniform, even patterns. 


Rainger Sprinkler — waters all 
or parts of circles. For large 
areas $0’ across. Maximum 
protection of all working 
parts. One of the newest 
sprinklers on the market. 


A product of 


Scovill Manufacturing Company 


*tepg THAT 





36 Mill St. 
Waterbury 20, Conn. 


Green S; 


Garden Hose Accessories 





Sprinklers © Hand Sprays ® Hose Nozzles © Quick Connectors * Clamps 
“Y” Connectors * Shut-Off Valves © Couplings * Hose Menders * G ks 
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SEINE TWINES 
SEINE CORDS 







in the 





= 
TL LM ML | 
STAGING 
VENETIAN BLIND CORD 
SASH CORDS 
® . CLOTHES LINES 
MASON LINES 
BUTCHER’S TWINES 
: af d FISHING LINES 
EXPRESS TWINES 
CHALK LINES 
QUALITY TWINES AND CORDAGES KITE CORDS 
PARCEL POST TWINES 
POLISHED INDIA TWINES 
: PLASTIC CLOTHES LINES 
- JUTE TWINE 


° Na 
IME -S4\_nrton casting wines 
STARTER ROPE 
ZA 


JUMP ROPE 
MOP HEADS 
WRAPPING TWINES 


KITCHEN LINES 





5 



















ART 592 


N 

Rope Packed in individual cellophane 
window box, 12 to display 
carton—Price, $3.00 per dozen. 


—_ vO 


w#SWHILAAYVWLS FJAOW, 





ELLOPH reo 

WINDOW er al me 
Big Seasonal Item— Starting NOW! 
als 
Cd Yo 


ORDERS OF $50.00 OR MORE, FREIGHT All-Nylon—the magic word in rope. Each MIKE starter 
PREPAID. Orders of less than $20.00 f.o.b. Mill, rope is made of twisted DuPont Nylon, 42” long, 


Lawndale, N. C., Los Angeles, California, or Mari- complete with red enameled wooden handle. 
etta, Minnesota. Orders of $20.00 to $50.00, 


freight allowed to $1.00 per cwt. Freight prepaid 
does not include extra charges incurred outside 


carrier's regular zone of delivery. When you display the MIKET ine= 


; it Sells! 
Cleveland Mills Company cawnoace, vontH carouina 








ESTABLISHED IN 1873 | 2102 Colorado Blvd. Marietta 
Los Angeles 41, Calif. Minnesota 
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Ziprtop 
Rubbish Burners 


Now ... 3 models 
to choose from to 
meet practically any 
burning regulations 
- ++ OF price range. 
The only rubbish 
burners with the 
safe, easy-to open, 
non-losable Ziprtop 
and the sag-proof 
Volcano bottom that 
speeds burning. All . 
dels have 99 d, 
reinforced welded 
steel wire construc- 
tion. Ziprtop burners 
are a home necessity. 





Multi-Line Clothes Dryer 


Smooth, all steel, portable fold- 
ing dryer -provides over 50 feet 
of clothes drying space compacted 
for indoor or outdoor conveni- 
ence. Folds down to 24”x35"x7" 
for easy storage. Finished in gleam- 
ing Kromolite; slanting design pro- 
vides for better air circulation. 
Multi-line is a year-‘round seller! 












Hi-Lo 
Camp Stool Set 


New member of a fast- 
selling line, the Hi-Lo 
Camp Stool Set consists of 
four colorful—, all-purpose 
folding stools. Rustproof 
Kromolite steel legs with re- 
movable, washable heavy- 
duty canvas seat covers in 
decorators red, blue, green 
and yellow. They‘re ideal for 
any indoor-outdoor activity 
and so easy to carry in their 
sturdy green-pebbled carry- 
ing case. They sell them- 
selves...display a set and see! 





Hi-Lo Picnic Stoves 


The Hi-Lo Stove is the most versatile of the 
indoor-outdoor picnic grills. Designed to 
use charcoal—or other solid fuels, it cooks 
directly on hinged fry-top or wire grid...no 
pons are needed. 4-level heat is adjusted by 
moving the fire pan. Folds into attractive, 
convenient red carrying case. Sells on sight! 


YOU CAN’T MISS ... they are easy to setup... 
they sell from the window—or on the floor. Packed 
and packaged for quick, easy customer service. 


@eeeeeeeeeoeoeeeese SOOO SOHOOSOSOO ESOS OOOSOOOOESOSESEOOSOOOOOOS 


DISPLAY AND SELL! Easy fo set up, they 
sell out of windows, or on the floor. Stock 
ready packed for quick customer service. 


UNION STEEL 
= PRODUCTS CO. 


4 Consumer Products Division 


ALBION, MICHIGAN 
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B.F. Goodrich announces important garden hose news— 


Koroseal Garden Hose,|K 
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Koroseal Mulltispray and 
new Garden Club combine 





my 


ee of 


fiito give you triple profits! 


B. F. Goodrich now gives you a team of THREE garden 


hose products—each designed to match the sales success CORONATION GUIDE 

eg : : 5 y RT 
for which Koroseal garden hose is so well known. THREE Oa To FOLAED FRREEE. OEE 
garden hose products, each with the consumer appeal of 


the original Koroseal! 

First there’s Koroseal garden hose itself—in choice of 
colors, choice of lengths and a profitable $5.75 to $13.85 
fair trade price range. Every coil of Koroseal has an easel 
back; in a self-displaying package. 

Second is Koroseal Multispray, “sprinkler hose” in 25 
and 50-foot lengths. It’s made as a strong, seamless tube— 
but is light in weight. Each end has a coupling. The coup- 
ling on the outer end is capped. When cap is removed, 
hose can be cleaned by flushing—or hose may be coupled 
to another length for sprinkling extra long areas. 

Third is new Garden Club hose in attractive, bright 
yellow color with smooth, polished finish. New Garden 
Club is made of a B. F. Goodrich plastic, is light in weight, 
will not rot, chip, crack or peel. Sells in 50-foot lengths at 
only $7.55—also in 25 and 75-foot lengths so you can 
compete against cheap plastics with quality B. F. Goodrich 
products made of proven material. 

In Addition—the B. F. Goodrich line includes Signal 
tubber hose, your bargain hose for customers who prefer 
a lightweight rubber hose. 

More people know and prefer Koroseal. Proof of your 
customers’ preference is the popularity of regular Koroseal 
— hose. And the reason is advertising. Again this year, 

oroseal advertising reaches your customers in some of the 
nation’s leading consumer magazines including Life, Satur- 
day Evening Post and Better Homes & Gardens. And the ads 
promoting your B. F. Goodrich garden hose sales team 
will be big, full-color ads; ads that can reach as many as 
sixty million consumers, many of them your prospects, . lor for your garden 
your customers right in your market! The B. F. Goodrich “te ew doe 
Company, Akron, Ohio. 


Koroseai T. M. Reg. U. 8, Pat. Of, 


GARDEN HOSE 


BY 


B.E Goodrich 


INDUSTRIAL PRODUCTS DIVISION 
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KNAPP ey MONARCH 


Rt aary 


The Catalina The Hi 


Spigot Model One Gallon Capacity Spout Model One Gallon Capacity Spout Model 6 Quart Capacity 


CATALOG NO. 48-514 CATALOG NO. 48-513 CATALOG NO. 49-505 er light 


* Sure-loc 


~Drarnra, Si : 
imple finger 
Therm 7) Chest chiggers, mos 
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Non-poisono 
Greaseless. 5S 
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The Malibu The Monterey The Therm-A-Chest 


Spout Model 6 Quart Copacity Spigot Model 6 Quart Capacity Capacity—18 Soda Bottles or Mixed Bevero 
‘CATALOG NO. 49-503 CATALOG NO, 49-504 CATALOG NO. 49-550 





KNAPP-MONARCH COMPANY «& ST. LOUIS (16), MISSOURI 


xed Beverc 
550 


URI 


Get Your Share of the Fastest 
rowing Market in Your Business... 
po MORE SALES « FASTER TURNOVER - 
IGGER PROFITS « SELL THE ORIGINAL 
KKM- THERM-A-JUGS 


he Household Word in Insulated Picnic 
ngs for More Than a Quarter of a Century 


HERE’S WHY KKM- THERM-A-JUGS ARE BETTER 


* Exclusive —KM- push button * Free swinging, easy-grip 
non-clogging spigot. plastic handle. 


¢ Easy-pour plastic spout. ° Specially coated liner, odor- 
less, tasteless, and non- 
* +KM- super insulation, feath- staining. 


er light fiberglass. 
. . * ~KM.- steel outer jacket, rust- 


* Sure-lock plastic top. proof undercoating. 


GET YOUR ‘FREE GIFT’’ SPORTSMAN’S PACK REPEL-A-MIST 


Simple finger-tip valve releases fine mist spray that repels and chases away gnats, 
chiggers, mosquitoes, flies, ants, deer flies and many other insect pests. 
Spray Directly on Skin or Clothing ! 


: r 
ere to humans : —— oy + , "ara = Il want to know more about eM Therm-A-Jugs. 
reaseless. Sure protection for adults and children alike. For golfers. : . : 
fishermen, campers, hunters, farmers, picnickers, and all outdoor activity. | Send my Free ‘WeMb Repel-A-Mist Sportsman’s Pack to: 


| 
| NAME 














SEE NEXT PAGE 


ADDRESS 





FOR LIST OF DISTRIBUTORS 


CITY ZONE STATE 








es @ & S OsLUmeLhUme.LUm 
MY DIST. NAME 





(Select Name from next page) 











ALABAMA 
Birmingham 
R. D. Burnett Cigar Co. 
Stratton & Terstegge 


ARIZONA 
Phoenix 


Phoenix Hardware Co. 


CALIFORNIA 


Zellerbach Paper Company 
Fresno, Los Angeles, 
Oakland, Sacramento 
San Francisco, San Jose 


COLORADO 


Colorado Springs 
Flaks 
Central Electric Supply Co. 
Denver Tobacco Co. 
Flaks & Company 
Denver 
Lohman Sales Co. 
Grand Junction 
Salt Lake Hardware Co, 
The C. D, Smith Co. 


Greeley 

Jerome Company 
Pueblo 

Pueblo Electric Supply Co. 
Sterling 

Stickney's, Inc. 

CONNECTICUT 

Hartford 


Capito! Light & Supply Co. 

Green Hardware Company 

Sechtman Hardware Co. 
New Haven 

Uneeda Sales Company 


DELAWARE 
Wilmington 
Delaware Novelty House, Inc. 


DISTRICT OF COLUMBIA 


Washington 
Capital Cigar & Tobacco Co. 
Doubleday-Hill Electric Co. 
Fetterman Hardware Company 
Washington Whise. Drug 
Exchange, Inc. 


FLORIDA 
Ft. Myers 


Norman Auto Supply 
Jacksonville 

All-State Pipe & Supply Co. 

Jax Drugs, Inc. 

Towers Distributing Co. 


Lake Wales 

Norman Supply Co. 
Marianna 

Doffin Mercantile Co. 
Miami 


Crandon Whise. Drug 
McKesson & Robbins 
Southern Tackle Distributors 
Spesco Wholesale Company 
Pensacola 
Pace Holland Co. 
Tampa 
$. . Phillips Co. 


GEORGIA 
Atlanta 


Dinkins-Davidson Hdwe. Co. 

Tenenbaum Brothers 
Augusta 

Jernigan Hardware 
Bainbridge 

Bower Company 
Dublin 

Lovett & Tharpe Hardware 
Gainesville 

Paris Dunlap Hardware 
Rome 

Rome Hardware 
Savannah 

Oglethorpe Sports Distr. 


IDAHO 
Boise 


Salt Lake Hardware Co. 
Lewiston 
Morgan Bros. & Co. 


ILLINOIS 

Champaign 

Tepper Wholesale Electric Co. 
Chicago 

B-C Distributing Co. 

Bruns & Collins, Inc. 

Crown Hardware Company 

Denward's 

Gazzolo Drug & Chemical Co. 

Hyland Electrical Supply Co. 


Get Your Share of the Money in KXM- Therm-A-Jugs 


~ee Order Your Stock Today! 


Midwest Wholesale Drug 
P. J. Rubey Company 


Decatur 
Decatur Paper House 
Peoria 
Peoria Paper House 
Quincy 
Irwin Paper Company 
INDIANA 


Evansville 
Automotive Wholesalers 
Fort Wayne 
Hardware Wholesalers, Inc. 
Indianapolis 
Kipp Bros. 
Muncie 
Eastern Electric Supply 
South Bend 
Galentine Novelty Company 
Interstate Distributors 
Young Heating Co. 
Terre Haute 
Levin Brothers 


IOWA 
Algona 


Thompson Distr. Co. (Branch) 
Cedar Rapids 
Electric Motors Co. 
Des Moines 
L. H. Kurtz Company 
Robinson Wholesale Co. 
Fort Dodge 
L. H. Kurtz Co. 
Thompson Dist. Co. 


KENTUCKY 
Louisville 
Feneen Gaulbert Corp. 


LOUISIANA 

Baton Rouge 

Fuqua Hardware Co. 
Lafayette 

Butcher Brothers, Inc. 
New Orleans 

Eaco, Inc. 

Stauffer-Eshleman & Co., Ltd. 

Woodward-Wight & Co., Ltd. 


MAINE 
Portland 


Kendal! & Whitney 
MARYLAND 


Baltimore 
John Duer & Sons Hdwe. Co. 
Howard Drug & Medicine Co. 
J. S. Johnson Company 
Loewy Drug Company 
Mar-Matic Sales Company 
David B. Taylor Company 
Easton 
Easton Whise. Distributing Co. 
Salisbury 
Del-Mar-Va Hardware Company 


MASSACHUSETTS 

Holyoke 

J. Russel & Co. 
Springfield 

am Four, Inc. 

Krevalin Hardware Co. 
Worcester 

H. E. Shaw Company 


MICHIGAN 

Carrollton 

Saginaw Bay Distributing Co. 
Grand Rapids 

L. G. Cook, Distributors 

Hazeltine-Perkins 
Jackson 

C. E. Hamlin Company 
Kalamazoo 

John C. Klosterman Co. 
Lansing 

B & W Supply Company 
Menominee 

Northern Hardware 
Muskegon 

Independent Electric Co. 
Owosso 

Russ Distributing Company 
Saginaw 

Saginaw Hardware Company 
St. Joseph 

West Michigan Wholesale Co. 


MINNESOTA 
Minneapolis 
Geo. A. Clark & Son 


MISSISSIPPI 
Biloxi 


Combel's Wholesale Hdwe. & 
Supply Co. 
Greenville 
Henderson & Baird Hardware Co. 


Notchez 

Feltus Brothers Hdwe. Co. 
Tupelo 

L. D. Hancock Co. 

lee Wholesale Co., Inc. 


MISSOURI 
St. Louis 


Liberty Supply Co. 

McClean Sporting Goods Co. 
Markwort Sporting Goods Co. 
Shapleigh Hardware Company 


Washington 
Bueschers Wholesale, Inc. 
West Plains 
Reed Harlin Grocery Co. 
MONTANA 
Billings 
Keefe Auto Supply Co. 
Butte 
Louis $. Cohn Company 
NEW JERSEY 
Jersey City 


Hudson County Tobacco Co. 
Newark 

Newark Specialty Company 
Perth Amboy 

Raritan Candy & Tobacco Co. 


NEW MEXICO 
Albuquerque 


Chas. !lfeld Company 
Stryco Sales Company 


NEW YORK 
Albany 
Roskin Bros., Inc. 
Batavia 
Salway's Hardware 
Brooklyn 


Adco Company 

Horn Brothers 

Elite Lighting & Supply Co. 
E. A. Wildermuth, Inc. 


Buffalo 
Ellicott Drug Co. 
Link & Co. 
McKesson-Robbins 
Cohoes 
Desormeau Tobacco Co. 
Elmira 
Brady Electric, Inc. 
Glen Falls 
Desormeau Tobacco Co. 
Jamaica 
Central Queens Elec. Supply 
Corp. 
Little Falls 
Little Falls Wholesale Co. 
Long Island 


George W. Gates & Co., Inc. 
Middletown 

Roskin Bros. Distributors 
Mount Vernon 

B. Davis Co. 
New York 

Generai Distributors, Inc. 

Lafayette Electric Corp. 


Midway Electric Supply Co., Inc. 
Royal-Eastern Electrical Sup. Co. 


Yorktown Electrical Supply Co. 
Rochester P 

M. Rosenbloom Company 
Syracuse 

Jones-Mcintosh Tobacco Co. 

W. O. Zeschang Co. 
Utica 

G. W. Bauer & Sons, Inc. 
West Utica 

Electronic Lab. & Supply Co. 
Yonkers 

Goler Electric Supply Co. 


NORTH CAROLINA 
Asheville 
Rea Auto Supply 
Elizabeth City 
Aydlett Products Co. 
J. A. Hooper 


Fayetteville 

Clayton Cigar Company 
Goldsboro 

Smith Hardware 
Greenville 

Southern Reliable Whise. Co. 
Hickory 

Ligon Electric Supply Co. 
High Point 

Piedmont Cigar Company 
Lynchburg 

Strother Drug Company 
Raleigh 

Carolina Hardware Co., Inc. 
Smithfield 


Whitley Specialty Company 
Wilson 
The Tar Heel Hardware Co. 


Winston-Salem 
O'Hanlan-Watson Company 
Ligon Electric Supply Co. 


NORTH DAKOTA 
Wahpeton 
Dakota Distributors, Inc. 


OHIO 
Ashtabula 


Anderson Sales Co.; Inc. 
Cincinnati 

Hale-Justis Drug Co. 

Weisbrodt Sales Co. 
Cleveland 

Cleveland Housewares & Supply 

Feature Products 
Columbus 

Sharwell Tobacco Co. 

Toback, Inc. 
Dayton 

The Miami Cigar & Tobacco Co. 
Hamilton 

The Lewis Cigar Co. 
Lancaster 

Clark Candy & Tobacco Ca. 
Lima 

State Electrical Supply Co. 
Mansfield 

Mansfield Housewares, Inc. 
Marion 

The Marion Paper & Supply 


Co., Inc. 
Medina 
George F. Reinhardt 
Springfield 


Paul's Cigarette & Tobacco Co. 
Steubenville 

Blum Brothers 

Industrial Tobacco & Candy Co. 
Toledo 

The Walding, Kinnan & Marvin Co. 
Wooster 

Wooster Merchandise Co., Inc. 
Youngstown 

Al-Mar Supplies 


OKLAHOMA 


Muskogee 
Porter Crews Wholesale 
Oklahoma City 
Fox Viiet Drug Company 
Silver Drug & Supply 
Sooner Sales Company , 
Southwestern Hardware Co. 


OREGON 

Portland . 

Circuit Distributing Co. 

F. B. Connelly Company 

S. A. Sediock Company 
Zellerbach Paper Co. 


PENNSYLVANIA 

Allentown 

Clark Distributing 

Hunsicker's 
Altoona 

Dibert Radio Company 
Erie 

Presque Isle Electric Co. 
Harrisburg 

Hensel's 
Johnstown 

Cambria Equipment Co. 
Lebanon 

J. C. Havers 
McKeesport 

Apter Brothers 
Philadelphia 

Judson C. Burns 

1. Lodge Co. 

Smith, Kline & French 
Pittsburgh 

A. H. Rapport Co. 

Kim Electric Supply 

G. A. Kelly Drug Co. 

Martin Hardsocg Co. 

Oscar Robbins Co. 

State Electric Co. 
Reading 

Kagen's 

Penn Supply 
Scranton 

Chas. B. Scott, Inc. 
Uniontown 

The Fayette Company 
Williamsport 

Neyhart's 


ork 
C. H. Stallman 


RHODE ISLAND 
Providence 
Barker-Chadsey Co. 


SOUTH CAROLINA 


Greenwood 

Dixie Hardware & Supply 
Spartanburg 

Hall & Company 






TENNESSEE 
Bristol 


Interstate Hardware Co. 
Chattanooga 
Chattanooga Paper & Wooden. 
ware Co. 
Duff Bros., Inc. 
Memphis 
Ellis Bagwell Drug Co. 


TEXAS 
Amarillo 


West Texas Wholesale of 
Amarillo 
Dallas 
Higginbotham-Pearlstone 
Hdwe. Co. 
El Paso 
Zork Hardware Co. 
Ft. Worth 
W & K Wholesale 


UTAH 
Provo 


Ahlander Hardware Co. 
Salt Lake City 

Intermountain Supply Co. 

Salt Lake Hardware Co. 

Standard Supply Company 

Zellerbach Paper Co. 


VIRGINIA 
Bassett 


Blue Ridge Hdwe. & Supply Co. 
Danville 

People's Auto Supply, Inc. 
Edinburg 

Irwin Candy Company 
Lynchburg 

Southern Part & Bearing Co. 
Norfolk 

Baker Drug Company 

General Automotive Supply Co. 

P. J. Malbon Hardware 

Old Dominion Tobacco Co. 
Richmond 

Bodeker Drug Company 

Cliff-Wiel, Inc. 

General Wholesale Corp. 

Richo Products 

Va. Carolina Hdwe. Co. 


Roanoke 

Auto Parts, Inc. 
Salem 

Frantz Supply Co. 
Stanton 


Associated Hardware 


WEST VIRGINIA 


Belington 

Kané & Keyser Hardware Co. 
Charleston 

Anchor Tobacco Company 
Clarksburg 

Clarksburg Drug Company 

Johnson Hardware Co. 
Fairmont 

Fear & Sons 
Huntington 

Riverside Paper Company 
Parkersburg 

Goldsmit-Black, Inc. 

Kaufmann-Lattimer Drug Co, 
Wheeling 

Ohio Valley Drug Co. 

Shulick-Taylor 


WASHINGTON 
Seattle 


Schwabacher Hardware Co. 

Zellerbach Paper Company 
Spokane 

Zellerboch Paper Company 
Tacoma 

Demick Electric Co. 


WISCONSIN 
Beloit 


Savage Distributing Company 
La Crosse 

La Crosse Steel Roofing 

& Corrug. Co. 

Milwaukee 

General Merchandise Company 

Hesco, Inc. 

Milway, Inc. 

Spheeris Brothers 

Taylor Electric Co. 

Wisconsin DeLuxe Co. 
Stevens Point 

Amco 


WYOMING 
Casper 


Casper Supply Co. 
Cheyenne 
Moreland Wholesale Co. 


KNAPP-MONARCH COMPANY ¢ SAINT LOUIS 16, MISSOURI, U.S.A. 
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SALES DOUBLED! 





Record-breaking Demand for Kaiser Aluminum Shade Screening...plus 55% average mark-up...Insures Big Dealer Profits 


AMERICA is learning a revolutionary new way to beat the 
heat —Kaiser Aluminum Shade Screening! This amazingly 
effective product cuts room temperatures as much as 15” 
and is making thousands of homes and buildings cooler and 
more comfortable. 

Last summer, Shade Screening broke all sales records 
with a whopping 206% increase —more than double the pre- 
vious year! 

Along with this great and growing demand goes the high- 
est markup of any screening product. Dealer average —55! 
You can cash-in big on the demand of homes, offices, stores, 
factories in your area! 


Extra Profits Even From Air Conditioned Homes! 


Shade Screening reduces peak load —thus permits the use of 
smaller, less expensive air conditioning units that are easier 
to sell. Where air conditioning is not affordable, Kaiser Alu- 





+] 





TEST HOUSE WALL has ordinary screening in windows. Note hot 
spots on floor. Here is where uncomfortable heat starts in the 
home. 


Write for free sample and catalog page. For name of your 
nearest manufacturer or jobber, contact the Kaiser Alu- 
minum sales office listed in your telephone directory. 


Take advantage of these profit possibilities by ordering 
adequate stocks of Kaiser Aluminum Shade Screening 
now. Available in regular or tension frames from sash 
and screen manufacturers and in convenient rolls from 
jobbers. 


54 


minum Shade Screening gives dramatic relief at low cost. 
Even where air conditioning already exists, Shade Screening 
is a smart buy for your customers, because it makes units 
operate at lower cost! 


New! LIFE magazine to help you sell! 


In addition to hard-hitting ads in Amer- 
ican Homes and Better Homes & Gar- 
dens, your sales will be backed up with 
full page ads in LIFE magazine at the 
peak of the selling season. 


Other proved selling aids you get: 
Free advertising mats! Photo kits! 
Direct mail pieces! Free AIA files! 
Generous cooperative advertising al- 
lowance! Dramatic, convincing demonstrator for your store! 
The help of Kaiser Aluminum’s national sales force! 





Unique features make Kaiser Aluminum Shade Screening Easy to Sell! 





Keeps rooms up to 15 cooler! Tiny louvers are set at an 
angle to block hot sun rays before they hit window glass. 
This eliminates a major cause of high room temperatures. 
Cuts harsh light glare! Admits plenty of soft light. Air circu- 
lates freely. 

Protects against sun-fading! Keeps sun from fading draperies, 
other furnishings. 

Protects against insects! Screens out insects like any stand- 
ard screening. 

Gives daytime privacy —but you can see out easily! 
Maintenance-free! Precision-produced from tough, high-grade 
aluminum. Can’t cause ugly red rust stains on sills and sid- 
ing. Never needs paint. Corrosion resistant. 

Easy to install in any type frame. 





TEST HOUSE WALL has Kaiser Aluminum Shade Screening in win- 
dows. See how Shade Screening blocks sun, shades room —thus 
preventing build up of high temperatures. 


Kaiser Aluminum 
SHADE 








y L 


SCREENING | 
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Moto-Mower 
Quality 


will sell Power Mowers 


for YOU i 


When you handle Moto-Mower, your best salesmen are the thou- 
sands of satisfied owners who tell their neighbors they can’t go 
wrong on a Moto-Mower. Moto-Mower quality has been making 
users happy for 35 years—building up a tremendous following of 
satisfied customers who will send ready-to-buy prospects to your 
store. Yet this Moto-Mower quality costs no more. 


























There’s a Moto-Mower model—reel-type or rotary—in a size and Moto-Mower 


price to meet the mowing needs and pocketbook of every customer. 20” Moto-Boy 
Ask your wholesaler for complete information. with 

: : : Weed-Topper 
We’re telling this story of Moto- Attachment 


Mower quality through what we be- 
lieve to be the greatest volume of 
national magazine and local adver- 
tising being used by any mower 
manufacturer. Let it help you sell 
power mowers! 











THE MOTO-MOWER COMPANY ° Richmond, Indiana 
Subsidiary of DETROIT HARVESTER COMPANY 
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~ New Chevrolet Trucks 


deliver hour-saving power 
that saves you money, too! 











New Chevrolet trucks bring you great new engine 
power in every model—from light-duty pickups to 
heavy-duty tractors. And this new power means impor- 


engines—the ‘“‘Thriftmaster 235,” the ‘Loadmaster 
235” and the “‘Jobmaster 261”* deliver greater horse- 
power plus increased operating economy. In addition, 


the mighty “Jobmaster 261” engine reduces the need 
for operating in low gears on heavy-duty jobs. As a 
result, you shift gears less ... save more on gas. 


tant savings of both time and money on the job! 


_ YOU SAVE TIME 
WITH GREATER SAFETY 
That’s because new Chevrolet trucks permit you to 
maintain faster schedules without driving at higher 
maximum road speeds. Thanks to greatly increased 
acceleration and hill-climbing ability, you can save 
time where it counts. Instead of trying to make up for 
lost time, you actually cut down the time lost at traffic 
lights and on steep grades. 
YOU SAVE PLENTY 
ON OPERATING COSTS 


New Chevrolet trucks bring you high-compression 
power that saves you money every mile. All three great 





Now’s a good time to see your Chevrolet dealer 
about a time-saving, money-saving truck. ... Chevrolet 
Division of General Motors, Detroit 2, Michigan. 





MOST TRUSTWORTHY TRUCKS 
ON ANY JOB! 





THREE GREAT ENGINES — The new “Jobmaster 261” engine* for extra heavy hauling. The ‘“Thrift- F/” 
master 235” or “Loadmaster 235” for light-, medium- and heavy-duty hauling. NEW TRUCK Fj) 
HYDRA-MATIC TRANSMISSION* —offered on 1-, 34- and 1-ton models. Heavy-Duty SYNCHRO-MESH hiss 
TRANSMISSION—for fast, smooth shifting. DIAPHRAGM SPRING CLUTCH—improved-action engage- ge he 
ment. HYPOID REAR AXLE—for longer life on all models. TORQUE-ACTION BRAKES—on all wheels 
on light- and medium-duty models. TWIN-ACTION REAR WHEEL BRAKES—on heavy-duty models. 
DUAL-SHOE PARKING BRAKE—greater holding ability on heavy-duty models. NEW RIDE CONTROL SEAT*—eliminates back- 
rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND PLATFORM STAKE BODIES—give increased load space. COMFORTMASTER CAB 
—offers greater comfort, convenience and safety. PANORAMIC WINDSHIELD—for increased driver vision. WIDE-BASE WHEELS —for 
increased tire mileage. BALL-GEAR STEERING —easier, safer handling. ADVANCE-DESIGN STYLING —rugged, handsome appearance. 


*Optional at extra cost, Ride Control Seat is available on all cab models, “ Jobmaster 261” engine 
on 2-ton models, truck Hydra-Matic transmission on Y2-, ¥4- and 1-ton models, 





CHEVROLET 
ADVANCE-DESIGN 
TRUCK FEATURES 
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Ingersoll. 


XTRA LITE 


Shovels 


Only Sz Pounds | 


Re-order No. Stamped on Socket! 


@ So light, so right, so easy to 
handle 


@® Hollow back design is’ extra 
strong— blades specially heat 
treated for added strength 


@ Re-order No. stamped right 
on socket. Saves time—elimi- 


nates errors 


EXTRA STRONG! 


Weight test proves 
ruggedness of new 
Ingersoll Xtra Lite 


Shovels 


@® Blades made of Ingersoll’s 
famous Tem-Cross steel 
guaranteed not to split or curl 
at the edges 

@ Both round point and square 
point models available with 
Dee or Long handle 


@ Handsome aluminum finish 
on blades 


WRITE TODAY FOR FULL DETAILS 








INGERSOLL STEEL DIVISION 


Borg-Warner Corporation 


NEW CASTLE - INDIANA 


















Advertising Agency Head Says: 


“A national advertising campaign} ey 
record breaker! Its sure to|se 


























When an advertising campaign receives 
praise from an advertising executive like 
Jerome B. Gray, one of the nation’s outstanding 
creative experts, something’s cooking. And that 
something is the promotional program for the 
54 LAWN-BOY by R P M. It’s even bigger, 
better and more powerful than last year’s record 
breaking campaign. 


It’s a power-packed opportunity for whopping 
big profits, spearheaded once more by a hard- 
hitting 2-page, full color sales message in LIFE 
magazine. Check the right hand page for full 
details on this sales-building program. Then con- 
tact your nearest or preferred wholesaler. Keep 
in mind that the LAWN-BOY is made by R P M 
Manufacturing Company, a Subsidiary of Out- 
board, Marine & Manufacturing Company, 
builders of the famous Johnson and Evinrude 
outboard motors. 


Make sure you sell the mower 





JEROME B. GRAY 


J 


18 IN 


Side ‘ 
2-cy 
18 INCH MODEL LAWN-BOY 


Die-Cast Aluminum Alloy Housing 
18 inch cut 
Front “Grass Spray” discharge 
2-cycle iron Horse engine 
Weight—only 37 pounds 








. . > e 5 q 
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on) even bigger than last year's 
to) sell more LAWN-BOY mowers” 
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RPM Moses ul te bight gat...uile ed bandon | 


















1opping 
a hard- 
in LIFE 
for full 
en con- 
r. Keep 
‘RPM 

of Out- | 
mpany, 

vinrude 


fia LAWN-BOY il 
WER MOWERS Hi] 


RP MANUTACTULING COMPANY LamaR 1. mSSOURI 


Here’s the 
full color, 

2 page ad 
to appear 

in LIFE 
magazine 

on April 26th 








Plus a full schedule of month-after-month 


fractional page ads appearing in The Saturday 
\\ Evening Post, Better Homes and Gardens, ru 
Sunset, American Home, Farm Journal, Ay’ al 
Town Journal. a lown Journa 





18 INCH ECONOMY MODEL ry INCH MODEL LA LAWN-BOY 17 INCH ELECTRIC LAWN-BOY 


18 inch cut 21 inch cut 17 inch cut 
Side ‘Grass Spray”’ discharge Rear ‘‘Grass Spray’’ discharge All aluminum alloy housing 
2-cycle Iron Horse engine 4-cycle engine High speed 3450 R.P.M. motor 





AVAILABLE THROUGH WHOLESALERS FROM COAST TO COAST 


RPM MANUFACTURING COMPANY 


World's Largest Manufacturer of Rotary Power Mowers 
Lamar Missouri 





) 
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New Bodygard Fun Team 


plays hit tune on cash registers !| / 


HERES HOW THEVIL LOOK IN ADS... * 
( willie uses shin altel peliches (— Joe uses Bodygard ! . 


Gets rock-hard wax protection 
Y/ 














































































WATCH THE ADS—FOR THE MOST POWERFUL 
SALES STORY IN CAR WAX HISTORY! 


Here’s a car wax ad-campaign that’s out of the rut! 
Bodygard stops ’em with a chuckle, keeps ’em reading 
with a gag, then sells ’em with the most powerful wax- 
i protection story in the industry. Watch for these new 
Bodygard ads—they’re sugar-coated sales dynamite! 


TIE- IN WITH NEW ‘FUN-AND-FACTS”’ 
=~ CAMPAIGN-—IT’S 
A SALES MAKER! 


¥ b gonna be a hit! There'll be ad after 

full pages—in Life, Saturday 
oe vening p 20st, Popular Mech anics, 
Popular Science, plus a powerful local 
newspaper campaign. Get on the band 
wagon! Tie in with the new, different, 
sales-making “‘fun-and-facts’’ campaign 
with Bodygard streamers, counter cards, 
can toppers, etc. 





\ 
MODEL 





$-212 
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eeemake more profits 
with the ALL NEW 























THERE’S A REASON EVERY SEASON! 
oe SELL "EM THE YEAR AROUND! | 


. . . for Spring lawn cleaning—Summer grass sweeping—Fall leaf collecting . .. a Winter snow cart! 


: 2 owe ™ . 
“11 git on pedenemee” 


ye we? 
-* ee 











SINGLE CONTROL *—for TRANSPARENT COVER— 
brush height and cowl! for breezy days! 










MoveL | ae |SHIPPING| NET | HAMPER 
svcep| WEIGHT |WEIGHT |CAPACITY 
diet a 3 4 a 5 bu. 


SM-30 7 by. 





© = 
DETACHABLE HAMPER*—becomes 
an all purpose garden cart! 


BIG Zui’ EXCLUSIVES ON ALL MODELS 























@ Steel Backed Non-clog Brushes! ®@ Rugged All Steel Chassis! 
®@ Colorful Canvas—Mildewproof! @ Largest Sizes: 21” and 30” models 
® Machine Cut Steel Gears! © Shipped Completely Assembled—in 
® Semi-pneumatic Rubber Tires! special “Damage Revealer” carton! 








. « « and look who's helping 
per you sell! 
i a 





yous 
got P 9 ye? nt 
.* a 
gv ne 
WIDTH 


MODEL ¢ | SHIPPING] NET HAMPER 


























° 
WEIGHT | WEIGHT | CAPACITY 
SWEEP FREE Sales Aids * Giant Point of Sale 
$-212 | 21” 42 36 5 bu. Tags * Window Streamers * News- 
$-303 | 30” 50 43 7bv. | paper Mats 





*Patents applied for. 


LAMBERT 


INCORPORATED 


CALL YOUR JOBBER OR WRITE 


Dept. HA-4, LAMBERT, INCORPORATED, ANSONIA, 0. 
Rush complete details and name of nearest jobber on the 
NEW LAMBERT LAWNSWEEPERS. 














Name 
FOI ene 
ANSONIA, OHIO 
Street___ _— 
PRECISION MANUFACTURERS SINCE 1891 AND WORLD'S City cama xicccnmmmeimecenniei 





LARGEST PRODUCERS OF HAND PROPELLED LAWNSWEEPERS 


ee a a a eS ee ee eee 


SEND THIS COUPON TODAY 
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LAWN BUILDER ALE FS BOOSTER 


Now, for the first time, H. J. Baker & Bro., 
104-year old-timers, offer CHOICE DISTRIBUTORSHIPS 
for Nitroganic, one of the finest 
ALL-ORGANIC FERTILIZERS ever made available. 
In use for years by the fertilizer industry, this marks 
Nitroganic’s arrival in a DISTINCTIVE RETAIL PACKAGE. 





propuct FACTS 


Nitroganic is heat-dried 
activated sludge. A 100% NATURAL PRODUCT me ie 

scientifically processed in Chicago. "ay GEST tay 

Guaranteed to contain 5% NITROGEN me 

and 4% AVAILABLE PHOSPHORIC ACID 
plus CALCIUM, MAGNESIUM, COPPER, ZINC, IRON “Anuracy 

and POTASSIUM. Every 80-pound bag contains H. J. BAKER ; ¥ 

60 pounds of valuable HUMUS, too. toe rrra avensione & BRo. 


VENUE ~ j850 
You, 20m y. 


rT] 
gaate, 





Nitroganic fertilizer and 
soil builder works wonders on LAWNS, 
GOLF COURSES, FLOWERS, SHRUBS, TREES, 
FRUITS, and VEGETABLES. Easy to handle, 
store and apply. Can't burn roots or foliage, 
needs no watering in. Comes in a CONVENIENT 
80-POUND VALVE BAG, with complete 


but simple instructions. 
— HERE’S ALL YOU DO! 
Write us, wire us collect, 
or pick up your phone right 
now (PLaza 7-6750). Let 
The booming home-garden us tell you why Nitroganic 
market makes the WIDE-OPEN OPPORTUNITY is the sweetest feather-your- 
to sell a tremendous volume of Nitroganic. nest distributor deal of the 
It is a mass-market fast mover and allows an season. Act now! The early 
ATTRACTIVE PROFIT DEAL all the way birds get the sales. ccs 
down the line. _. we 
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Mr. Peepers says: 


(< “HOW -10 talk on 1V- 
Thats what sells 


Reynolds Aluminum Reflective Insulation! 


Profit by the fast-spreading talk about this 
easiest of all insulations to put up... low- 
est cost for high efficiency! Reflects up to 
95° of radiant heat. Perfect vapor bar- 
rier. Stack-display the easy-to-carry 
boxes that hold 250 sq. ft. each 


Show the handsome embossed foil 
material. 







































Use Reynolds counter dis- 
play. Call your jobber or write to 
Reynolds Metals Company, Building i: 
Products Division, 2026 South Ninth St. oo a eee nai ee onan 
Louisville 1, Kentucky. Type C — Foil on one side of kraft paper 
Widths: 25”, 33”, 36”. In rolls of 250 sq. ft 
Accepted by F.H.A. 

















fetime Aluminum 
Reynolds [ifetime Wi 
Reynolds L/e/ime Aluminum Reynolds / Lifetime Aluminum | 48” Wide 


Different colored Z & F 


cartons for each 


AWMINUM | type nail giving 
FLASHING 


eel 


Reynolds Ltime Aluminum 
Gutters and Downspouts 






Rustproof, looks 
best, works easiest, 
costs less! 50’ rolls 
in Display Carton. 
Also Display Cartons 
of ten 18” * 48” flat 
sheets. 





ters 95 





sheets make 
ee a piles reflective 
een Lifetime Aluminum 
a bigger roofing ond _ 
bargain than ever! 50 tga 
sheets to handle — 50% 







specifications, 
uses and advan- 
tages of alumi- 
num: rustproo!. 
non- staining, © 









«fe * 












Beautiful, rustproot a ‘ 
homeowners put uP the 
























ide laps! 
metal taken up at s! - 
deep-setting Rew’ puttying, sage cee oe mae 
times as many nails P ; —, re 
= pou + Y ome better looking job. 
own. it i. Ogee ond _, ‘ell PraeeAeee pedi . 
no solderin ng me. 
Half-Round, smoot 






stippled. Attractive coun: 
ter display! 






siding, common nails, etc. 





TELEGENIC AND TERRIFIC... 
REYNOLDS Do-it-Yourself ALUMINUM* 
r'V and powerful national magazine adver- 
tising are behind this sensational success 

... Special aluminum that can be sawed 


planed, drilled ‘with ordinary wood-working 
tools. Set up this self-selling display rack! 
See Mr. Peepers, Reg. U.S. Pat. A —— 
Your Customers do! 


REYNOLDS as ALUMINUM 


BUILDING PRODUCTS 
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another reason why 
you make more profit selling 
DEMPSTER WATER SYSTEMS 





Whatever a customer's water sup- 
ply problem may be, Dempster 
dealers have the best and latest 
pump to answer it! In more than 75 
years of design and manufacture of farm 
Water Supply Equipment, Dempster has 
established a reputation for sound engi- 
neering and construction. Excellent 
examples are these new multi-stage 
Jetmasters, designed for deep wells down 
to 350 feet and for shallow-well demand 
up to 4,000 gallons per hour 


This means more profitable dealerships 
with sales at a maximum and service at a 
minimum and a single line (with many 
parts interchangeable) to meet every 
requirement of your customers 


Dempster builds trouble-free performance 
right into every Dempster water system, 
with simplified design, tested materials 
and complete scientific quality control for 
every step of manufacture in Dempster’s 
own modern plant 


It will pay you to investigate the valuable 
Dempster franchise. For full details write: 


DEMPSTER MILL MFG. CO. 
BEATRICE, NEBRASKA 


Branch warehouses and offices in Omaha, Nebr.; Kansas City, Mo.; Des Moines, Ia.; 
Sioux Falls, S$. 0.; Denver, Colo.; Oklahoma City, Okla.; Amarillo, Tex.; 
San Antonio, Tex. 
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Demonstrators 


New Amerock Displays and Demonstrators fit panel doors of National Retail Hardware Association fixtures. 
Dealer simply takes out Masonite panel that comes with fixture and slips in Amerock’s new Demonstrator. 
Amerock’s “Quick-Service” display cartons eliminate need of glass binning and offer a convenient, economical 
method of displaying cabinet hardware for Quick-Service. Free display cartons on request—send coupon. 





No. 2535 Revolving Display holds three major demonstrators—No. 700, 
725 and 735—shown on other page. List price complete with demonstrators 
$65.00. Shipping weight 36 pounds. 





New Demonstrators can be supplied with No. 2505—Same as above except with Display Nos. 700, 705 and 725— 
List Price $62.00. 

Requires space of only 23” x 23”. Can be used on island, counter, in the 
= window, at “Home” and “Do-It-Yourself” shows, etc. Use with Amerock’s 
dow, etc. Also has separable hinges for new Quick-Service Carton for complete self-service cabinet hardware de- 
mounting on wall or post. partment on standard island fixture. 


natural wood Picture Frame and Easel for 
individual display on counter, island, win- 


Ask your Amerock Wholesaler 
AMERICAN CABINET HARDWARE CORP., ROCKFORD, ILL. 
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No. 700 Demonstrator—Chromium and Brass Hardware 
Light Blue Finish—2 operating model doors 
List Price $19.00 each—shipping weight 12 Ibs. 


No. 700F—with Picture Frame Mounting—List Price $22.00 each 





No. 725 Demonstrator—Colonial Cabinet Hardware 
Natural Birch and Light Blue Finish—2 operating model doors 
List Price $13.00 each—shipping weight 11 Ibs. 


No. 725F—with Picture Frame Mounting—List Price $16.00 each 


4 new Demonstrators 
show all lines 


New Amerock Demonstrators are 18546” wide by 22%¢” high, with %” 
tabbet all around for mounting in Hardware Association Panel Doors, 
in Amerock Revolving Display, or in Picture Frame for individual use. 
Prices cover cost of hardware only—no charge for panel or mounting. 


FREE QUICK-SERVICE CARTONS—SEND COUPON 
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No. 705 Display—"Decorator" and Die Cast Concave Knobs 
Natural Birch and Rich Mahogany Finish 
List Price $10.00 each—shipping weight 11 Ibs. 


No. 705F—with Picture Frame Mounting—List Price $13.00 each 





No. 735 Demonstrator —Colonial Door Hardware 
Natural Birch and Light Blue Finish 
List Price $13.00 each—shipping weight 11 Ibs. 


No. 735F—with Picture Frame Mounting—List Price $16.00 each 


AMERICAN CABINET HARDWARE CORP., DEPT. HA44, ROCKFORD, ILL. 
(1) Please send Amerock Demonstrator information. 


O Please send__ 
NAME 


Amerock Quick-Service Display Cartons 





ADDRESS. 





CITY AND STATE 





MY WHOLESALER 
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Cash in on the 


DO-IT-YOURSELF 


MARKET 
with Schlage Locks 


Replace 
Wetth-Ouy 
| Le CRS 


with Distinctive ~Durable 
SCHLAGE LOcKs 






Now you can sell Schlage Locksets to hundreds of 
your customers who have worn-out locks in their 
homes. The difficult problem of boring old lock holes DO 

to a larger size for Schlage installations no longer iT 
exists! Now your customers can do the job them- ! 
selves easily and quickly with the Schlage Reboring 
Jig. This new tool does practically all the work! 


INCREASE SALES WITH SCHLAGE’S NEW 
3-POINT REPLACEMENT PROMOTION 


Schlage’s complete line of promotional material 
offers you the biggest sales builder for lock replace- 
ments you’ve ever seen. Displays, pamphlets and ad 
mats will tell your customers that now they can 
install the Schlage Locks they’ve always wanted. 






INCREASE LOCK SALES to your cus- BRING IN NEW CUSTOMERS PROFIT TWO WAYS FROM THIS NEW DISPLAY. Use this colorful 


tomers with this new envelope stuffer with Schlage ad mats and display to attract in-store interest. It will increase your tool 
imprinted with your name radio and TV spots rentals and lock sales to “do-it-yourself” customers 


IT’S EASY TO REBORE DOORS FOR SCHLAGE LOCKS! 









Remove old worn or damaged Clamp on jig and insert guide Insert hole saw in guide and The new Schlage Lock “fits like 


lock from door in latch hole cut new hole a glove” 
Complete instructions are 
packed with every Schlage ris . SCH LAGE © 
jig for replacing locks on old - s 
doors or preparing new | (tag. ™ THE WORLD'S MOST IMITATED LOCK 
doors for Schlage Locks. Pe | | = SCHLAGE LOCK COMPANY 


Ask your jobber! ~~ s , FRANCIS NEW YORK VANCOUVER, B. C 
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Hinges on Hager”’ cartoons! It's FREE! Just address 























< UY 
a 


ree. 


— 
CI 


"GUERYTHING HINGES ON HACER 


FREE £ 1; you enjoyed laughing at Tom Henderson's mirth-making cartoon this 
month, send for Hager’s new book containing 28 full-size popular ‘‘Everything 
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C. Hager & Sons Hinge Mfg. Co. « 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 


139 Victor Street «+ 



































is New MAGNAGRIP 
Demonstrator Unit- 


can be the most profitable 
9 inches of counter space 
coos in your store! 


e Sells Magnagrips automatically 


e Makes an extra sale with kitchen 
utensils or workshop tools 








FOR KNIV 








Small in size, big in selling punch! Put one of these 
new Magnagrip Demonstrator Units in your house- 
wares section — another with your small tools! See 
how customers instinctively demonstrate to them- 
selves Magnagrip’s amazing magnetic properties — 
how they visualize Magnagrip’s many uses in their 
own kitchens, playrooms, workshops and garages — 
how they actually ask to buy! 

Yes, this demonstrator unit is a permanent, potent 
salesman — does far more than simply pay its own 
way — helps you sell Magnagrip as an extra item with 
every sale of kitchen utensils or tools. The carton of 





for Knives, Tools, 
Kitchen Utensils 


+++ MILLIONS ALREADY IN USE! 


Magnagrip is a proven 
year ‘round seller with 
hundreds of uses around 
the home. Millions of peo- 
ple from coast to coast 
have already bought 


| 
‘ 








papab ae eer anne handsomely boxed Magnagrips in the base of the 
cod get your hare ofthe demonstrator unit points up the gift oe too. 
| self-selliing item. j Nationally Advertised in 
X stg - Leading Home Magazines 


HERE’S THE PROFIT PICTURE 








On initial order each Magnagrip Demonstrator Unit is packaged sample Magnagrip and chained-on spatula). The demonstrator is 
In a single, compact corrugated box containing 1 Dozen #9 Deluxe supplied at cost. Replacement orders are filled with new display 
Magnagrips @ $3.49 List (individually boxed in display carton cartons each containing one dozen Magnagrips. 
that fits base of demonstrator) plus 1 Demonstrator (complete with Freight prepaid on orders totalling 72 or more Magnagrips. 
Demonstrator Unit ORDER NO. Your cost YOUR SELLING PRICE YOUR PROFIT 
1 doz. #9 
( be as DMI $26.87 $41.88 list $15.01 

and sample 
Magnagrip at cost) 
Replacement Cartons al $25.13 $41.88 list $16.75 
(1 doz #9 Magnagrips 
tn new display box) 


Order from your wholesaler or write for further information 


A few territories still open for Manufacturers’ Agents. For information write to: 
PHELON MAGNAGRIP CO., INC. @ EAST LONGMEADOW, MASS. 
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SHARP, ACCURATE THREADS 
f these 
a SPEED UP ASSEMBLY... 
Is! See 
them: P re 
sis da Republic Semi-Finished and 
their 
aaah Cold Punched Nuts 
Sharp, accurate threads run on smoothly, easily 
or ... speed up assembly. 
“4 ee Square faces fit wrench snugly. Strong corners 
wa “~~ don’t round off. Less chance of slipping. 
as Republic Nuts tighten down fully when used 
: oe with hand or power wrenches: 
» too. ; 
wien Make Republic Steel your dependable source of 
supply for all your fastener requirements. More 
than 20,000 types and sizes from which to choose. 
REPUBLIC STEEL CORPORATION 
Bolt and Nut Division « Cleveland 13, Ohio 
tor is Plants at Cleveland, Ohio and Gadsden, Alabama 
splay GENERAL OFFICES © CLEVELAND 1, OHIO 
4 Export Department: Chrysler Bldg.. New York 17, N. Y. 
FIT 
ASS. 
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MODERN “SELF-SERVICE” hardware merchandising has increased efficiency, speeded 
service, and reduced operating costs. 


“‘We use both self-service and clerk 
service type merchandising opera- 
tions and our National System has 
brought tremendous benefits to each,”’ 
writes Mr. Kirchner. ‘Since we handle 
a large variety of items in each of 
our three stores, we need air-tight 
control of cash and stock. Our six 
Nationals have given us just that! 
All transactions, cash as well as 
charge, go through the register and 
are recorded on the locked-in audit 
tape and in the locked-in totals. This 
guards against forgotten charges and 
cash irregularities. Further, our Na- 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


THESE NATIONAL 
Check-out Regis- 
ters have brought 
this Kirchner 
Hardware Store all 
the benefits of 
“self-service” in 
addition to provid- 
ing tighter busi- 
ness control. 


MR. H. L. KIRCHNER, owner, de- 


scribes below how a National Sys- 
tem has given him an efficient 
self-service operation. 


“Our 6 ational Check-Out Registers 
save us*332 a day... 


cost less than *5.00 a day to own!” 


— Kirchner Hardware Stores, Youngstown, Ohio 


tionals total each multiple-item sale 
automatically, which eliminates costly 
errors in addition and speeds cus- 
tomer service. Printed, itemized and 
totaled receipts build customer good 
will. All-important, too, is the valu- 
able sales information by depart- 
ments available to us at all times. 
“Our National System has greatly 
reduced bookkeeping costs, given us 
better inventory control, and in- 
creased sales. Our 6 Nationals save 
more than $55,000 annually. No 
wonder we are enthusiastic about 
recommending a National System for 


949 OFFICES IN 94 COUNTRIES 
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any hardware store.” 

Your nearby National representa- 
tive can show you right in your store 
how a National System gives protec- 
tion that saves money, information 
that makes money. He is listed in the 
classified directory. Call him today! 


STRAODE MARK REG. U.S. PAT. OFF 
SNtional ; 
CASH REGISTERS + ADDING MACHINES 
ACCOUNTING MACHINES 
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Spring VALUE Festival! 


FREE DISPLAY! SPECIAL PRICES! 

FLYERS! MAGAZINE ADS! 

VALUES GALORE! DEALS! 

FREE AD MATS! Westinghouse STUDIO ONE! 


Write, wire or phone your Westinghouse Distributor today! 
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FREE mercHANDISiNG KIT 


Advertising Department 

Portable Appliances 
Westinghouse Electric Corporation 
Mansfield, Ohio 


Please rush me a complete free Spring Value Festival 
merchandising kit, including Multi-Mat, 27-piece store 
and window display and Fan banner. 


My Name 
Store Name 


Address 


Mail Coupon NOW! 
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B.F.Goodrich _ 


Koroseal keeps picnic bags 
waterproof -— outside, inside 


People will buy Thermo-Keep insulated bags on sight 


VERYBODY wants them! They'll buy 
E on sight. Get your share of these 
quick, easy sales of Thermo-Keep in- 
sulated bags. 

They keep drinks or food cold for 
hours—or Aot for hours! They're insu- 
lated with Fiberglas, covered and lined 
with Koroseal flexible material. 

Spill things in them or on them—no 
harm is done. If they get dirty, they're 
as easy to wash as the dishes. (Wash 
inside or outside.) They last for years, 
stay new looking for years! 


Koroseal helps you sell 
Your customers know that Koroseal 
flexible material is light but strong, 
lasts far longer than cheap plastics. 
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Made by B. F. Goodrich, maker of 
Koroseal garden hose and Koroseal 
play ponds. Koroseal is advertised 
again this year in The Saturday Eve- 
ning Post, Better Homes & Gardens, 
Life and other big national magazines. 

B. F. Goodrich does not make these 
bags, but they will be advertised (by 
the manufacturer) in big full-color ads 
in national magazines and newspapers 
with millions of readers. 

If you want your share of these easy 
sales, see your wholesaler (or write to 
the manufacturer, Nappe-Smith Manu- 
facturing Co., Farmingdale, New 
Jersey.) Thermo-Keep bags carry the 
Good Housekeeping seal. Fair-trade 
retail prices, $2.98 to $9.98. 


If you want Koroseal garden hose, 
Koroseal play ponds, air mats or 
other things made of Koroseal flex- 
ible material, see your wholesaler or 
write The B. F. Goodrich Co., Indus- 
trial Products Division, Akron, Ohio. 


Koroseal, T.M., The B, F. Goodrich Co. 
Fibergias, T.M., Owens-Corning Fibergias Corp 


, 


Kor FLEXIBLE MATERIALS 


B.E Goodrich 


INDUSTRIAL PRODUCTS 
DIVISION 
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ese NEW Inland Magic Touch | 


CUBE TRAYS 
» Sell On Stohr! | 





rity 


Sa ae 


This is no “gadget” ice tray. It’s standard equip- 
ment on the leading makes of refrigerators . 
proven by years of service in millions of homes. 
An enormous market for these NEW Inland Trays 
means easier selling, faster turnover. 

We help you! Powerful full-color national adver- 


ices: ennieesill caliaeaineiians nie (hte Siiahaies aeeiun tising builds the demand that produces immediate 
ghee ge , sales, for big profits. You'll find Inland “Magic 


or of the Magic Touch — that gives ice Touch” Ice Trays listed as a warehouse item by 
cubes easier, faster . . . an exclusive Inland feature. ae a - 

a. ie , : leading jobbers. Check your stock, NOW! 
Just display Inland Trays, in their four gay colors, 


indow, ... and watch ° 
wh ang Mog Ow, on your counter and watc Mail Coupon TODAY! 


—-- eee ee ee ee ee 


Yes, the Inland Ice Tray is an impulse item . . . ac- 
tually bought by customers on the spur of the mo- 
ment. To YOU ... that means plenty of fast, easy, 
profitable sales, with just a little simple promotion. 


Inland Manufacturing Division 
General Motors Corporation 
P. O. Box 1050, Dayton 1, Ohio 


Send me full sales information about Inland 
“Magic Touch” Ice Trays! 


_ — ————————— 


ICE CUBE TRAYS [= 


STREET ADDRESS _ 





INLAND MANUFACTURING DIVISION 


EE ZONE STATE 


General Motors Corporation * Dayton, Ohio 
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Nora RBACE ELUGINATG 
fi eM ; 


- aly yA E RETAIL” 


NO MOVING PARTS 
NO PLUMBING 
NO MAINTENANCE 
NO GAS OR ELECTRICITY 
SANITARY & SAFE 
NO ODOR, INSECT, OR DOG PROBLEM 
IDEAL FOR HOME, COTTAGE OR FARM 








Just like having a bottomless garbage can. Intro- 
duced after several years of testing, the Bard- 
Matic Garbage Eliminator works on a scientific 
principle never before available for house- 
hold use. So simple to install — so simple in oper- 
ation — it’s almost unbelievable! 


DEALERS 


THE MARKET. Garbage disposal today is a uni- 
versal problem. Exhaustive market research in- 
dicates enormous unsatisfied demand to which 
the Bard-Matic is the ideal answer. 

NATIONAL PUBLICITY & ADVERTISING will back 
the Bard-Matic. First national publicity breaks 
about May Ist. First advertisements scheduled 
for home and garden publications in May. 


POINT-OF-SALE AIDS. Complete kit to help you 


Empty the “catalytic starter’ furnished on top of 
first garbage deposit. The Bard-Matic does the 
rest. No additional starter needed. Just deposit 
garbage and forget it . . . coffee grounds, egg- 
shells, bones, plate scrapings, vegetables, fruit 


or meat scraps, etc. 


YOU CAN'T MISS SELLING THE 
NEW BARD-MATIC ELIMINATOR 


sell the Bard-Matic Eliminator. Includes counter 
literature, display cards, window stickers and 
local newspaper publicity stories. An unusually 
generous cooperative advertising policy is of- 
fered. Ad mats supplied at no cost. 


ORDER YOUR BARD-MATIC ELIMINATORS NOW 
and see your spring sales and profits climb. Ask 
your hardware wholesaler about them. If he 
can’t supply Bard-Matics yet, write, wire or 
call direct. 








BARD-MATIC 
Gubige Elnwatr BARDMATIC CORPORATION ii'2's3 


P. O. Box 266 
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Now’s the time to get set for big Spring promotions. 
Be sure to feature the Revere Ware 11 Purpose Set at 
$39.95 and the $49.95 Kitchen Jewel Chest. Complete 
sets of the “World’s Finest Utensils” are perfect for 
Mother’s Day, Bridal gifts and anniversaries. 


People will welcome the convenience, smart appear- 
ance and savings these handsomely packaged Sets of 
Revere Ware offer and, you'll find that a time payment 
plan is a powerful incentive to prospective buyers. So 
feature Revere Ware Sets—the perfect gift. 
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A GENERAL PURPOSE LOCK MEETING FEDERAL SPECIFICATIONS TYPE 160 
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TROY with 
MADISON 
escutcheon 










NASSAU with 
NEWPORT 
escutcheon 











CLASSIC with 
DALLAS 
escutcheon 





LITCHFIELD with 
SAVOY 
escutcheon 





LITCHFIELD with 
WILLIAMSBURG 
escutcheon 


No other lock gives you 
so many new knobs 
and new escutcheon 

combinations 


lilustrated are only 10 dramatic 
variations of designs and finishes 


Hardware and lumberyard dealers who 
want to offer a lock that looks like a million 
and costs practically peanuts will make 
room on their counters for this new Yale 
5300 cylindrical lock. 

Naturally, it has all of the world-famous 
Yale security. But its claim to special dis- 
tinction is its striking beauty. Dramatic 
new escutcheons in brass, bronze or 
aluminum that combine with any of the 
new Yale knobs, handle sets or lever han- 
dles and make it possible for you to offer 
your customers—with only a few numbers 
in stock — dozens and dozens of different 
combinations of designs and finishes. 

There’s a bandwagon trend to Yale. For 
Yale has taken its age-old locked-for-keeps 
security and hitched it to a fashion star. 
Result—a tidal wave of acclaimand orders. 
Call your distributor today. 





Now you can offer Yale residential hardware 
for all classes of construction. 











CLASSIC with 
NEWPORT 
escutcheon 





NASSAU with 


CONSTELLATION 
escutcheon 





TROY with 
NORFOLK 
escutcheon 


LITCHFIELD with 
WILLIAMSBURG 
escutcheon 






CLASSIC with 
MADISON 
escutcheon 


Eight new escutcheons that combine with four new knobs... 
two new entrance handles...two new lever handles 


Moderately priced... Precision engineered...Yale security 





Litchfield Troy 
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Classic Nassau 


Westbrook Arlington 


ee 


Deauville 


Guilford 


YALE REGISTERED U.S. PATENT OFFICE YA LE R TOW N E 


YALE & TOWNE MFG. CO.—LOCK AND HARDWARE DIV.— STAMFORD, CONNECTICUT 
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says H. S. Bassett, First Prize Winning Dealer in 


BIG SIMONIZ EASY MONEY- ¢& \ 
EASY METHOD CONTEST! 


Again this year... 
$1500 CASH for you... plus $10,000 
CASH for your customers to create 











extra business for YOU! 


Read these hints from Mr. Bassett, manager, Billups 
Petroleum Company, Meridian, Mississippi. 

“All you do to help your customer is tell him how the 
new SIMONIZ Easy Method (explained under can lid) r lett von, Pt Cuts Simone g, 
helps cut SIMONIZING time in half. Then help your cus- Prec... a 
tomer finish the limerick and fill out the entry blank. ; 
Last year, when I helped a customer of mine, I won $500!” 

“Like me, you'll be selling lots of extra SIMONIZ and 
SIMONIZ LIQUID KLEENER too. Keep entry blanks out 
in the open. Use FREE window banner and counter 
cards. I did. They helped me do extra business. They’! 
do the same for you.” 


WIN UP TO $500 


Remember~if your customer wins, you win too! Last year’s contest was so hot, dealers 


$500 for dealer who helps fill out the winning entry blank! asked us for a re-run in 54! Big ful page 
$ 125 each for dealers who help fill out the 2 next best entry blanks og Bos ame benny 4 “ye Fae og 
$ 50 each for dealers who help fill out the 5 next best entry blanks ig 5 ervcsssnh tee had all na a. 
$ 10 each for dealers who help fill out the 50 next best entry blanks country. (Total circulation—26 500,000.) 


: i — 

TO wins eEe—_— 
bee :. 
: 





























YES, TODAY MORE THAN EVER...MOTORISTS WISE SIMONIZ 
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/$'Z means business 


. U.S.E. offers Hardware Dealers 
a ny AS source of supply for all masonry 
anchoring, fastening, diilling and allied 
products. Modern production facilities and 
efficient workmanship, backed by almost 
a half-century of experience, assures you 
of top quality products at rock-bottom 


Turnbuckles ~ 


LAG SCREW “MULTI-DIAMETER” 
Expansion Shields | Wood Screw Anchors 


SALES AIDS: U.S.E. also offers a power-packed promo- 
tional program which includes Selector Charts, Dis- 
play Boards, and hard-hitting literature to help you 
get your share of the profitable “Do-it-yourself” market. 
Direct factory representatives all over the nation 
continually assist jobbers in promoting and distribut- 
ing information on U.S.E. . . . do not solicit or 
accept orders direct from users, but help YOU sell. 


NATIONALLY 
ADVERTISED 





Over 10 million Attractive ‘‘How- New identifying 


S 


“LEDLOCK” 
Anchor with 


competitive prices. CLIPS 


Stud Bolts 
am. 
“MULTI-UNIT” 


Machine Bolt Anchors 
(plain & threaded) 


“KORKER" 
Screw 


Q 


Wire Rope 





je USB BOLT CO. 
York e Pennsylvania 


readers of these to-do-it'’ folders Gold-Tone helps sell U. S. E. Products are sold ONLY through 
national mago- tell and sell ‘‘LOKTITE'’ New recognized jobbers 
tines will see your customers ‘‘Hang-Rite’’ Utility Write today Sor eume of your nearest jobber. 


U.S,E.'s mes- odvantages of Hanger: nothing like 
soge in 1954. U.S.E. products. it on the market, 
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501 
SOLID BRASS TRIM 
Polished Finish 


531 
ALUMINUM TRIM 
Anodized Satin Finish 


OPERATION—By knob from 
outside and lever inside ex- 
cept when both knob and lever 
are locked by slide stop on 
inside escutcheon. 


Peed Rein idiiaeieem.. Le 


ALUMINUM TRIM 


as well as SOLID BRASS 
is available on these KEIL 
Screen Door 

Sets 


505 
SOLID BRASS TRIM 
Polished Finish 


535 
ALUMINUM TRIM 
Anodized Satin Finish 


OPERATION—By knob from 
outside and lever inside ex- 
cept when both knob and lever 
are locked by slide stop on 
inside escutcheon, Stop may 
be set or released by key 
from outside, 


ORDER DEMAND FOR THESE KEIL SCREEN DOOR SETS 
IS GETTING HEAVIER EVERY DAY 


AT ON CE CONTACT YOUR JOBBER OR WRITE TO 


KEIL LOCK CO. Inc wew hamesnine 
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SELF-SELLING DISPLAY 










A dazzling Counter Display of 300 New 


Wall Colors. They contrast attractivel 


t ’ fine sales tools . . . a Poster or Display 


rates — and gets — attention... 

































y with Arrow-Hart’s national advertising . . . 100 
A Full Color Promotional Folders to give or mail to 
your customers. 
With this COLORETTE Wallplate Merchandising unit, 
The Arrow-Hart & Hegeman Electric Company, de- 
signers, developers and manufacturers of a complete 
line of wiring devices since 1890, enters the retail 
field. This means you can start cashing in on sales of 
lish the high quality electrical devices your customers 
need and want to add electrical convenience and 
ob from safety to their homes. 
side ex- pe. 3 HERE'S A S MAIL THIS COUPON FOR COMPLETE DETAILS ON MERCHANDISING K : 
= ee wet if © switcH : / : 
stop on H Youll profil by ir! : 
op may ' 
soe MERCHANDISING PACKAGE, TOO! estan crvision 
mee THE ARROW-HART & HEGEMAN ELECTRIC COMPANY 
New and different light switch 103 Hawthorn Street, Hartford 6, Connecticut : 
SETS ; features quiet operation. For use Please send me complete information about your Merchandising ’ 
with standard and fivorescent ' Kits for the COLORETTE Wallplates and the QUIETTE Switch. } 
lamps. Available in single pole ' ; ’ 
or 3-way types, 15 amps, for r My present Hardware Wholesaler is : 
A.C. only. Merchandising kit 4 cITy STATE My 
complete with banner, demon- * = MY NAME _ a 
strating : display, folders and > COMPANY : 
mat service. Be sure to get the ’ 
i am ¢ CO. ADDRESS i p 
“ = cnr ZONE STATE / 
”t HA ’ 
ssasecss sss ees es Se eS Se eS eS eS eS eS eS SS SE SS SE SC eC Se eK Se Se Se ee ee ee ee | 
THE ARROW-HART & HEGEMAN ELECTRIC CO., HARTFORD, CONN KNOWN FOR QUALITY SINCE 1890 
83 
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Wallplates in a choice of 6 House & Garden Pastel 
beautifully with any decorative scheme. 


Newspaper Mat 
Service to help you tie in your local advertising 


We're Opening this (aloretto warcecare 
Surprise Package 


DISPLAY TOPPER oR 
| MULTI-USE SAMPLER 





COLORETTE 






y or blend 
Plus other 
Topper that 













































































Display packages create impulse sales. 
They remind customers of rope or twine they 
should have bought, but kept forgetting. 

Packaged cordage requires only a mini- 
mum investment in stock, and almost no 


‘American Brand” 


PACKAGED 


ROPE AND TWINE 









selling effort—means more profit per sale. 

Ask your supplier's salesman to suggest 
the stock assortment most suited to your 
trade—and specify “American Brand” 
cordage. 























NYLON STARTER ROPE 


For outboards, lawnmowers, 
generators and similar hand- 
started units. Pure nylon, three 
feet long, with polished hard- 
wood handle. Virtually unaf- 
fected by moisture, oils and 
greases. Individually packed in 
» pliotilm envelope, twelve to 
a display carton. 
































HANDY TWINES 


ney = They pay big dividends for 
the small counter space a 
display carton requires. 
Seven popular sizes of jute 
twine—No. 24 Polished 
Fine India—No. 36 Pol- 
w ished Fine India—No. 
‘48 Polished Fine India— 
No. 4% India—No. 6 India 
—3 ply EZ Wrapping—3 
ply Green Garden Jute. 24 
half-pound balls to a car- 
ton. Not assorted. 


American Manufacturing 















ROPE IN CARTONS _~ 


* 


Pre-marked every five 
feet. Easy to measure— 
makes quick sales. Rope 
has no lashings to cut 
— uncoils properly — 
keeps stock clean and is 
easy to stock. 14”, 
5/16”, 34”, YW” dia. in 
600 and 1200 foot coils 
—¥"” and 3/4” dia. in 
600 foot coils only. 








HANDY COILS » -; 


Yn Ou, 
LY Cod 








Sell rope right from your count- 
er. Handy 100 foot connected 
coils make a conven- 
ient unit of sale and 
are easy to handle and 
wrap. 4", %a", Ya", Ya" 
dia. 15 lbs. of rope to 
a carton. 


Rope” 














IRHA 
We are 


: Hardware Week "@@ ltl. @- 
Cooperating FPMenrarmeraye CTY Ts 7 
STore : 
~~ 


Company, Brooklyn 22, N. Y. 


Rope (Manila, Sisal, Jute, Nylon, Polyethelene, Dacron, Saran, Glass), Twine, Oakum, Packing, Baler Twine, Carpet and Electrical Yarns 
Branch Factories: St. Louis Cordage Mills, St. Louis 4, Mo. + Delaware River Jute Mills, Philadelphia, Pa. 
Sales Offices: Boston, Chicago, Houston, Los Angeles, New Orleans, Philadelphia, Pittsburgh, San Francisco. 
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May Serve Yourself 


TAKE ALL PURCHASES To CASHIER 











training your staff for 


SELF SERVICE SELLING 


Self service demands new methods of waiting on customers 


Here is how one dealer has trained his staff for this job 


Self service operation for the hardware dealer in- 
volves far more than mere physical changes in the 
store set-up. 

It requires the scrapping by management and em- 
ployees of the sales techniques of “waiting on the 
trade” and a realization that customers are to be left 
alone as much as possible so they can shop and yield 
to their buying impulses. 

This is the basic difference between store operation 
on a personal selling basis and self service in the 
opinion of the management of MelIntire Hardware 
which operates self service stores in Bethesda, Chevy 
Chase and Kensington, Md., suburbs of Washington, 
D.C. 

There is more to converting a store for self service 
than fixturing for open displays, price-marking mer- 
chandise, putting up a few signs, installing guide rail- 
ings and establishing a check-out counter. Equally as 
important is the training given to the employees on 
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correct methods for handling self service customers. 

A few key rules have been devised by top manage- 
ment of McIntire Hardware to guide store managers 
and employees on correct customer handling methods 
and to keep them from resorting to practices that will 
defeat the purpose of self service operation. 

These rules are: 

Never approach a customer to ask if you can wait 
on him, 

Never lead customers around the store, nor take 
them to the check-out counter. 

The clerk who makes a sale cannot take the cus- 
tomer’s money. 

Someone must always be at the check-out counter. 

“For years we literally shoved customers out the 
front door,” John N. McIntire, company president, 
relates in discussing pre-self service selling methods. 

“We grabbed them off as soon as we could after 
they entered the store. We found out what they 
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Self Service Selling 





wanted. We tried to sell a related item or two. We 
wrapped the merchandise, took their money and pushed 
them out.” 

The first two rules were established to avoid just 
such a situation, and to capitalize on the sales poten- 
tial of self service. 

McIntire Hardware sales persons are to help and 
advise customers, but they are to leave customers 
alone as much as possible so they will stay in the store 
and see merchandise that they will want to buy. 

The idea of self service—the customer finding the 
merchandise he wants—is to be encouraged by ap- 
proaching customers only when it is obvious that they 
want attention. 

The correct opening question is “Can I find some- 
thing for you?” or “Are you finding what you want?” 

Sales persons are instructed never to approach a 
customer until they are sure that the customer wants 
help. Sales persons are never to ask “What can I do 
for you?” or “Can I wait on you?” 

If a customer in the paint department, for instance, 
wants advice on color, type and quantity, store em- 
ployees are to give it. They are also to suggest related 
items, such as paint brushes. When the transaction is 
completed the sales person is to end the contact at 
once. 

A clerk can gracefully end a contact by telling the 
customer ‘‘You pay when you are ready to leave.”’ The 
clerk may also ask if the customer has visited some 
department and in the case of the newest outlet ask 
“Have you seen our downstairs store?” 

The customer is never to be led around the store. 
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There is danger of establishing a salesman-customer 
relationship, and before the salesman is aware of what 
he is doing the customer is being pushed out of the 
store. 

The customer is to be left alone, to wander about 
the store without any guidance from sales persons. 

The customer is not to be taken along with the mer- 
chandise to the check-out counter. 

The clerk is not to take the customer’s money and 
ring it up at the check-out counter. 

Application of the rule about always having someone 
at the check-out counter is the responsibility of the 
store manager. 

Top management recommends that the store man- 
ager appoint each morning one employee whose first 
duty is to handle the check-out counter. 

The appointed cashier is to remain at the check-out 
counter whenever there is a customer in the store. At 
other times the cashier may assume other duties 
around the store. As soon as a customer enters, how- 
ever, the cashier is to return immediately to the 
counter. In case the cashier does not notice a customer 
entering, other clerks are to tell him. 

The essential part of the arrangement is team play 
so the entire staff works together for the greatest pos- 
sible sales benefits from self service operation. The 
entire staff benefits financially through participation 
in a bonus system. 

The bonus is paid on a monthly sales quota and all 
employees share in the rewards. 

Each month the stores are given a quota. These net 
sales figures are based on sales for the same month of 
the previous year, anticipated changes in business 
trends, store promotions, and seasonal and other 
factors. 

If a store makes its quota a flat sum is set aside. 
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For example, a store with a quota of $10,000 would 
be rewarded with $100. On all sales above the quota 
5 pet is added to the bonus fund. 

The bonus fund is shared on this predetermined 
basis: The store manager receives 35 pet. The assis- 
tant store manager receives 20 pct. The warehouse 
employees receive 5 pct of each store’s fund. 

The balance is split among other employees. The 
individual percentages are determined by the store 
manager and approved by top management. 

The bonus fund is paid out by check, separate from 
pay checks on the 15th of each month for the previous 
month. 

Other self service factors have not been overlooked 
by McIntire Hardware management in stressing the 
importance of correct customer handling methods. 

Merchandise is on open display and it is price 
marked. 

The value of open displays so customers can handle 
merchandise and buy it was illustrated by Mr. McIntire 
in referring to cutlery displays provided by manufac- 
turers. 

Two types are used in McIntire stores. One type has 
the cutlery in the open, held on a magnetized back- 
board. The other type has the merchandise under a 
glass cover. More cutlery sales are made off the open, 
magnetized backboard display. 

Pre-packaging of merchandise is also highly desir- 
able. McIntire Hardware would like manufacturers of 


Newest of three McIntire Hardware stores (fac- 


ing page ) self-service outlet in Bethesda, Md. 


Nails prepackaged in store's warehouse > 
displayed in glass bins on gondola. 


Open displays make it easy for 


tomers to shop and examine small items. 


‘ty 


























heck it inter in Chevy Chase store takes care of 


istomers. 





Knives, carving sets, scissors on open display on mag- 
netized backboard are fast selling items 


The McIntire team, left, Charles McIntire, vice-president; 
center, John N. McIntire, president; right, Carl O. 
McIntire, secretary-treasurer. 
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small items to pre-package their goods whenever pos- 
sible. 

Pre-packaging of nails is being tried out at one 
store, and pre-packaged nails are to be put in the 
other two stores. 

Packaging is handled at the company’s warehouse 
Plastic bags, the same size, are used for 1 and 3-lb 
packages. The closure is a tag across the top which 
lists the size of the nails, quantity and price. The tag 
folds and is stapled to the plastic bag. Cost is less than 
1144¢ per bag. 

Mr. McIntire cited two advantages to this pre-pack- 
aging operation. First, it saves the time of store man- 
agers and clerks weighing nails. Second, he can sell 
100 lb of nails for every 100 lb purchased. 

Pre-packaged nails and screws, also bolts and other 
small hardware items are displayed on 4-tier gondolas 
with glass bins. Saws are displayed on a perforated 
panelboard. Planes, saw sets and similar merchandise 
is On open shelving. 

MclIntire’s calls its type of operation ‘Quick Ser- 
vice.” Signs facing entrance doorways advertise this 
service. They remind customers that clerk service is 
available also, but point out that all purchases are to 
be taken to the cashier. 

The check-out counters are at the exit doorways, 
but the exact form and the use of guide railings, in 
Mr. McIntire’s opinion, depend on a particular store's 
arrangement. 

If the entrance and exit doorways are together, then 
a guide rail may be needed to direct the flow of traffi 
McIntire stores have separate entrances and exits and 
customers are obedient to the “in’’ and “out” signs on 
the doors. 

The Kensington store, in a shopping center, has been 
open five years, and operated as a self-service store for 
two years. This store, with four clerks and a cashier, 
does as much business under self service as it did with 
12 sales persons waiting on the trade. On a Saturday 
afternoon in late winter there were 27 customers in 
the store at one time. A small counter is maintained 
in the rear of this store for charge account customers 
Most charge customers are known to check-out cashiers 
but if there is any question on leaving the store they 
flash their charge slip. 


Buying is Centralized 


The Bethesda store was opened last Dec. 4. It, too, 
is in a shopping center, and is entirely self service 
with the charge and cash customers served at the 
check-out counter. 

The Chevy Chase store was put on self service in 
March. 

The buying and warehouse handling for all three 
stores is coordinated, so store managers are relieved 
of these details and are free to concentrate on selling. 
displays and management functions. 

This arrangement is possible for all three stores 
serve the same type of market: big city home owner 
suburbs. Lawn and garden supplies, housewares, and 
hardware items that appeal to home owners are major 
lines. The stores, also, are near each other. The great- 
est distance between stores is six miles. 

(Continued on page 118) 
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iia catching peak fan profits demands t 
her, then ~ 
of traffic good timing and careful planning— rw 
exits and on 
signs on ° £ 
check these ideas for more fan sales = 
has been = 
store for ro 
cashier, be] 
did with , >> 
Satuodes Fans are a very profitable line for hardware stores, when they are <q 
enon na properly sold. - 
steteined While fans can be sold generally throughout the summer the bulk of 
sheusers your sales will be made during a very short period when the first heat 
cashiers wave strikes. As much as 75 pct of your business in portable fans may 
ese ther be done in this very short period. 
This characteristic of the fan market demands that a dealer prepare in 
in advance to have merchandise to sell and promotions ready to break 5 
when the first heat wave arrives. Qa. 
It, too, Now is the time to check your fan merchandising plans and place your ox 
f service fan order before May 1. Pre-season selling will bring in business on attic, 
i at the window and kitchen exhaust fans. When hot weather comes you will be 4 
able to supply the demand for air circulating type fans. = 
ervice in A merchandising program for fans will include: Window and in-store ct) 
displays; demonstration units; personal selling plans; direct mail pieces: - 
all three advertising schedules for newspaper and radio. oO 
relieved Such a program will assure a dealer more sales and bigger profits on = 
1 selling. fans this summer in keeping with the expected increase in demand. <q 
Here is how the market shapes up for this year: Hassock and attic fan - 
e stores sales up about 10 pet. Window fan sales up 25 to 45 pet. 
1e owner Desk or bracket type fans keep on being a good item year after vear. 
tres, and Another big increase in sales is expected this year. The trend is towards 
re major larger models so this part of the market is increasing in both unit and 
he great- dollar sales. 


Discount house competition is a factor in the fan market especially for 
hardware dealers in or near big cities where these houses bid for the 
mass market. 
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Sell summer cooling comfort instead of just fans to build up 








Hardware dealers have competitive factors in their 
favor, however, to enable them to offset price which 
is the discount houses’ attraction. These factors can 
be stressed in selling. 

Dealers offer advice on the types of fans needed by 
their customers; instructions on installation, opera- 
tion and care; and repair and maintenance services. A 
customer who buys a fan from a hardware dealer 
knows that if anything goes wrong at any time the 
dealer is available and will handle the situation. The 
customer knows that he will not have to look up some 
repair service shop or pack and ship the fan back to 
a factory as he must when responsibility ends with 
delivery of the fan. 

Window and in-store displays are the keystones of 
merchandising programs. These displays attract atten- 
tion, remind customers of their fan needs and provide 
openings for personal selling. 

A display of a dealer’s full line of fans usually is set 
up in the electrical housewares department. There are 
other locations around the store that are admirable 
spots for special displays such as desk and hassock 
fans in the appliance and television departments, 
kitchen exhaust fans in the housewares and kitchen- 
ware departments. Big fans near entrances and at 
stairways are especially effective in calling attention 
to fan needs. 

The do-it-yourself market also includes fans, and 
this department offers opportunities to promote fan 
sales. Attic and kitchen exhaust fan installations can 
be handled by home owners, and so can window fan 
installations. 


Do-it-yourself customers need advice on the proper 
size fans to buy in order to get a satisfactory ai: 
changing and air moving job. Customers’ calculations 
of space should be carefully checked against fan capaci- 
ties to avoid selling a fan undersized or oversized 
for the job. 

Do-it-yourself fan customers also are prospects for 
louvers, shutters, grilles, switches and wiring mate- 
rials. 

Demonstration units are very effective in selling 
attic, window and kitchen exhaust fans. These units 
can be set up with the full line fan display, or at some 
other favorable location around the store. 

Demonstration units appeal to both men and women 
customers. Women customers inspect the finish and 
shutters, and appreciate how easy it will be to keep 
the fans clean. Men customers inspect the motor and 
blades, and sell themselves on the mechanical features. 

Personal selling is becoming an increasingly impor- 
tant part of fan merchandising. 

Personal selling takes fans out of the classification 
of over-the-counter merchandise. It makes selling a 
service so customers get enough fans of the right 
capacity to do a real job of keeping their homes com- 
fortable. 

Customer selection of a fan based mainly on appear- 
ance or price with a minimum of technical advice from 
the salesman may result in the purchase of a model 
that does a fairly satisfactory job. For a fully satis- 
factory job, the dealer needs to survey the customer's 
home and recommend fans of the proper size and type. 
That is selling summer cooling comfort—not just fans 





Know What Fans Must Do 


@ Determine cubic content of rooms to 
be conditioned by fans. 


@ Determine frequency of air movement 
or changes desirable. 


@ Study window lay-outs: which should 
be opened to admit cool air and which 
opened to exhaust hot indoor air. 


@ Determine desirability of features: os- 
cillating or non-oscillating, speed con- 
trols, timing devices, shutters, grilles, 
switches. 


@ Determine ratings, from manufac- 
turer's literature of labels, know how ca- 
pacity is measured to sell correct size 
fans and to meet competitive claims. 





Know How Fans Can Be Used 


@ To circulate air in a room for cooling in 
summer. 

@ To break up stratified air from an air 
conditioner in summer, a heating plant in 
winter. 

®@ To remove warm air and bring in out- 

side cool air for after-dark cooling of a 
room, home or building. 

@ To ventilate or circulate air in a base- 
ment. 

®@ To air out closets and other closed 
spaces that become musty or damp. 

®@ To remove cooking odors from the 
kitchen. 


@ To speed indoor drying of clothes. 





— 
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A survey will show what size fans 
are needed and where they should 
be placed in relation to rooms, halls 
and windows to accomplish these 
results: 

To keep air inside the home in 
circulation during the day. 

To bring in coo] air from the out 
side after dark to replace warmer 
air inside the house. 

How a dealer can sell fans as a 
service depends on the size of his 
staff. 

If the manpower is available, 
salesmen can leave the store to in- 
spect the homes of prospects. After 
determining the cubic size of rooms 
to be fan conditioned, and the lay- 
out of the house, fans of the prope 
capacity to circulate air and to 
change the air can be recommended 

If a dealer’s operation does not 
permit salesmen to leave the store, 
survey information can be obtained 
by talking with customers in the 
store. After all factors have been 
determined, recommendations can 
be made. 

Survey Factors 


Three factors are involved in the 
survey and recommendations. These 
are the cubic capacity of the areas 
in the customer’s home to be served 
by fans, the frequency of circula- 
tion or changes of air needed for 
comfort, and the capacities of fans. 

Air movement requirements, in 
general, are: 

Circulation of air during the day 
when outdoor temperatures are 
above those indoors, once a minute 
in warm climates, once every two or 
three minutes in cooler climates. 

Change of air after dark when 
temperatures outdoors drop below 
those indoors, once a minute in 
warmer climates, once every minute 
and a half or two minutes in cooler 
climates. 

A customer’s requirements dur- 
ing the day may be to circulate air 
In a living room 25 ft long, 15 ft 
wide by 9 ft high. That is 3,375 
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cu ft. Air movement requirements 
(Continued on page 122) 
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Every fan has a specific use 


Know what it is to sell better 
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Leased Department 





Decorating Service Builds Traffie 


Hand decorating shop helps increase store traffic 
20 pet for California dealer. And sales for entire 
business chalked up a 22 pct rise 


Elizabeth Farmer (left) and Victoria Cavagnaro working in 
their studio. Wooden shelving is back of one display window. 
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Are you afraid to try new ideas in your store? 

Jim McManus isn’t; McManus Hardware at 231 S. 
San Mateo Drive in San Mateo, Calif., has a leased 
department that builds more traffic for him and 
helps him to sell a wide variety of housewares items. 
Known as V-E Originals the leased department spe- 
cializes in hand decorating merchandise from regular 
stocks. 

In the two months V-E has been operating, store 
traffic has shown a 20 pct increase and sales for the 
entire store have gained 22 pct over the same period 
in 1952. 

Two young women, the Misses Victoria Cavagnaro 
and Elizabeth Farmer, operate V-E Originals in a 
4x6-ft section near the doorway to the store. Miss 
Cavagnaro is a sister-in-law of Mr. McManus. 

Of the leased department Mr. McManus says, “This 
idea works very well. It has proven itself to be a 
good traffic builder and attracts many women cus- 
tomers. The girls’ department offers very little 
competition for lines offered by my store. Any over- 
lap is more than offset by the increased store traffic.” 

Under the agreement with V-E either of the girls 
helps to serve hardware store customers when 
needed. The leased department thus serves a dual 
purpose. It builds store traffic and provides extra 
saleswomen. , 


Artists Serve Customers 

A hand-painting job can wait—customers won't 
do so. Mr. McManus says that the two artists have 
been highly cooperative in waiting on his customers. 

Twenty-five cent mugs decorated at a cost of 50¢ 
extra with the buyer’s name are among the lowest 
priced items turned over to V-E Originals for em- 
bellishment. 

Popular decorated items are wooden and metal 
platters with the purchaser’s home painted in colors 


' and with the owner’s name and address. These are 


used for wall decorations. 

Some customers bring in merchandise not pur- 
chased at McManus’. A woman brought in a wooden 
spoon of foreign origin and asked that a Danish 
motto be painted on it in colors. Another woman 
wanted the two women to paint a chest of drawers 
in her home. 

V-E ads indicate that the women will “decorate 
your patio or nursery furniture... add a whimsical 
motif to your rumpus room wall or a bright touch to 
your kitchen.” 

One of the most unusual requests for hand decora- 
tions was on a toilet seat purchased at McManus’. 
Placed on display in one of the store’s windows, the 
seat attracted much attention and many inquiries. 
McManus toilet seat sales immediately started to 
increase, many orders including an extra in the form 
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Extensive stocks neatly arranged and plainly price-marked 
are typical of men's side of the traffic pulling store. 








Jim McManus shows a customer a hand decorated toilet 
seat making a bid for a store sale and a V-E job. 


P bead . 1 — 
Cash-wrap table includes displays of impulse items and 
stocks of plain and fancy gift-wrap materials. 
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ams * PAINTS - 


Visual-front store. The V-E section is just inside the left-hand 
window. Hand decorated items occupy shelving on right 


a 


of a decorative design created by V-E. A local 
plumbing contractor ordered a number of specially 
decorated seats for gifts to his friends and customers. 

Approximately two-thirds of the 38x110-ft hard- 
ware store is devoted to displaying housewares lines. 
The decorative scheme is two tones of green, a sub- 
dued shade for the walls and a dark shade of asphalt 
tile floor covering. Low-hung fluorescent lighting 
fixtures and a wide expanse of glass across the store 
front provide ample illumination. 
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a & hen SUPPLIES - ‘ APPLIANCES 





The store as seen from the rear mezzanine. To the far right 
are the owners of V-E ot work in their miniature studi 


rn 
oO. 


Near the V-E studio is a large island display of 
ceramic and wrought iron gift goods. Across the 
aisle is a showing of portable barbecue items—mer- 
chandise which is responsible for many impuls¢ 
sales. Numerous sales of these items have been 
made to V-E customers waiting for completion of a 
hand-painting job. 

When the leased department was inaugurated, an 
entire front window was devoted to a display of 
hand-painted products. A tall open-shelf fixture oc- 
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cupies a permanent position at the 
rear of the window. Some of the 
artists’ products were later re- 
placed by seasonal merchandise dis- 
plays, although there are still some 
hand-painted items showing to at- 
tract window shoppers and passers- 
by. 

An advertisement in a_ local 
newspaper and a news story an- 
nounced V-E’s association with 
McManus Hardware. The two ar- 
tists sent all members of garden, 
art and women’s clubs a special 
hand-lettered circular to tell of the 
new idea. 

Monthly statements mailed by 
McManus Hardware are accompa- 
nied by copies of the announcement 
of the V-E section. 

San Mateo is a city of 55,000 in 
an area in which the average in- 
come is about 18 pct above that of 
the rest of the state. Mr. McManus 
took that high level income into con- 
sideration when he opened his store 
in May, 1952. He had previously 
been a steamship company execu- 
tive for 23 years. He entered the 
hardware business, he says, “be- 
cause it is the most staple retailing 
business in this country today.” 

All merchandise in the store is 
departmentized and the cash-wrap 
table is in the center of the store. 
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Samples of regular 
merchandise from 
store stocks as dec 
orated by the V-E 
Originals leased de- 
partment operators. 


As unusual as the 
idea of the V-E sec 
tion was its opening 
day offer of free 
decorations on 8!/5 
x 11-in. green stock 
circulars. 
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Fancy giftwares displays in second floor windows are visible from street. 


Bildng Tai How to Encourage Visits 


A New England dealer does it with 
unusual second-floor windows, bargain 
tables and wide variety, well dis- 
played. Gives special attention to 
wedding gift selections 


How do you encourage more women to visit your 
second-floor displays of housewares and gift lines? 

Bryan Hardware Co. in Westfield, Mass., has sev- 
eral highly effective means. These ideas help to 
provide better traffic distribution in the store. 

Some bargain items, sold only on the second floor 
are given street floor window space. Unusually at 
tractive second floor windows, visible from the street 
level, pleasant atmosphere, and special attention to 
wedding gifts all serve to make the firm’s house- 
wares and gift department a mecca for women 
shoppers. 
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Tie-in dollar item display shown in one of main floor 
window displays. 


shower gift suggestions. 


to the Second Floor 


Kendal Love, whose family has been in the hard- 
ware business for many years, has removed the 
closed back used for many years in second floor win- 
dows. Narrow white shelving replaces the solid 
background previously used. 

The second floor window shelving displays are 
subject to constant change, most items selected being 
white or of some bright shade so as to be easily 
recognizable from the street. 

Mr. Love answers the query, “What can you buy 
for a dollar today?”, by featuring housewares items 
priced at $1 in one of the two downstairs windows. 
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Dinnerware displays in foreground suggest settings on 


tables in homes. 


Crystalware and more dollar items are displayed inside 
the upper floor window. 












These items are sold in the second floor housewares 
and gift department. 

Most of the dollar sellers featured in the street- 
level show window are displayed in two locations on 
the second floor. Part of the group are in the center 
of the floor, the others at the front of the department 
—at the opposite end of the stairway. This simple 
plan assures good traffic distribution throughout the 
second floor. 

The second floor display room is a pleasant place 
for browsing. Good lighting distribution has helped 
to attract women customers. To get as much of the 
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north light coming in through side windows as 
possible without too great a sacrifice of shelf space 
the height of top shelves in each section is varied. 
This permits natural light to come through nearly 
half of the old windows. 

Especially attractive gift items are given space 
on these top shelves—glassware, metal lamps with 


U-shaped nook features gad 
gets just above the staircase 


transparent shades and items with silhouettes. 
The front windows are equipped with venetian 
blinds. By eareful adjustment of the slats the 
merchandise is not screened from street level 
passersby, yet the windows are satisfactorily shaded 
The Bride’s Book is kept in the second floor 
department. 





Power Tool Promotion 

The purchase of a carload of 
power saws was merchandised by 
the Chown Hardware Co. in Port- 
land, Ore., with store displays, 
store window announcements, 
newspaper advertisements and in- 
store demonstrations. 

Window announcements con- 
sisted of advertisements, from the 
firm’s newspaper campaign and 
those published by the manufac- 
turer in national consumer maga- 
zines. 

The firm’s two stores have open 
windows, so power tools were fea- 
tured on the floor. 

Demonstrations were conducted 
by store personnel. One salesman 
had been given a week’s training 
at the factory. At each store three 
men were able to give demonstra- 
tions. 
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Power tool display on floor of industrial branch operated by the firm. 
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Visual-front store, with off-center entrance, has one angled section 
Red and green neon lettering above the windows identifies the store 





Attracts 7,000 Customers in 
First Week of Operation 


Tiring of operation in a con- 
gested downtown area in Dallas, 
Tex., Philipp Hardware moved to 
new quarters in the Lake Park 
Village shopping center. That the 
idea was a good one was proved 
by the fact that the new store at- 
tracted in excess of 7,000 custom- 


Shopping Center Store 





F. W. Philipp at the cash-wrap section of the hardware department. 
Nail bin on right-hand end has glass binned displays on its top. 


oe 
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ers in its first week of operation at 
the new location. 

At its new location the firm has 
the advantage of being accessible 
to off-the-highway parking facili- 
ties for more than 800 cars. 

Open display is 


used for as 


(Continued on page 120) 


Wide aisles in quick-serve housewares depart 
ment give plenty of room for browsing. 
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Demonstration Selling 





How to Turn Leads into 
Major Appliance Sales 


A Kentucky dealer uses store and county fair 
demonstrations to attract prospects who buy 500 
individual appliances a year. Complete kitchen 
jobs result from some follow-ups 


Women watching a kitchen demonstration in a local audito- 
rium. An REA demonstrator, Miss Manthus Martin, is in charge. 
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Do you wonder where and how to build a good 
major appliance prospect list? 

At Cayce-Yost Hardware Co. in Hopkinsville, Ky., 
S. B. Chewning, appliance department manager, 
knows the way to ferret out the names and addresses 
of good prospects. 

He and his outside salesmen follow through on 
these leads and sell in excess of 500 major appliances 
each year. 

The outside men have sold more than one fairly 
complete kitchen modernization job to prospects 
whom they turned into customers. 

The firm’s exhibits at the county fair and its 
demonstrations in the store, in public auditoriums 
and in rural communities develop many prospects, 
and more important some worthwhile sales. 

A woman, who registered at the firm’s county fair 
exhibit, was visited by one of the department’s three 
field salesmen. She bought $1060 worth of appliances. 

Two of the firm’s three outside salesmen in the 
appliance department divide their time between store 
selling and outside calls. The third member of the 
group gives his entire time to following through on 
leads. 

Dennis Garrett, one of the field salesmen, can go 
into a home, look over the kitchen and suggest a 
complete modern layout. He can name the price for 
the job and deliver it as a package. Mr. Garrett can 
suggest changes in a kitchen—including relocation 
of doors and windows when necessary—arrange for 
the carpentry and engage a plumber. Although out- 
side men are hired for some phases of a kitchen 
modernization job Cayce-Yost accepts responsibility 
for the entire project. ; 

The firm has its own electricians for installation 
and any later servicing. “One of our iron-clad rules,” 
says Mr. Chewning, “is that we will not install any 
electrical appliance that we cannot service.” 


Appliance Demonstrations 


Under Mr. Chewning’s guidance, demonstrations 
at the store and elsewhere usually feature some 
specific appliance—a freezer, range, washer or other 
major item—with a home economist on hand to ex- 
plain the use and advantages of the unit. Despite 
major attention to one item a complete modern 
kitchen set-up is subtly advertised by showing the 
place of the featured appliance in a modern kitchen. 

At least 5 pct of the people who register at demon- 
strations are good prospects. Announcement of any 
demonstration is made in newspaper ads and over a 
radio program. The number of people responding to 
such invitations ranges from 20 to 300. 

Experience has shown that a greater percentage 
of a small group will turn out to be good prospects. 
When, for example, only 23 women appeared for a 
freezer demonstration Mr. Chewning felt that all of 
the promotion had been a failure. But his salesmen 
sold five of the visiting women a home freezer. 

Mr. Chewning says, “I have learned that we can 
give more attention to a few women than to hundreds 
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A prospect hears the meter plan for buying a new electric 
retrigerator from Mr. Chewning. The youngster shows in- 
terest too. 


of them, but I do not discount the value of a large 
attendance. When there are just a few women ata 
demonstration, our salesmen can talk with more of 
them and see that each of them gets a close-up of 
the featured machine. 

“Each visitor can try the machine, ask questions 
and get a better idea of its value to her.” 

When there is a group of several hundred women 
it is difficult to get any of them to ask questions. 

As guests arrive for demonstrations they are re- 
quested to register their names and addresses on 
cards with a printed list of major appliances. Space 
is provided for the visitors to indicate in which 
appliances she is interested. Those registering par- 
ticipate, without being required to make any pur- 
chases, in drawings for an appliance. And in the case 
of « food preparation demonstration, the food cooked 
is given to visitors. 

As many as 1900 of these cards are collected at a 
county fair exhibit. Many of them show no buying 
interest in anv appliance, but those women who do 
indicate the intention of making a later purchase are 
visited bv a salesman. 

At each public demonstration a home economist 
takes charge of the event. The economist is usually 
supplied without cost to the firm by TVA. REA, the 
Frigidaire Co. or other organization manufacturing 
home appliances. 

The economist will show how to roast turkey or 
chicken, how to bake cakes and how to make other 
tasty dishes. At one cooking demonstration the econ- 
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A company salesman and a service man with one of the firm's trucks at the service and repair shop entrance. 


omist showed how a modern kitchen can save time 
and energy with its pushbutton equipment. 

She showed Mrs. Housewife how to cook a full 
meal, do the family wash, dry the clothes and get 
them all done before dinner time. 

Cayce-Yost’s appliance department recently staged 
an old washer round-up in which was offered one of 
the newest model washers in stock to the family 
having the oldest washing machine still in use. When 
the man and wife with the oldest machine were 
photographed with both their old and new machine, 
the firm featured the picture in its ads. 

Advertised demonstrations have played an im- 
portant part in attracting people into the firm’s ap- 
pliance department. They are supplemented with 
continuing unadvertised demonstrations. 

All appliances in the model kitchen are ready for 
demonstration at all times—a dish washer, an elec- 
tric washer, freezer and other major appliances and 
electric housewares items. The freezer is always 
stocked with actual meats, fish and other edibles. 

Many appliances are sold on a deferred payment 
plan. For the low income prospect unable to make 
regular payments on an electric refrigerator, the 
meter plan is offered. Mr. Chewning or one of his 
salesmen shows the prospect how she can take the 
quarters she would pay an ice company and use 
them to buy the refrigerator. 

Although the firm’s method of building its pros- 
pect lists is important, it is the number of sales that 
its follow-up builds which really count. 
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Auxiliary Display Unit 


Seasonal items get extra display attention at the Swartz 
Algona Hardware store in Algona, lowa, with an auxili- 
ary step-up display used next to the store's wrap table 
Built of 1-in. frame and plywood, this display unit has 
five levels for showing merchandise, one being a deep 
compartment in the base. Finished in a pleasant shade of 
grey, it may be used to show bulky as well as smaller 
items. Its use provides a good place for showing mass 
displays of impulse merchandise. 
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Show More... Sell More with 
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PLACE THIS MODERN MERCHANDISER 
WHERE IT WILL BOOST YOUR SALES! 


Watch your sales skyrocket when this hand- 
some Counter Merchandiser for Remington 22 
Ammunition goes to work. You can spot it 
wherever store traffic is heaviest, because the 
glass front locks from the rear—maximum 
display with minimum supervision! Requires 
little counter space yet holds 60 boxes, has 
separators for five different types of Rem- 
ington 22’s. Quick reference sheet at rear 
lists ballistics and prices. 

Now is the time to climb on the Rem- 
ington 22 sales band wagon with one of 
these attractive Counter Merchandisers. 
Efficiently designed, and made in solid, 
natural pine, your merchandiser will help 
boost Remington 22 ammunition sales in 
your store all year ’round. Check with 
your Remington wholesaler right away. 
















Remington 22 rifle rack 
is proven sales puller! 


Show ’em better... sell ‘em better—that’s 
how you cash in when you put an assortment 
of Remington 22 rifles on this good-looking 
knotty-pine display rack. It comes complete 
with eye-catching gun hangers lithographed 
in bright colors. And it really gets results 
proved in dealer stores throughout the 
country. 

Get your Spring and Summer 22 rifle sales 
off to a fast start with one of these handsome 
gun racks. Ask your Remington wholesaler 
for full details! 
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ORGILLS 





Opening the warehouse.* 


new warehouse 





] The parking Iot. 
by E. L. Barringer, marketing editor 


The need for more space to handle its present volume 
of business profitably, and to provide for future ex- 
pansion, resulted in Orgill Brothers & Co., hardware 
wholesalers of Memphis, Tenn., building a new, one- 
story warehouse. 

The outstanding features of this new warehouse are: 


Storage area identification numbers coordinated 
with customer catalog and salesmen order form num- 
bers so order fillers pick merchandise by the location 
number and quantity figure shown on the warehouse 
work order. 


Merchandise handled through the warehouse on 
trucks hauled by a floor conveyor, and every part of 
the storage area within 65 ft of this conveyor. 


Orders delivered to order fillers, and rush order 
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Aerial view of the new Orgill warehouse in Memphis 


merchandise picked up by messengers riding farm- 
type tractors. 

Orders are put on International Business Machine 
cards, and the cards are used to write up warehouse 
work orders, invoices and sales analysis reports for 
management, buyers and salesmen. 

The warehouse, opened early this year, is in an out- 
lying industrial section of Memphis. It represents 
the latest in design and construction of a strictly ware- 
house-type structure. 

The walls are of poured concrete sections. The only 
openings are safety doors and those to the docks. 





*Orgill executives, L. to R., K. W. Orgill, vice-presi- 
dent; Edmund Orgill, president; Joseph Orgill, Jr., 
secretary-treasurer; Fred Orgill, vice-president; W. I. 
Moody, board chairman, now retired; John W. Morris, 
vice-president. 
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The building is a single unit with 547,360 sq ft of 
warehouse space, 42,560 sq ft of docks and 34,680 sq 
ft of shipping area. It was one of Memphis’ major 
industrial developments of last year, and is hailed as 
“The South’s largest wholesale hardware warehouse.” 

The warehouse occupies 13 acres of a 35-acre tract 
purchased seven years ago. The remaining space is 
for future development: general offices, display rooms, 
auditorium and more warehouse. 

Orgill’s warehouse is the culmination of a number 
of factors that came up for decision by the current 
generation of the family which founded and manages 
this 107-year old firm. 

The former location, fourth in the company’s his- 
tory, was not adequate. It was a grouping of seven 
buildings, some not even connected, which were con- 
structed or purchased between 1908 and 1946. 

The cost of doing business with these buildings 
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Part of area available for expansion. 





[which has 625,000 square feet of space on one level. Numbers refer to the enlarged views of the plant. 
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was becoming prohibitive. Order fillers wandered from 
building to building hunting merchandise. Some stock 
was carried in two or more locations. 

The inadequacy of the company’s main warehouse 
was evident in the early post-war years. 

“The fundamental decision was to grow or to stay 
the same size,” explained Joseph Orgill, Jr., secretary 
and treasurer of the company, who was in charge of 
the new warehouse project. 

“We are sitting in the promised land—the mid- 
South,” Mr. Orgill added, to indicate that Orgill’s de- 
cision was to grow. 

Physical growth at what now is the old location was 
impossible. The only way to go was up. And the 
foundations of the buildings just would not take any 
more floors. 

The decision to expand with a new warehouse has 
been justified after only a few months of operation. 

In recent years the operating handicaps of the old 
warehouse were such that the firm could have made 
more profits if it had turned down several millions of 
dollars worth of orders annually. 

The new warehouse is handling as big a volume of 
business as was done at the closing of the old ware- 
house, and with 35 fewer warehouse employees. 

A start on the new warehouse was made in several 
directions. 

The 35-acre tract, some three miles from the old 
warehouse location, was purchased. 

Mr. Orgill visited many new, large warehouses 
throughout the country. He studied stock receiving, 
warehousing and shipping systems, inventory taking 
and the paper work involved in handling orders. 

Basic information on the company’s actual ware- 
house space requirements were studied for each of 
the 40,000 items. 


Planning the Warehouse 


Fundamental principles were established as to what 
management expected to accomplish in a new ware- 
house and the new plant was shaped around the end 
results desired. 

Here are these principles, with the reasons “why,” 
und how they were applied in the new warehouse. 

The new warehouse was to have the complete stock 
of every item at one location. 

No stock was to be carried at a secondary, or reserve, 
location. This was to eliminate buried stocks, and the 
evils of trying to fill orders and handle inventory keep- 
ing with multiple stock locations. Nor was there to 
be any time spent shuffling stock around to make space 
for new carload shipments. 

Each buyer was asked to determine the maximum 
inventory that he could anticipate for every item he 
purchased. The physical dimensions of a single unit 
was determined. These figures were applied to each 
other, to arrive at the maximum cubic space needed to 
store each item. 

This bit of mathematics involved hundreds of thou- 
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Tractor performs messenger services. 


Unloading freight cars. 
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Overhead crane handles heavy loads. Fork lift truck stacks pallet loads. 


Hand trucks wend way through warehouse, hauled by mile-long floor conveyor. 
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sands of computations. Six persons worked almost 
two years making these calculations. 


Shelf stock was to be placed on shelving, arranged 
by manufacturer’s lines and the physical characteris- 
tics of the merchandise. 

Flexibility of space was desired to make effective 
the principle that the entire stock of any item was to 
be at one location. Space would be available if maxi- 
mum inventory of any item needed to be increased. 
Space would be used economically if the maximum in- 
ventory of any item was decreased. 

Items of like size were to be grouped together, to 
use space most economically. 

The warehouse has 20,000 shelf items on five miles 
of wooden shelving in three depths: 20, 30 and 50 in. 
Each compartment can be divided into one to eight 
bins by adding or removing shelves and dividers. 


Floor stock was to be arranged for the best stacking 
areas and aisles in relation to the roof supports. 

Construction requirements placed the roof supports 
on 40-ft centers along one direction and 22-ft centers 
in the other direction. 

The 40-ft centers allow four 71%-ft stacking areas 
and two 5-ft aisles. A 7'%-ft stacking area backs up 
to each side of a support. Between supports there 
are two 714-ft stacking areas, back to back. Each 
stacking area is accessible from a 5-ft aisle. 

Shelf and floor stock spuce assignments were to be 
controlled for orderly expansion in the future. 

It was recognized that maximum inventory require- 
ments could expand or contract, and that new lines 
would be added. Some plan for orderly changes was 


needed to back up the principle of all stock at one 
location. 

A master plan was drawn and the exact location of 
each item’s storage area marked out. The first step in 
changing locations is to consult the master plan and 
to assign or change locations on the plan. 


The new warehouse was to have stock locations iden- 
tified, and keyed to the work orders, so orders could be 
filled quickly and with as few errors as possible. 

A systematic method of order filling was desired 
to enable order pickers to be more efficient, thus sub- 
stantially reducing warehouse operating costs. Some 
form of identification was desired to reduce the pos- 
sibilities of error to a minimum. 

Each item is assigned a number to identify it in 
the customer catalog, on the salesman’s order form, in 
the warehouse, and on the punch cards that produce 
the warehouse work order. About 96 per cent of the 
company’s items are thus identified, down to the num- 
ber being placed on containers by manufacturers. 

The warehouse is divided into eight sections, each 
with an identifying figure. Aisles are identified by 
letters. Bins and stacking areas are identified by 
figures. Aisle letters start with “‘A” at the packing 
counter, and continue around. Order fillers follow the 
alphabet, and start and end at the counter. 

The number for each item is in three parts. First 
the section figure. Next is the aisle letter. Third is 
the bin or stacking area. For example: 8R2120 means 
that the item is in section 8, aisle R and in bin 2120. 

Large signs overhead indicate sections and aisles. 
Stacking areas are numbered on the floor or on the 
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Shelf compartments are expandable. Belting remnants stored on shelf. Paper rolls stacked with book ends. 
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wale E. Briggs, warehouse manager 


stacking equipment. Shelf goods aisles have the first 
and last bin numbers listed on the uprights at the 
head of the aisle. A small sign is attached to each bin 
or compartment. 

Ixpandable numbers are used for shelf goods com- 
partments, to take care of dividing and sub-dividing 
the space. For example, an item may be stocked in 
one size only, and the maximum inventory requires a 
complete compartment. 

The compartment is numbered 3440. The next com- 
partment will be numbered 3448. The intervening 
numbers, 3441 through 3447, are reserved for sub- 
divisions of compartment 3440. 

If another size of that item is added later, and the 
maximum stock of both sizes can be carried in the one 
compartment, then compartment 3440 will be divided 
by a shelf. One bin will be numbered 3440, the other 
bin numbered 3441. 


How System Works 


An order filler has to know only the alphabet and 
numbers from 1 to 5,000. Order fillers do not have 
to know merchandise, of what it is made, or any of 
its specifications. However, minimum requirements 
to work in Orgill’s warehouse are an I. Q. of 100 or 
better and a high school diploma. The numbering 
system is used strictly for speed and freedom of errors. 

Mr. Orgill cited this example, to indicate how the 
system operates. The merchandise is machine screws 
available in brass or steel; with round, flat or filister 
head; of different thread, length and thickness. 

Supposing a customer wants to buy 100 flat head 
brass machine screws %4 x 6-32. 

The old arrangement would produce an order writ- 
ten like this: 

100 brass machine screws flat head °4 x 6-32. 

Here are six chances for error, Mr. Orgill pointed 
out. Would the customer get brass or steel, machine 
or wood screws, what kind of head, what about length, 
thickness and thread? 

The new system produces an order written like this: 
100 8P2691 brass machine screws. 
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The order filler in section 8 gets a warehouse work 
order with this as one of the lines. The order picker 
goes to aisle P, bin 2691 and picks out 100 of what is 
in that bin. 

The phrase “brass machine screws’’ 
salesman’s order form and carried through on the 
warehouse work order as a fast check at the packing 
counter. The packer checks that the quantity is 100, 
that the boxes carry the identification number, and 
reads the description which notes that brass machine 
screws, and not light bulbs, are in the boxes. 


is put on the 


The question may arise: what if light bulbs or some 
other item was put in 8P2691 instead of brass machine 
screws flat head *4 x 6-32? As soon as that error was 
uncovered, warehouse management would put the items 
in the right locations and warn the stock receivers 

The system was proved shortly after the new ware- 
house was opened. An outside salesman wanted an 
item from the warehouse. The salesman had not 
worked in the warehouse and was totally unfamiliar 
with the storage lay-out. The catalog was checked 
and the salesman given the storage location identifica- 
tion number. The salesman went into the warehouse, 
found the section, aisle and bin, and was back in the 
office with the item in 44% minutes. 


The new warehouse was to be equipped so mer- 
chandise could be received and removed economically. 


An endless conveyor is in the floor which moves 
4-wheel trucks to every part of the warehouse. The 
conveyor is 5,900 ft long. It makes four loops in the 
warehouse area, a building 504 ft wide by 1,200 ft 
at the longest point, and one loop through the order 
assembly and shipping areas. 

Power is applied at five points. Switches are located 
at strategic points along the route so all power can 
be shut off in case of an emergency. 

Every part of the warehouse is within 65 ft of this 
conveyor. That was considered the maximum dis- 
tance for efficient handling. It took six months to 
decide the exact location of the conveyor. 

One problem was the handling of long lengths of 
pipe at the turns. The solution was found in building 


Shelf hardware packing counter. 
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CAULKING COMPOUND 


Dominate YOUR 
CAULKING MARKET 


@ Architectural quality 








@ Convenient jobbing 
stocks 


PLUS — Uniformly high quality 
that assures you of freedom from 
complaints! 


See your jobber or write 


for full information 
and prices. 


LANDEN PUTTY WORKS, Inc. 
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dog-leg instead of right angle turns. 
Trucks contact with the conveyor 


| chain through a movable pin in the 


front, center. To remove a truck 
from the conveyor the pin is lifted, 
and the truck pulled away by hand. 
To put a truck on the conveyor it is 
moved by hand until the front, cen- 
ter is over the floor opening, and 
the pin dropped. The next lug 
engages the pin and starts the truck 
The trucks are spaced 10 
ft 8 in. apart on the conveyor. 
Trucks are 3 ft 
long. The warehouse has 


wide by 5 ft 
1,400 


trucks. 


Conveyor's Speed 


The conveyor can travel 80 ft 
per minute without pitching bulky 
merchandise off trucks. Currently, 
the conveyor moves 68 ft per 
minute. 

The speed was selected in re- 
lation to the volume of business 
handled in an eight hour day and 
the spacing of trucks. A_ truck 
makes a complete tour in about 1 
hour and 25 minutes. 

An overhead 6-ton crane handles 
pipe, sheet metal and other ex- 
tremely heavy merchandise. The 
warehouse area that houses the 
crane has an indoor, 3-spot rail- 
road siding. 

Orgill management estimates 
that the cost of the crane will be 
paid off in 14% years in lower han- 
dling costs. In’ addition, there will 
be fewer back injuries to em- 


| ployees. 


These handling cost savings are 
cited: 

A car of fence posts formerly 
was unloaded by six men in eight 
With the crane, two men 
unload a car in 21% hours. 

A carload of pipe formerly took 
six men nine hours. With the 


| crane two men handle the job in 


2% hours. 

Five fork lift trucks are oper- 
ated in the warehouse also, for 
handling pallet loads. 

The new warehouse was to have 


| a messenger service to combine the 


functions of delivering orders 
throughout the warehouse and of 


| picking up rush order merchandise. 


A pneumatic tube would have 
served the purpose of moving 
papers about the warehouse. The 
merchandise pick up feature was 
desired to serve rapidly customers 
at the city sales office who wanted 
one or two items in a hurry. 

Speed was the determining factor 
in selecting a vehicle. The company 
decided that seven to eight miles an 
hour was a safe speed for a vehicle 
to move among men who were walk- 
ing and with trucks moving on the 
floor conveyor line. 

The search centered on a ve- 
hicle that normally travels about 
seven to eight miles an hour. Ve- 
hicles that normally travel at higher 
speeds were not considered suitable 
on account of undue wear on the 
clutch at continuously slow speed 
operation. 

The small farm-type tractor ful- 
filled the company’s requirements. 
Two such tractors were ordered. A 
wooden platform was hung under 
the tractor for carrying’ mer- 
chandise. 

The tractors have two safety fea- 
tures: One is a special muffler, the 
other a flashing red light mounted 
on the engine cover. 

The tractors make seven stops in 
the warehouse. There are actually 
eight storage sections, but the desk 
A trac- 
tor stops at a section every 10 


work of two is combined. 


minutes. 


Sectional Walls 


The new warehouse was to bea 
modern, fireproof structure. 

After the rolling plot was leveled, 
footings were sunk six feet. The 
concrete floor was laid. The walls 
were poured in sections, on the 
warehouse floor, and tilted into 
position. The roof was installed. 

All the walls are in sections. A 
metal frame 22 ft wide, 19 ft high 
and 6 in. thick was laid on the 
warehouse floor. If a section had 
a door, a frame for the opening was 
put in place. Then concrete, rein- 
forced with light wire, was poured. 
The light wire was to add strength 
for the start of the tilting process 
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Here’s something NEW in house paint 








FORMULATED especially for repainting ex- 
terior surfaces where old paint is in good 
condition. Spreads easily, needs no thinning. 
Features excellent hiding power, beauty, 
durability. Order Acme Quality One Coat 
Outside White now from your jobber. 
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A paint home owners have long demanded! 
A sure-fire, volume-sales item for you 
because it lets your customers SAVE... 
=> TIME (takes 2 the time of two coats) 
s+ WORK (just 2 the work of two coats) 
s> MONEY (14 the price of two coats) 
Tops in beauty, protection and quality, too. Order, 
stock and sell Acme One Coat Outside White House 


Paint. Available through your regular supplier in 
five-gallon cans, gallons and quarts. 


ACME QUALITY PAINTS, INC. 


DETROIT 11, MICHIGAN 


Mokers of Acme Quality Paints, Fashion-Right, Super Kem-Tone, Kem-Tone, Kem-Glo and Insecticides 
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Top this caster 
deal if you can! 
assick 


IRHA Hardware 
Week—1954 
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PER SET OF 4 
(regular 
price $3.00) 


“Diamond- 
Arrow” 

Casters 

(No. 7696) 


@® SMOOTH-ROLLING 

@ PROTECT FLOORS 

@ TOP QUALITY 

@ NATIONALLY ADVERTISED 


Make sure you're ready for the big buy- 
ing wave when Hardware Week comes 
along this spring. Order your stock of 
Bassick “Diamond-Arrow” Casters 
today. They'll go fast at the special 
price that will be in effect during Hard- 
ware Weck only. We’re backing up this 
promotion with strong ads in The 
Saturday Evening Post that will start 
readers heading for your store. Get 
your order in 
today! THE BASSICK 
ComPANY, Bridge- 
port 2, Conn. In 
Canada: Belleville, 


Ont. 







A DIVISION OF 





MAKING MORE KINDS OF CASTERS MAKING CASTERS DO MORE TWA ATER 
75 YEARS OF CASTER LEADERSHIP 
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when the 29,000 lb section was 
raised. 

A section was ready for tilting 
after the 
An I-beam was positioned 
support the 


were tilted in 


21 days concrete was 
poured. 
between sections to 
roof. Ten sections 
an 8-hour day. 

The roof is a steel deck covered 
with a vapor seal, two ply 1%-in. 
insulation board, then the built-up 
tar and gravel roofing. 

The roof had to be constructed 
to allow for expansion since the 
1,200 ft warehouse in summer will 
be 12 in. longer than it is in winter. 

The overall roof actually is made 
up of individual roofs each 10 sec- 


tions square to provide for ex- 
pansion. 
Each roof section has its own 


rainwater drain and the edges are 
built up 6 in. 

The built up edges are covered 
with an expandable metal hood. As 
each section expands or contracts 
the edges move together or apart, 
but the opening is covered by the 
hood. 

The roof beams inside the ware- 
house are not bolted together along 
the edges of the individual roof 
sections. These beams overlap and 
are separated by rollers to allow 
for expansion and contraction. 

The warehouse is heated with 
individual gas-fired blower units, 
vented through the roof. Thermo- 
stats are set for 65 degrees. 


Fire Prevention 


The company followed all fire 
precaution suggestions in order to 
earn the lowest possible insurance 
rate. The warehouse has a sprin- 
kler system with the latest type 
heads, and a water tank with 100,- 
000 gal capacity. 

Metal draft curtains, under the 
roof, at frequent intervals, have 
been installed. A night watchman 
makes the rounds every two hours 
and punches in at nine stations. 

The night watchman, incidental- 
ly, is an IBM operator. The watch- 
man operates the machines between 
rounds, and loads up the machines 
at the start of each round so they 


are going while he is touring the 
plant. The warehouse thus has a 
young, alert man on duty at night. 
and a lot of statistical work is han- 
dled during the off hours. 
The warehouse has two 
These have roofs, but are not en 
closed as Memphis has a moderate 
winter climate. A few extremely 
heavy, bulk items, such as tanks, 
are stored on the docks to keep 
handling at a minimum. The rail- 
read dock has 26 spots. The truck 
dock can accommodate 55 vehicles 


docks 


Expandable Dock 


The dock is along one side of the 
shipping department wing. Ca- 
pacity of the truck dock can be 
doubled, by putting in a driveway 
along the opposite side of the wing 

Inshipments are handled = on 
pallets, or are taken to the re- 
spective storage areas on floor con- 
veyor trucks. 

shipments are not 
Quantities shown on in- 


Carload 
checked. 
voices are assumed to be accurate. 
Lcl shipments are checked by the 
receiving clerk, as to the number 
of packages, and the storage de- 
partment opens 
checks against the factory invoice 
and the company’s own order. 


containers and 


Pallet loads are taken to storage 
by fork lift trucks. Merchandise 
not handled on pallets is loaded 
from freight cars or trucks to floor 
conveyor trucks. These trucks are 
put on the line and hauled to the 
respective storage areas. The area 
has been notified from the receiving 
dock, and when the trucks arrive 
they are taken off the line and mer- 
chandise put into storage. 

In case a conveyor truck of mer- 
chandise is not removed from the 
line, the truck keeps on going and 
1 hour and 25 minutes later it is 
back again. 

Orders produced on IBM forms 
are brought into the warehouse by 
the messengers who travel on the 
tractors. 

An individual order consists of 
one sheet for each section involved. 
If an order requires merchandise 
from three sections, there will be 
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three sheets. Each sheet has writ- 
ten on it the total number of sheets 
and the numbers of sections. 

An individual order is written in 
duplicate. The pink, or second 
copy, goes to the assembly depart- 
ment to be used in checking out 
the order. The white, or original, 
goes to the order fillers. 

The entire white, or original 
copy, goes first to combined sec- 
tions 7 and 8. This is shelf hard- 
ware, and usually takes longer to 
fill. 

When merchandise from sections 
7 and 8 has been assembled at the 
packing counter and handléd, it is 
put on a floor conveyor truck along 





with the order sheet for those sec- | 


tions. The sheets for the other 


sections are distributed to the re- 


spective sections on the next trip 
of the messengers. 

This routing of order sheets re- 
sults in merchandise usually reach- 


ing the assembly area, from the re- | 


spective sections, at about the same 
time. 
Each order is given an assembly 


department number while it is in 


sections 7 and 8. 

This section has a set of rubber 
stamps, numbered from | through 
100, and two storage trays. Each 


morning, all stamps are assembled | 


in order in one tray. ‘The first 


soowsorrer PREP EL LLLLLLE 


Order Handling 


How Orgill’s uses IBM ma- 
chines for all paper work will 
be described in the next issue 


3 of Hardware Age. 


I 








order of the day has all sheets 
stamped No. 1 assembly area, and 
the stamp is put away in the second 
tray. The next order is stamped 


No. 2, and so on until the hundredth | 


order comes through. Then the 
numbers start over, from No. 1, 
and the stamps are put in the first 
tray. 

All segments of an order are 
brought together again at the as- 
sembly area. Bills of lading are 
made out, shipping tags run off on 
Addressograph plates. When an 
order is completed it goes by floor 
conveyor truck to the shipping de- 
partment into will-call or to the 
loading dock. 
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AMERICANA 


"HL" HING 





THE MOST POPULAR LINE YOU 


CAN euageedl 


steel AMERICANA 
Hardware, finished in 
"Star - Brite” Black, 
Antique, Copper or 
Brushed Brass. 


SEND FOR COMPLETE 
CATALOG TODAY! 





with screws 


#317—for ¥s"* 
offset doors 


#320—for flush 


AL e COLONIAL * MODERN « RANCH-TYPE 


the nation’s homes are turning to 


AMERICANA 


H” HINGE 


with screws 
#318—for ¥"* 
offset doors 
##319—for flush 
doors 





FREE! 


Display with 
Americana 
Deo! 


Show your cus- 
tomers you've 
got it In stock 
with this New 
Stand-Up Dis- 
play. Complete 
with Americana 
Hardware. 





TODAY’S FASTEST-SELLING 
CABINET HARDWARE 





AMERICANA 


DRAWER PULL 


with screws #394 












AMERICANA 


4 KNOB 


with screws 
#391 





4237 "EZ" Soy 
RUBBER ROLLER CATCH 


U. S. Patent No. 2,660,464 
Silent action—easy to install. Finished in 
"Star-Brite’’ Nickel. Envelope packed 
including 2 strikes. Bulk packed includ- 
ing | strike 





STAR METAL PRODUCTS Co- 


370 Butler Stree 





t, Brooklyn WwW, 





Sold through wholesalers only 
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ice) ars 
fast, full 


profit... 


The average person likes to take the easy way out. And Spring 
touch-up, clean-up—not to mention bugs—give you plenty of 
Resear to show him how. See how quickly you can build 
4 extra profits by suggesting the easy, lazy spray ways shown here 


/ / I! to beat the Spring chore problem. 


And when ordering your Spring stock, give your customers and 
yourself the best break. Specify Kerpro® Spray Products— 
fully guaranteed by America’s fastest growing manufac- 


iA 


F Sy} turer of aerosol products. If your wholesaler can’t supply 
—A 44 


Se you right now, drop us a line—today. 


ROBERT J. KERR CHEMICALS, Inc. 


(formerly Protective Coatings Corporation) 


9 South Fairview « Park Ridge, Illinois 


NEW! 


Kerpro ‘‘P.S.”’ Insecticide 


¥ ' ee ™ 2 
for Spring bugs! with Strobane 
When the first bugs begin to buzz, 
Kerpro is the first to feature Strobane—the 
you can make one sure extra successor to D.D.T.—in home spray insecti- 


sale to any customer! Just feature cides! Just look at these selling feature: 


these powerful, lasting Kerpro De @ Far More Effective Killing Agent Than 
D.D.T.! 


e Insects Have No Immunity Built Up As 
With D.D.T.! 


© No Unpleasant “D.D.T. Odor”! 
e Kills Flying and Clothes Moths Too! 


spray insecticides to keep 
flies, mosquitoes, roaches, silver- 
fish, bedbugs and other 


pests in line! 
Kerpro ““P.S.” is a sure sales winner at the 
recommended selling price of $1.39 per 12 oz. 
can! 




















for Spring clean-up for Spring touch-up 






Spring brings ‘‘touch-up’’ problems to 
millions of homes. You can show 


Every paint or wallpaper buyer is an 
immediate prospect for this newly 
perfected Kerpro Wallpaper Coating. 


With the touch of a finger, the home- 












customers how to do a “professional” 






touch-up job by suggesting 
Kerpro Spray Coat. Perfect fo: 


a hundred articles—from law: 






owner can protect ‘sensitive’ areas 


ind light switches, behind 









ar doors and floors, furniture to radiators. There 
here children can no muss, brush or fu ind 
from unsightly smudges : no waste! Now available 

rints. It's waterproof : . vel ( eautiful 






colors for outdoor or indoor 





t resistant. Markings 






use. Recommended selling 


price: $1.59 


wash off with complete ease 






without harming paint or wall- 










ppearance. Recom 








mended selling price: $1.59 


suggestions 





NEW! ‘'98”’ Insect Killer ; for a “whiff” 
Priced for the competitive market, this of Spring a 


is a new, effective Kerpro,formulation 
that really ‘slays ‘em.’ Priced to sell 
at a recommended $.98! 





According to a recent 
] j + 


room spray deodorizers top the list 






of spray products in which 

sumers are interested. With 
fingertip’s touch—and Kerpr 
“Spice’’ « I ““Pine’’ le j r 
izers, the bathroom, kitchen 





Kerpro Insect Killer 


nis favorite of thousands has a wide, 


or whole house is touched 






with a ‘whiff’ 











Remind any customer tha 





established reputation as being the best a tt 
Too! nsect } . } fact 1 of 
insecticide on the market regardless of the perfect way to get rid of cooking od 





before parties—or ‘‘smoke smell ‘‘during them 
and you have a sure sale! Recommended selling 
price: $1.29 


at the Price. A powerful combination of pyre 











‘irins and D.D.T. Recommended selling 











e: $1.39 per 12 oz. can. 








Self Service Selling 


(Continued from page 88) 





CO Have salesman approach customers 
only when they obviously need help. 
Have salesman ask customers if he can 
help them find what they want; not if 
he can wait on them. 

OC) Have the salesman suggest related 
merchandise, after he has helped the 
customers find what they want. 
Have the salesman end the customer 
contact then so as not to stop the 
shopping process. 

© Don't have the salesman end the con- 
tact by taking the merchandise, or 
customer to the check-out. This pre- 


0 





How to Get the Most Out of Sales Clerks in Self Service Operations 


vents the customer from spending 
more money in the store. 
© Don't have the salesman take the cus- 
tomer's money so that he has to ring 
up the sale at the check-out. This 
leads the customer out of the store. 
Have one employee responsible for 
manning the check-out. 
Have this employee help on the floor 
when there are no customers in the 
store. 
Have him return to the check-out as 
soon as a customer enters. 
Have a bonus fund to keep salesmen 
interested in self service. 


“p 











Purchasing starts with store managers on Monday 
mornings making out a want list for the company’s 
buyer. The purchasing agent combines the want lists 
and makes out purchase orders. 

Top management has set up a simple system for 
keeping tab on purchase commitments. The buyers ask 
salesmen the total dollar value of orders. A running 
record is kept on an ordinary sheet of paper, day by 
day, with the accumulated total. 

The buyer can turn to the sheet at any time and 
report on the firm’s total purchases for the month. 
The information is desired by top management so it 


will know exactly where it stands on future accounts 
payable. 

Merchandise is received at the company’s ware- 
house. Two employees handle all inshipments. They 
check invoices, prepare price stickers and put them on 
each item, and forward merchandise to the three stores 
in the company’s trucks. 

The warehouse is mainly a handling station, to check 
shipments and price the merchandise, and only a few 
items such as paint and peat moss are held in storage. 

Merchandise is received at the stores in about a 
week after the want list is made out, so store man- 
agers can watch and control their own inventories 


Special Shelving Discourages Shoplifting 


A display fixture to discourage 
shoplifting was built by Ronald D. 
Gowan for Gowan’s Hardware in 
Seattle, Wash., after eight electric 
housewares items were stolen in a 
month. 

The fixture is open on both sides, 
so merchandise on display can be 
seen from some distance. A vacant 
spot would be noticed quickly, thus 
discouraging thefts. 

In the three months the fixture 
has been used, no appliance has 
been stolen. 

The fixture is on an island dis- 
play unit. Lower shelves are used 
for fast moving merchandise. 
Higher shelves cannot be reached 
by customers, and are used for 
slower moving items. 


118 





Special shelving provides individual display unit for traffic appliances. 
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“Painting and Decorating Contractors RECOMMEND 
and USE Spencer Kellogg’s Linseed Oil” 
AS 


€e939¢ 
Se 






















Leo Fregosi A. L. Chapman L. A. Niedermayer Winslow Robart Theodore W.Logan John W. Herron, Jr. 
San Francisco, Cal. Dallas, Texas Richmond, Va. Boston, Mass. Portland, Me. Cleveland, Ohio 
£ ' . * 
(Y > ~~ oe 
Ney - 
L. B. Arbuckle Guy B. Bailey Oscar Sundberg R. H. Bohl Alvin H. Silverman A. Harrison Kosove 
Kansas City, Mo. Miami, Ila. Seattle, Wash. Columbus, Ohio Chicago, Ill. Philadelphia, Pa, 
% 
a 5 mh 
\ -. d 
” ame 
Theodore P. Vandercoy Andy Reese Fred Lechy Richard A Hippe J. Famer Heggem J. W. Zucker 
Buffalo, N. Y. Atlanta, Ga. Detroit, Mich. St. Louis, Mo. Denver, Colo. New York City 
J. H. Gudvangen . Shields 
Los Angeles, Calif. Sentant Oregon 


NATIONAL ADVERTISING will increase the demand 
for SPENCER KELLOGG’S IMPROVED BOILED LINSEED OL 


@ Endorsements by painting and decorating contractors from 
every section of the country appear in color advertisements 
in “BETTER HOMES & GARDENS,” the magazine read by 
over 3,800,000 families. 

This means more people are “getting to know a good painting 
contractor”. .. more customers will be coming into your store 
looking for the blue-yellow-red SPENCER KELLOGG Linseed 
Oil package in 5 gal., 1 gal., quart and pint sizes. 


P.S. Be sure that you have an adequate supply 
of Spencer Kellogg’s Linseed Oils (Im- 
proved Boiled and Pure Raw) in stock. 


SPENCER KELLOGG AND SONS, INC. 
Buffalo 5, N.Y. 





SPENCER KELLOGG’S LINSEED OLS MEET ALL FEDERAL SPECIFICATIONS FOR RAW AND BOILED OMS 
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Keep water out 
of masonry walls 























The THORO System 
SINCE 1912 


Your customer needs a 
raincoat for his home— 


Give him the best money can buy 


NEW EAGLE, 


PENNSYLVANIA 
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Attracts 7000 Customers 


(Continued from page 99) 


Le a 








Front of housewares cashier's section has provision for mass display of 
tumblers and closed display of fancier tableware. Note wrap table. 


much merchandise as possible to 
encourage more people to serve 
themselves. 

One section in which easily pil- 
fered small tools are shown in glass 
bins is a long flat unit not unlike 
the semi-open glass topped displays 
used for refrigerated grocery de- 
partments. These displays permit 
customers to examine merchandise, 
but make it necessary for an em- 
ployee to remove the merchandise 
from the open-backed bins. 

F. W. Philipp, owner of the new 
store, believes in as much self- 
service as possible, but has several 
sales clerks whose job it is to 
check the condition of displays— 


with respect to completeness and 
neatness—and to promptly serve 
those needing assistance. 

Fasteners and builders’ hard- 
ware displays are in service sec- 
tions. 

Much of the merchandise in the 
housewares and electric house 
wares sections is operated on 4 
self-service basis. Like the rest of 
the store, islands and wall units 
are in different colors. 

Backgrounds in the housewares 
division are green, wine, purple 
and yellow. 

A cashier’s table is located in 
the center of the housewares de 
partment, wrapping being handled 
at several other locations. 
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RAK-SEAL 
















Only KIT with pre-formed corner blocks 
Provides water-proof seal where wall & tub meet 





Pure white vinyl stripping is molded at right 
angle for easy application, takes any paint. 
























Exclusive pre- 
formed corners 
and ends give 
professional 
touch. 
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Available through 
qualified wholesalers 


Full Che profit 











PLASTER-STIK 


The quick, sure way to fill those 


TRIM-GUARD 


The fastest selling item of its 
e. kind. This light, steel shield 


nasty hairline cracks. Plaster- 
Stik is the original stick-type 





ness and 
tly serve 


makes painting easier and quick- 
er. Keeps wall paint off wood 
work. Protects window glass and 
trim. Display on your paint coun- 
ter, and watch customers add a 
Trim-Guard to every purchase. 


Dealer price, $1.80 per dozen— 


PIPE-SEAL 


A real favorite with plumbers, 
as well as home handy-men. Pipe- 
Seal insures leak-proof connec- 
tions that can be opened without 
galling. Comes in handy stick, 
for easy application. Never dries 


filler that millions of home own- 
ers buy before starting any 
paint job. 

Self-selling display carton 
holds one dozen sticks, fully dis- 
plays this nationally advertised 
product, yet takes little counter 
space. Plaster-Stik is a_ real 
































rs’ hard- packed two dozen in sales-mak- aut Gus Gees in Geto Se ak se gies ae 
y : splay, $1.08. value at 25c. Dealer cost per 
vies ate ing display carton. Retail 25c. Retail 15c. dozen—$1.80. 
se in the 
» hee A As Papa Fixit says, ‘Home 
PAINTERS-PAL PASTE-BAK he d 
fed on 4 <apeiage ndymen nee every 
st ol Handiest item for painting A real money-saver for the pee ~ f h 
oan aveund check raile and other home—a fine profit a for af > ay one of these items” ° 
i tight, hard-to-reach places. Se ee ; 3) Are any missing 
- Brushing surface riveted to paper without tearing. Paste a from your stock? 
use wares aluminum handle. One doz- sets firm, won’t spot. One 
», purple en, $1.80. Retail 25c. Ty LS my carton, I) if so, send today for 
rn ope Q FREE SAMPLE 
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SELL 


LUBRIPLATE 


the white 
lubricant of 















LUBRIPLATE 
SELLS 


because... 






IT LUBRICATES BETTER ! 


Letters pour in from all over the country 
telling us how Lubriplate has improved the 
working of fishing reels, guns, door locks, 
lawn mowers, power tools, hinges, fans, 
outboard motors and a thousand and one 
other things. 


IT’S NATIONALLY ADVERTISED ! 
Millions of sportsmen and householders 
read about Lubriplate regularly in The 
Saturday Evening Post, Sports Afield, 
Field & Stream, Popular Mechanics, Motor 
Boating, Home Craftsman and others. 


IT’S PRICED TO SELL! 


3 Handy Sizes—“*A” Tube 5% x 314 inches 
retails for 20¢; “*B’’ Tube 1 x 6 inches re- 
tails for 35¢; ““C”’ Tube 2 x 8 inches retails 
for 95¢. 


IT’S PACKAGED TO SELL! 
“A” & “B” tubes packaged one dozen to 
attractive, sales stimulating counter dis- 
play cartons. “‘C”’ tubes in colorful indi- 
vidual boxes with counter display card. 

Ask your jobber for 
LUBRIPLATE 
and sell it in your store 
Fiske Brothers Refining Co., 
143 Lockwood St., Newark 5, N. J. 
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are a circulation once every two 
minutes. A fan, or fans, are need- 
ed that have a capacity of 1,687 cu 
ft of air per minute. The arrange- 
ment of the room may be such that 
the hardware dealer could recom- 
mend one 16-in. fan with a rated 
| capacity of 1,600 or 1,700 cu ft a 
minute, or two 12-in. fans each 
| with a capacity of 800 cu ft a 
minute. 

This customer also may need a 
window fan to cool a bedroom at 
night. The size of the room, and 
number of air changes deemed nec- 
essary govern the size of the rec- 
ommended fan. 





Learn Rated Capacities 


Dealers should be familiar with 
the rated capacities of fans, and 
how these ratings are determined 
in order to recommend fans of the 
proper size, and to be in a position 
to discuss their merchandise with 
shoppers who quote capacities of 
competitive makes of fans. 

Direct mail pieces and advertis- 
ing schedules can be set up as a 
two-part promotion. 

First, pre-season campaigns ex- 
clusively on fans, or the featuring 
of fans in mailings and advertise- 
ments of other merchandise. 

Second, spot campaigns to strike 
hard at the market during heat 
waves. 

An effective advertising theme 
for window fans is to offer a free 
8-day trial installation. It takes 
only a few minutes to install a 
window fan and let customers have 
an opportunity to try it in their 
own homes, 

Dealers who have offered the 3- 
day trial report that 96 pct of the 
installations result in sales. 

Another advertising theme is to 
play up the multiple uses for desk- 
bracket type fans. They can be used 
to circulate air in rooms, also in the 
basement, to speed indoor drying 
of clothes, and to air out closets. 
Fans also can be used in winter to 
break up stratification of air, and 
assure even temperatures from floor 
to ceiling. 

The magic figures for starting 





Fans 
(Continued from page 91) 


spot campaigns during the summer 
are: 80 degree temperature, hu- 
midity 65. When the temperature 
and humidity go over these figures 
customers are especially receptive 
to a sales talk on fans to keep cool 
during the day and to get a good 
night’s rest. 

Material for spot campaigns can 
be prepared in advance. Direct mail 
pieces can be addressed to the gen- 
eral or a_ selected prospect list, 
ready to take to the post office. Copy 
can be left with newspapers and 
radio stations with instructions for 
its use whenever the weather pre- 
diction is for temperatures and hu- 
midity above the magic figures. 

Installations are a phase of the 
fan market that dealers will want 
to check on ahead of the season. 

Window fans can be installed eas- 
ily and quickly in conventional 
double hung and casement windows, 
but a more extensive job is re- 
quired for attic and kitchen exhaust 
fans. 


What About Installation? 


Installations can be handled in 
several ways. 

If sales are made in the do-it- 
yourself market that leaves the in- 
stallation up to the customer. 

The other ways are to have 8 
contractor handle the installation. 

The hardware dealer may sell 4 
fan on an installed basis, and pay 
a contractor for making the instal 
lation or have the work done by his 
own service department. 

The hardware dealer may recom- 
mend a contractor and have the 
customer deal directly with that 
contractor, or have the customer 
make his own installation arrange 
ments. 

If a dealer sells a fan on an in- 
stalled basis, or is to pay for the 
installation direct, it is advisable to 
inspect the home before quoting 4 
price. Sometimes hidden construc 
tion features are discovered when 
cutting into a ceiling or wall. What 
seemed like a simple job might turn 
into a costly operation to move 
plumbing or wiring. An inspection 
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will show up these extras which can 
be included in the estimate. 

Fans have been on the market 
for many years, but the uses to 
which fans are put has increased 
and the character of the market is 
changing. 

The attic fan market developed 
first in the deep South, and each 
year more home owners in the 
North and East are becoming 
interested in summer _ comfort 
through changing air. 

The buyers are owners of old as 
well as owners of new homes. Cur- 
rently, sales are about 50-50 be- 
tween these two types of home 
owners. 

Attic fans run into the big ticket 
bracket. List prices are around 
$135 up, depending on the size of 
the fan. Larger homes may require 
two fans, or a bigger model that 
may list up to around $300. 

The most popular window fans 
are the 16 or 18 in. and the 20 or 
22 in. models. These list around $50 
to $70. Sales in the South are 
about 50-50 between these two 
sizes. In the North and East about 
75 pet of the window fan sales are 
the 16 or 18 in. models, about 25 
pet the 20 or 22 in. models, but the 
trend is towards 60 pct on the 20 or 
22 in. and 40 pet on the 16 or 18 in. 
models. In the deep South there is 
a market developing for 30 in. 
models which list at $100 to $120. 


Hassock Fan Popular 


For moving air around in a room, 
during the day and also at night, 
the hassock type fan is becoming 
popular. These fans, 10, 12 and 16 
in. models, throw the air outward 
and upward in a 360 degree radial 
direction. The popular sizes list for 
$50 to $65. 

The hassock fan is gaining favor 
for its appearance and for moving 
air in all directions. It is estimated 
that a hassock fan doubles the effi- 
ciency of an air conditioning unit. 

The pedestal type fan which 
comes in 16 to 30 in. models, moves 
a big volume of air and is used 
mainly for commercial installa- 
tions, such as offices, hotel lobbies, 
restaurants and meeting rooms. 
These are big ticket items, listing 
for over $100 in the larger models. 


The desk or bracket type fan 
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market goes right along, year after 
year, amounting to well over 2 mil- 
lion units. 

The desk fan comes in models to 
satisfy most every air moving re- 
quirement. Models range from 8 to 
16 in., of the non-oscillating and the 
oscillating types, with speed con- 
trols. About 90 pct of the sales are 
the oscillating type. 

Air conditioning and insulation 
are sometimes credited with cut- 


ting into the fan market. This line 


of thinking can be largely discount- 
ed. Experience shows that these 
aids to summer comfort actually 
may increase the sale of fans. 


The coolness of a room or build- | 


ing is affected by air conditioning 


and insulation, but there may be | 


dead air spots or the air tends to 
become stratified. These conditions 


can be overcome by using fans. In | 


fact, fans make air conditioning 
equipment and insulation more effi- 
cient. 


Attracts Gourmets 


Would you attract more gourmets 
to your store? They are good 
spenders. 

A gourmet is a specialist who 
knows everything that there is to 


know about cooking and foods. | 


It’s the gourmand who eats and 

eats and eats because it’s food. 
Any man or woman that you 

single out as a gourmet has been 


accorded a high honor. It’s a com- | 


pliment of high degree. Set up a | 
small gourmet shop in one corner | 


of your store. In it display cop- 
per cookware, 


chafing dishes, | 


spice racks, various types of food | 


molds, salt and pepper grinders. 
coffee grinders, and other asso- 
ciated items. 

Address your appeal to the epi- 
cure. Show your cookware with 
the copper side outermost. Its 
warm glow seems to warm the 
very cockles of the heart of a gour- 
met. 
also sells cookware. 

Don’t forget to show your cop- 
per cleaners when you open your 
gourmet shop. This is an impor- 
tant item that shows a substantial 
profit as it moves from your 
shelves into the homes of your 
customers. 


This merchandising device | 





STOCK ’EM... 
DISPLAY ’EM... 
AND YOU'LL SELL ’EM! 





There never was a bet- 
ter time to sell Klein 
pliers—to the profes- 
sional workman... to 
do-it-yourself shoppers. 
They both want qual- 
ity tools that fit the job. 

All Klein pliers are 
made of finest tool steel 
—precision fitted— 
individually tested. 
Tops ift quality “since 
1857.” Keep a repre- 
sentative stock always 
on hand. You'll sell’em! 

















Write for your 

free copy of the 

No. 203 Klein Pocket 
Tool Guide 
Today! 


@_| 
AoW } 


By 








DISTRIBUTED 
THROUGH JOBBERS 


Foreign Distributor: 
International Standard 
Electric Corp., New York 


mathe A DE IN 


CHICAGO 18 (Ll 





BELMONT AVE 
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How To Sell 


Outdoor Living Equipment 





Outdoor living has assumed 
added importance with many fam- 
ilies in recent years, Earl S. Robin- 
son, Jr., manager of the store, 
notes. Hardware dealers can profit 
from this trend by selling equip- 
ment for home owners to build 
their fireplaces. 


Fork and other accessories for out- > 
door cooking are suggested to 
complete sale of needed equip- 


ment. 
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Demonstrate it—that’s the way Southern 
Hardware & Lumber, New Orleans, does it 


@Electric spit is what 
customer wants to buy 
for her outdoor fire- 
place. 


Outdoor fireplace oven 
is suggested and dem- 
onstrated to point out 
features such as draft 
control. 
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New! Free! THOMAS SALES-AIDS HELP YOU SELL! 


let The New Thomas Sales-Aids Sell 
More Rollers, More Paint For You! 


Sell the “most merchandisable” line of paint rollers 
— the line that gives you the most help in your store. 
Thomas sales-aids for Dealers are designed to push 
your paint sales as well as Thomas rollers. Get in 
touch with your Jobber now . .. find out how Thomas 
helps you sell more paint! 


SELL THE LEADER... 
Get These Sales-Aids Free — SELL THOMAS! 


Contact your Jobber today. Order the Thomas sales-aids 


Attractively Printed in Four Colors... pictured above. Sell more rollers . . . sell more paint. 
¢ Single wire display rack . . . with $100 retail Do it now! 
order 


® Double wire display rack with #1 kit... with 
$245 retail order 
(#1 kit includes large display sign, KEEP ROLLING... 


2 window banners, 6 can-toppers.) 


e #2 kit for window or counter... with $45 by aA 
retail order 


(Includes window display cord, 2 window ban- 


ners, 6 can-toppers, large cardboard girl.) PRODUCTS COMPANY 


¢ Entire group of sales-aids shown above... with 8490 LYNDON AVE. - DETROIT 21, MICH. 
$290 retail order 
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Introduces 
Consational Wall Paint 
























WALLHIDE PBX Flat SHEEN BUILDER PBX Flat is a Sheen Builder. When 
Give Enamel-Like Coating loodwork mi-lustrous coating that 
sie a and performs like a trim enamel. 


Here’s Another Wonderful Product of 
Pittsburgh's Progressive Paint Research 


@ Pittsburgh's remarkable new WALLHIDE PBX Flat Wall Paint 
makes full use of the latest discoveries and developments in 
alkyd-type resins. With this new product of Pittsburgh research 
you have a paint of outstanding characteristics in performance 
and service for interior wall painting. 

@ New alkyd-type WALLHIDE acts as its own primer and covers 
previously painted surfaces thoroughly with one coat. Its re-flow 
characteristics it excellent uniformity of appearance—with 
no laps or brush marks. It has no objectionable odor and dries 
within a few hours to a beautiful flat sheen that has excellent mar 
resistance. This new WALLHIDE can be washed and scrubbed 
repeatedly without showing shine or streaks. 

@ This new line includes all the popular colors of the famous 
PBX line as well as a series of new pastels so desirable for 
modern home decoration. 

@ The buying public has been exposed to the merits of both latex 
and alkyd formulations. Both are highly popular. Pittsburgh pro- 
vides you with pend products of each type. If you are 
interested in handling a line that offers you an unusual oppor- 
tunity to tap both of these markets, send the coupon below. 







@ Available with this new W ALLHIDE 
added to the paint, this Sheen Builder 











coupon — Today f_—————~—-- ~~ 


PaINTS 


| 
| 
; Nome__ 
| 
I 


PLASTICS e FIBER GLASS 
COMPAN Y 
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632 Fort Duquesne Bivd., Pittsburgh 22, Pa. 


lam interested in the possibility of handling your line of new Alkyd-type WALLHIDE PBX Fiat 
Wall Paint. Will you please furnish me with additional information and color card. 





Address__ ee ene —— _ 











Hot Weather Profit Tip: 


Sell Housewares, Hardware to 


Summer Resort Operators 


Resort hotels and summer camps 
have been a major market for 
hardware and for kitchen and 
dining room supplies at Sargent’s 
hardware store during the 50 
years it has been in business in 
Port Jervis, N. Y. 

Supplying the summer 
market has some peculiarities of 
its own, and for hardware dealers 
interested in this kind of business 
three requisites are listed’ by 


resort 


Samuel Hendler, manager of Sar- 
gent’s. These are: 

1. Carry as complete a stock as 
possible throughout the season to 
fill orders promptly. 

2. Have connections with sup- 
pliers and transportation com- 
panies for rapid delivery of goods 
on order and to replace inventory. 

3. Be prepared to carry accounts 
receivable over the summer. 

The major items purchased by 


Bar and table glassware, right, is kept on 


main floor shelves during the year. 


Dinnerware stock in winter storage, 
right, inspected by Samue/ Hendler who will 


have line on sales floor this spring. 


King size kitchenware, below, is purchased for 
resort hotel and summer camp chefs. 
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below 





resort are hotel-type 
dinnerware, glassware, silverware, 
kitchen utensils and 


operators 


pots, pans, 
paper goods. 

Resort operators also buy regu- 
lar hardware lines such as elec- 


trical, plumbing and _ cleaning 
supplies, paints, brushes, nails, 
screws, hinges, hand tools and 


other lines necessary for mainte- 


nance jobs. 
Kitchen ranges can be ordered 
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Paint remove rs 







have been 


improved! 





”- 






Top Selling 
non-inflammable 
remover! 






Extra “bite” 













Non-inflammable 









‘‘Try-it-yourself’’ Display Clinches Sales 


This convincing counter display really sells 






paint remover. In just 10 seconds your cus- 







tomer can see for himself how quickly, easily 


and cleanly KLEAN-STRIP REMOVERS 






a 


24 tt yoursety 


take off old finishes. Display uses only 4” x 





11” counter space. 


Kliean- Strip 


PAINT REMOVERS 


"Pool off Paisit’ 


Nationally Advertised in THE SATURDAY EVENING POST, 
POPULAR MECHANICS, POPULAR SCIENCE. 


For free sample and name of nearest jobber, write 
THE KLEAN-STRIP CO., INC. 
2340 S. Lauderdale e Memphis 6, Tenn. 





upright, overhead or 
flat surfaces 
















BRAND NEW-with the brand name that SELLS ! 





“HALF -PRICE”’ 
MONEY-MAKERS 





FULLER'S 
“SCREW HOLDE 







Y 






















spring holds 
oot oni 
@ hi carbon cadmium steel biedes 


: 


@ unbreakable amber hendies; 
ter-proof domes 


#410 
—6 drivers, in 4 sizes, on 
e an SS oe card! 
reat 
ie fete! 
1 #411—3%2" x Ye" 30 .30 
2 #412—4" x 3/16" 45 .90 


2 #413—6" x 3/16" .50 1.00 
1 #414—8" x 3/16" 88 .55 


TOTAL LIST PRICE 
PER ASSORTMENT $2.75 


DEALER's cost %9-83 


ALSO AVAILABLE IN OPEN STOCK! 


If it's screw drivers, ask Fuller — as 85% of 
America's jobbers do! Profit-wise distributors know that Fuller 
Is the line that sells—their re-orders prove it daily! 


FULLER NEW 


COMBINATION SCREW DRIVER ROLL KITS 4 : 
606-S sie FULLER COMBINATION ROLL KIT 
¢ gas $1.49 4 
NOW PRICED TO RETAIL AT $1.00 va 
Dealer's Cost $8.00 per dozen ¥ 
@ 6" tempered steel, slip joint piler 
@ unbreakable amber handle, heavy 
aluminum chuck 
@ recessed (Phillips Type) screw driver biade 
@ mechanic screw driver blade 
ln ¢\ @ cabinet screw driver biade 2 







: 8-plece FULLER COMBINATION ROLL KIT—# 608 
s NO W PRICED TO RETAIL AT $1.50 
Dealers: For FAST SERVICE on a é 
these new Fuller items, send us | Dealer's Cost $12.00 dence 
order with name of your g _ oP 
; we'll RUSH shipment : © eebrosteate ember heavy alum- 
iD ' : recessed (Phillips ) screw driver biade 
Jebbers: Write today for wide-margin catalog shects § © cabinet screw driver blade © ¥4" eut 














© © screw starter © beybele sew 


ULLER TOOL COMPANY, INC. 


(“Ty 3522 WEBSTER AVENUE 
= Boorld’s Largest Producers of lnbreakable 


9 Export Sales Dept. 





NEW YORK 67 
timber Handle Tools 
John H. Graham Co.. 105 Duane St.. N.Y. 


BPs 
a 


130 








at Sargent’s, but they are not 
stocked. Retail dealers are up 
against severe price competition, 
Mr. Hendler pointed out, for sup- 
pliers of bottled gas sell ranges at 
cost to build demand for gas. 

Once a resort hotel or camp is 
stocked initially, routine buying 
follows two definite patterns. 

Dining room supplies are pur- 
chased to replace broken or lost 
property. 

Kitchen supplies are bought for 
replacement, too, but more fre- 
quently, and not necessarily be- 
cause property is damaged or lost. 

The chef is the admitted king of 
employees at a resort, for without 
a chef a camp or hotel is just out 
of business. And chefs are indi- 
vidualistic as to the type and size 
utensils they want. 


A resort operator promptly buys 
what his chef wants when the chef 
expresses a desire for a different 
type or size ladle, spoon, strainer, 
skillet, pan, pot or any utensil. 

A new chef may mean a big 
order for utensils to replace those 
already in the kitchen. 

The summer hotel-camp market 
flourishes from late May until 
after Labor Day for Sargent’s, 
which supplies resorts within a 
general 25-mile radius in the tri- 
state area of New York, New Jer- 
sey and Pennsylvania of which 
Port Jervis is the center. 

The buying season starts short- 
ly after resort operators arrive 
around mid-May. One of the proj- 
ects in getting ready for the sum- 
mer season is to check kitchen, 
dining room and hardware needs 
and go into Port Jervis to place 
their first orders. 

Sargent’s does all its selling 
over the counter in the store. It 
does not travel a salesman on a 
resort route. 

Orders are written up, and filled 
from displays on the sales floor or 
from stock in the basement or on 
the second and third floors. 

Deliveries are made in the 
store’s 34-ton truck, although re- 
sort operators take out many small 
orders in their cars or station 
wagons. 

When the buying season starts 
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in late May, Sargent’s has on hand 
a fairly complete stock, carried 
over from the previous season and 
built up by winter purchases, so 
these first orders can be filled 
promptly. 

Mr. Hendler is a 33-year Sargent 
employee, and has a broad, first- 
hand knowledge of what resort 
operators may want to guide him 
in building up his inventory. 

After the initia] buying at the 
opening of the season, resort oper- 
ators continue to make smaller 
purchases all through the summer. 


The mortality rate on dishes, 
silverware and glassware is high. 
Replacements must be made fre- 
quently to keep the amount of din- 
ing room ware up to par. 

Maintenance jobs are turning 
up all the time, and that means 
purchases in regular hardware 
lines. 

Sargent’s maintains its inven- 
tory throughout the summer so 
that orders for lines in popular 
demand can be filled promptly. A 
call for an item not in frequent 
demand is put through as a special 
order. 

Resort operators want their 
orders filled promptly and Mr. 
Hendler pointed out that this can 
be done when suppliers ship at 
once and there are no delays in 
transportation. 

Port Jervis is served by a num- 
ber of wholesale centers within a 
100-mile radius, so that takes care 
of the supplier situation. 

The summer resort market, 
financially, means carrying open 
accounts up to 120 days. 

The accounts are active from 
late May into September. Pur- 
chases and payments are re- 
corded, and monthly statements 
are mailed. 

There is no general pattern of 
payments characteristic of the 
summer resort market. Some ac- 
counts are paid up promptly, 
others carry a sizable unpaid bal- 
ance month to month. Accounts, 
however, are settled after the sea- 
son closes in September. 

An average account represents 
from $400 to $500 worth of busi- 
ness @ season. 
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FEATURES, 

BLUE DIAMOND 
TOOLS WITH 
SEAMLESS 
SHATTER- 
PROOF 

PLASTIC 
HANDLES 


FLAMINGO 
COLORED 
wooD 
DISPLAY 
GIVEN 
WITH 
iiele) § 
ASST. 


ORDER 


No. 903 UNIT 








" K ° . 
e793 » doz. eo- 
80, Y2 ¢° 
“gn Blade Shorr 

ne Cutters, 


Scrapers — 


“ORDER FROM YOUR JOBBER 











NEW! 
No. 7B 


THE UNIT FOR PROFESSIONALS AND DISCRIMI- 
NATING SHOPPERS FEATURES DE-LUXE BLACK 
AND SILVER PUTTY KNIVES AND SCRAPERS. 


SELF-SERVE COUNTER 
MERCHANDISER FOR 
FAST SELLING PLAS- 
TIC RAZOR BLADE 
SCRAPERS. 


SALES BUILDER FOR HOME REPAIR AND PAINT 
CUSTOMERS SALES MERCHANDISER FEATURES 
BLUE DIAMOND PUTTY KNIVES AND SCRAPERS. 


NEW! 
No. 8 





SPEEDSTER SCRAPER SALES MERCHANDISER 
DEMONSTRATES USE OF TOOLS TO FIX-UP AND FREE! 
PAINT-UP CUSTOMERS. Write For This 


New Catalog <= ‘he 
MANUFACTURING CO., SOUTHBRIDGE, MASS., U.S.A. 





HOME REPAIR AND PROFESSIONAL TOOLS SINCE 1875 
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mphasizes Thrift Idea 


0 Promote Running Water 


A Kentucky dealer tells of savings effected 
with adequate running water system. Program 
brings profits on 40 units a year, plus other 


major purchases 


Emphasis on the savings pos- 
sible with a modern electric water 
system is the chief talking point 
used by Sam Maddux. His approach 
helps Planter’s Hardware in Hop- 
kinsville, Ky., sell 40 complete 
units a year together with thou- 
sands of dollars’ worth of home 
and farm equipment. 

Volume in water systems ac- 
counts for $11,000 of the firm’s an- 
nual volume. Units priced around 
$300 are the firm’s most popular 
numbers. 

Mr. Maddux frequently gets in 
his truck and hunts for prospects. 
He points out to farmers that 5¢ 
worth of electricity can pump a 
two-day supply of water for the 
average farm and its live stock. 
Further, he translates these low 
costs into savings in employment 
of farm hands. Piping water to the 
farmer’s barns, field and pastures 
will eliminate numerous other la- 
bor costs, he tells the farmer. 

Sam Maddux obtains both imple- 
ment and water system orders in 
his visits to farms. Appliance sales 
are handled chiefly by Mack Harte, 
outside salesman for Planter’s 
Hardware, who follows-up when- 
ever a water system has been sold. 
Mr. Harte also sells and installs 
water systems. 

Most farmers or other rural res- 
idents to whom the firm sells a 
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water system wil! make an imme- 
diate purchase of a kitchen sink. 
Water heaters, complete bathroom 
outfits, milk coolers and other 
farm equipment and appliances 
are also bought by many custom- 


ers who have purchased their 
water systems from Planter’s 
Hardware. 

Although Mr. Maddux handles 
an entire installation job, many of 


(Continued on page 136) 


Sam Maddux shows a prospect a water system. Other major units are 
shown next to the pump. 
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140 MODELS 


to meet every quality control requirement 


e STANDARD A.G.D. SERIES — Four series — No. 81 
(A.G.D. Group 1), No. 25{A.G.D. Group 2), No. 655 
(A.G.D. Group 3), No. 656 (A.G.D. Group 4). 


@ REGULAR OR NONSHOCK — New NONSHOCK mech- 
anism available on all indicators (except .020”, 
-400” and 1.000” ranges) — completely absorbs im- 
pact and shock. Also balanced or continuous dials, 
jeweled or plain bearings, English or Metric grad- 
uations. 


@ LONG RANGE MODELS — All long range indicators are 
direct reading . .. count hands read directly in deci- 
mals — no calculations. 





Visit These STARRETT Exhibits 
BOOTH 211, ASTE SHOW 
Philadelphia, April 26-30 

BOOTH NO. 18 
NATIONAL QUALITY CONTROL 
CONVENTION 
St. Louis, June 9-11 


Star. 


“WORLD’S GREATEST TOOLMAKERS” 


INDUSTRIAL 
DISTRIBUTOR 











THE L. S. STARRETT COMPANY, A 
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MOST COMPLETE LINE 





HIGH PRECISION 


DIAL INDICATORS 


(Patents Pending) 


WITH THESE OUTSTANDING SALES FEATURES 


@ GREATER ACCURACY AND SENSITIVITY... with new 
High Efficiency-Low Friction design to insure duplication 
of repetitive readings. 


@ EASIER, FASTER READINGS... with new Easy Reading 
Dials plus new Super-Sensitive, Low Friction, Low Inertia 
Movement. 


LOW FRICTION 


@ LONGER LIFE... through improved gear train efficiency 
and fewer parts. 


@ LESS MAINTENANCE... new simplified construction re- 
duces ed costs — no special maintenance techniques 
required. 


Now, from the pioneers in precision measuring, 
comes a new line of dial indicators designed to in- 
crease your sales and boost your profit. Combining 
improved design with all the dependable features of 
previous models, long known and accepted through- 
out industry for their accuracy and precision work- 
manship, this complete new line offers 140 models 
to meet every requirement. Sales you may have missed 
before will come your way because this complete new 
line fills every need with new design and outstanding 
new features to insure greater accuracy, sensitivity 
and repeatability; easier, faster reading; longer life 
and simplified maintenance. 


Precision built throughout to American Gage Design 
specifications, these mew Starrett Dial Indicators are 
available in Regular or NONSHOCK types, with 
balanced or continuous dials, jeweled or plain 
(inserted bronze) bearings, English or Metric grad- 
uations ... in all four standard A.G.D. groups plus a 
complete series of Long Range models. 

Plan now to make the most of these new Starrett dial 
indicators. Stock them, display them, feature them in 
all your selling as a new, complete line . . . the finest 
dial indicators ever to carry the Starrett name. 





L, MASSACHUSETTS, U.S. A. 
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Giftwares window trim that 
features glassware. 


Th 
He 


Pennsylvania hardware 
dealer establishes depart- 
ment with special mer- 
chandise, gift wrap service 
and regular window trims 











The “LD 

° Mr. and Mrs. Wilbur Riegel visit weakne 
litwares Lure Gustomers too Sok Oy Wena tar ee 
unusual gift merchandise. Tooth f 

The store has built a reputation are held 

for stocking new and unusual mer- stand. " 

chandise. Some customers come in and ben 

regularly just to browse around longer, 

and see what is new. Some cus- eliminat 

tomers want to be notified when one mat 

Giftwares can be featured to chases in giftwares. These custom- unusual items along certain lines rape | 
provide that extra inducement ers take care of two items on their are available. There is a list, for ‘Just us 
which attracts traffic from a city’s shopping lists at one store, and do instance, of collectors who want to needed, 
main business district to a hard- not have to shop several stores. know when novelty milk glass Double 
ware store located on the edge of Women customers are buying pieces arrive. oie 
CK Ne 


the retail section. 

That is the way store traffic has 
been built up at Riegel’s Hardware 
in Berwick, Pa., a city of 15,000 
population, 


more of the hardware items for 
the home. Giftwares attract them 
to the store. They also buy hard- 
ware items on the same visit. 
Giftwares have a prominent lo- 


Conversation pieces are fea- 
tured also. The Riegels usually 
have one or two on display. They 
cause comment by customers in 
the store, and provide word-of- 


Giftware and hardware depart- cation in Riegel’s Hardware. The mouth advertising so Riegel’s 
ments complement each other. This front third of the store is used for Hardware is mentioned outside 
leads to bigger sales to women and the department. One of the store’s the store. D: 


men customers, 
Men customers in the hardware 
department frequently make pur- 
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four windows always has a gift- 
ware trim. 
Special merchandise is featured. 


The current conversation piece 
is a mechanical canary. It was 
made in Germany and is displayed 
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The World’s Only 





Dreier Srothers Proudly 
Present 


The First Basically Improved 
Hack Saw in Tool - Making 
History 




































a gee Sie EP ites. ; oe - : 
Ge ublad 0.87 IO 64 cles TAs - * Sell ge oS Slee ae 


The ‘“‘Double Hac-Saw’”’ is desidhed to eliminate the recognized 


1] visit weaknesses of conventional hack saws. Revolutionary frame 

to buy mounts Two 12” Blades—Fine Tooth for light work, Coarse Jacket 4 
Tooth for heavier work. Both blades cut Full 5” Diameter. Both in brilliant colors 

itation are held at much Greater Tension than any old-style frame can makes the Double- 

al mer- stand. That’s why The Double Hac-Saw eliminates blade wobble Hac-Saw a self-sell- 

ome in and bending strain, Reduces Blade Breakage. Blades stay sharp ing item. Front 

around longer, cut faster, straighter, cleaner. The Double Hac-Saw also headlines major sales | 

e cus- eliminates nuisance of blade-changing when work shifts from points. Back gives Pe = 

. when one material to another. Now, for the first time, you have an complete details of nee ne” 

n lines instant choice of coarse or fine tooth blades in the same frame. user advantages. 

ist, for Just use the blade that fits the job. And if o erent is —— 

vant to needed, extra blades are handy in the tubular shaft. The new 


Double Hac-Saw is so much better so many ways it can’t miss —easy and compact 











glass : i Be iid 
with the ‘‘pros’” or the expanding ‘‘Do-It-Yourself” market. with simple wire } 

» fer Stock now through your jobber, be among the first to profit. easels furnished free. ——~ 

isually Consistent advertising support 

, They The Double Hac-Saw is another product of in leading trade and consumer maga- 

ers in DREIER BROTHERS Inc. zines. 

ord-of- creators and manufacturers of specialized tools ites 

iegel’s for the Pipe Trades } 

nutside —slightly more than the best conven- 
tional hack saws. Suggested retail 

1 piece DREIER BROTHERS Inc. price, $5.95. Customary trade dis- 

It was 5642 LAKE PARK AVE., CHICAGO 37, ILLINOIS counts. 

played © 1954-08 
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Gift wrapped package is inspected by Mr. and Mrs. Wilbur Riegel. 


in the giftwares window. Most of 
the customers stop and listen to 
the warbling. The retail price: $90 
which includes the cage. 

Gift wrapping is featured 
throughout the year. Mrs. Riegel 
is in charge of this activity, and 
has built quite a reputation for 
her attractive wrappings. She does 
it with a minimum of materials: 
six different kinds of wrapping 
paper and ribbons. Paper is held 
in place with tape, and a cluster 
of ribbon fastened on with tape. 

Customers occasionally bring in 


merchandise purchased at some | 
other store for Mrs. Riegel to gift | 
wrap. This is done willingly, and | 
offers to pay for this service are | 
refused. 

Special attention is given to 
the children. Frequently their 
gift purchases are not for large | 
amounts. 

A quarter’s worth of pencils gets 
the same attention as a larger 


. purchase by an adult. This chil- 


dren remember and many Berwick 


youngsters patronize Riegel’s Hard- 


Emphasizes Thrift Idea to Promote Running Water 


(Continued from page 132) 


his farmer-customers prefer to do 
this work themselves or with the 
assistance of their own employees. 
Many farmers and their hired men 
run pipe extensions to barns, fields 
and other places on their farms 
with advice from Sam Maddux, 
thus paving the way for additional 
sales of pipe and other needed 
materials. 

Planter’s Hardware will build 
frost-proof pits or houses for 
pump and air-pressure tank shel- 
ter, but most farmers prefer to 
save money by doing this work 
with the assistance of their hired 
men. 
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After installation of a water 
system, Mr. Maddux makes it a 
practice to make occasional visits 
to see if the unit is performing 
satisfactorily. 

Whenever he makes such trips 
he carries tools which may be 
needed for repairs or adjustments 
on water systems and other home 
and farm equipment. 

These callbacks convince the 
customer that Planter’s Hardware 
is anxious to give the best possible 


service at all times. More impor- | 


tant, they pave the way for pur- 
chases of additional equipment for 
dairy, farm and home use. 








Marshall-Wells Company 
Portland 8, Oregon 
Marshall-Wells Company 
Saint Poul, Minn. 
Marshall-Wells Company 
Seattle 14, Washington 
Marshall-Wells Company 
Spokane 2, Washington 
Mathews & Boucher, Inc. 
Rochester 4, N. Y. 
Moore-Handley Co., Inc. 
Birmingham, Alabama 
Morley Brothers 

Saginaw, Michigan 
Morley-Murphy Company 
Green Bay, Wisconsin 
Morris Sporting Goods 
Great Falls, Montana 

J. W. Murchison Co., Inc. 
Wilmington, N.C. 
Murray-Brooks, Inc. 

lake Charles, La. 

Norfolk Distributing Co. 
Norfolk 14, Virginia 
Odell Hardware Co. 
Greensboro, No. Carolina 
Ogilvie Hdwe. Co., Inc. 
Shreveport 82, La. 

Ohio Valley Hdwe. & Roof Co. 
Evansville 2, Indiana 
Oklahoma Hdwe. Co., Inc. 
Oklahoma City, Okla. 
Okichoma Tire & Supply Co. 
Tulsa, Oklahoma 

Padgitt Brothers Company 
Dallas, Texas 

Rice & Miller Co., Inc. 
Bangor, Maine 

Richards & Conover Hdwe. Co. 
Kansas City 10, Mo. 

Rome Hardware Co., Inc. 
Rome, Georgia 
Schaberg-Dietrich Hdwe. Co. 
Lansing 4, Michigan 
Schindel Rohrer & Co., Inc. 
Hagerstown, Maryland 
Schlatter Hdwe. Co., Inc. 
Ft. Wayne, indiana 
Shapleigh Hdwe. Co. 

St. Louis 3, Mo. 

N. Shure Company 
Chicago, Illinois 

Sloan's Sporting Goods 
New York 7, New York 
Joseph B. Smith Company 
Toledo 2, Ohio 


Read fitch 





Smith Brothers Hdwe. Co. 
Columbus 16, Ohio 
Stratton-Baldwin Co., Inc. 
New Orleans 9, La. 
Stratton & Terstegge Co., Inc. 
Lovisville, Kentucky 
Stratton-Warren Hdwe. Co. 
Memphis, Tennessee 
Supplee-Biddle-Steltz Co. 
Philadelphia 5, Pa. 

Texas Sporting Goods Co. 
Houston, Texas 

Thompson & Cooke, Inc. 
Washington, D. C. 

Edw. K. Tryon Company 
Philadelphia 5, Pa. 

Van Camp Hdwe. & Iron Co. 
Indianapolis, Indiana 

W. Van Hoogenhuyze Hdwe. Co. 
San Antonio 6, Texas 
Western Tire Auto Stores, Inc. 
Chicago 50, Illinois 

White’s Auto Stores, Inc. 
Wichita Falls, Texas 

Joseph Woodwell Company 
Pittsburgh 22, Pa. 

Wright & Wilhelmy Company 
Omaha 8, Nebraska 
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“I'm Perry Wright 
My territory 
Southwest 
Wednesday | took 
an order for six 
Buccaneer 
Outboards.” 


Ri OME sla T OS PBL. 


I'm John Campbell 
Northwest States. 
Almost 2:35. Still 
have five dealers 
to see.” 





Ace Hdwe. Corp. 
Chicago 8, Illinois 


Albany Hdwe. & Iron Co. 
Albany 1, New York 
Allison-Erwin Company 
Charlotte 1, N.C. 

Beck & Gregg Hdwe. Co. 
Atlanta, 1, Georgia 
Bennett Brothers 

Chicago 3, Illinois 
Bennett Brothers 

New York 17, N.Y. 


The W. Bingham Company 
Cleveland, Ohio 


Boston Supply Co., Inc. 
Boston 18, Mass. 


A. N. Brady Whisle. Hdwe., Inc. 


Miami 25, Florida 


Brown Supply Company 
Peoria 2, Illinois 


“Jerry Ryan 
Southeast. Just 
helped a dealer set 
up a display.” 


ARE YOU 
TUNED 
TO THE 
BUCCANEER 
SALES 
DRAGNET ? 


Dakota Hardware Co. 
Fargo, North Dakota 


Delta Hardware Company 
Escanaba, Michigan 


W. S. Donnan Hdwe. Co. 
Richmond 3, Virginia 


Dunham, Carrigan & Hayden Co. 


San Francisco 3, California 


The Emery-Waterhouse Co. 
Portland 6, Maine 

The Emery-Waterhouse Co. 
Manchester, New Hampshire 
Faber Bros. 

Chicago 10, Illinois 

Findlater Hardware Company 
San Angelo, Texas 

Fones Bros. Hardware Co. 
Little Rock, Arkansas 


Frankfurth Hardware Co. 
Milwaukee, Wisconsin 


GALESBURG, 


“1:08. Sam Spink 
Northeast States. 
Took a dealer to 
lunch. Going to 
see another.” 





“John Pogue 
Central States 
Half hour ago | set 
up a dealer 
“display in Kansas 
Now 1:54." 


“My name's Fenton. My job —sales. My men go 


out and get ‘em. They like selling Buccaneer 
outboards. New 12 is great. Navigates like a fish 
Trolls, cruises smoothly. See our distributors below 
Give 'em a call Get the facts Just the facts! 


Fries, Beall & Sharp Co. 
Washington, D.C. 


General American Dist. 
Chicago 16, Illinois 


Gulf Coast Jewelry & Spec. Co. 


Mobile 4, Alabama 


Harper & Mcintire Company 
Ottumwa, lowa 


Hibbard, Spencer, Bartlett & Co. 


Evanston, Illinois 


S. B. Hubbard Company 
Jocksonville, Florida 


Intermountain Wholesale Co. 
Casper, Wyoming 


Janney, Semple, Hill Co., Inc. 
Minneapolis, Minnesota 


J. S$. Johnson Company 
Baltimore, Maryland 


Kaye Corporation 
Mankato, Minnesota 


ILLINOIS 


Knight & Wall Company 
Tampa, «Florida 

The Kruse Hdwe. Company 
Cincinnati 3, Ohio 

H. G. Lipscomb & Company 
Nashville 2, Tennessee 
Loewenstein & Sons 
Charleston, West Virginia 
Geo. A. 
Ogden, 


Lowe Company 
Utah 


Ludiow Radiator Service 
Dayton 2, Ohio 

C. M. McClung & Co., Inc. 
Knoxville 1, Tennessee 
McGregor Hardware Company 
Springfield, Missouri 
Marshall-Wells Company 
Billings, Montana 


Marshall-Wells Company 
Duluth 1, Minnesota 


DuiCCasee/. OUTBOARD MOTORS 
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Merchandising Suggestions 


That Pay Off In Tool Sales 





Q. What will help boost screw- 
driver sales? 


A. Many merchants have found that 
cross-merchandising Stanley Screw- 
drivers with builders’ hardware, electri- 
cal supplies and other related items pays 
off. And an ideal way to do this is with 
the Stanley Screwdriver Display Unit. 
This attractive metal merchandiser can 
be used on wall, counter or post. Free 
with your choice of 2 units of stock. 
Unit No. 1 consists of 80 top-selling 
Stanley screwdrivers — all with plastic 
handles. Cost to dealer, $42.85. Unit 
No. 2 consists of a combination of 82 
fast-moving wood and plastic handle 
models. Cost to dealer, $40.00. Just 
place one of these units in a department 
other than tools — you'll be surprised at 
the plus sales it will create. 





Q. What's a sure-fire way to sell 
more rules? 

A. Show Stanley “Green End” Rules 
in models and prices 
to suit everyone, and 
stop the shopper 
with this free motion 
display ... a sure- 
fire attention getter. 
Wherever you put 
the little carpenter 
he flags your traffic, 
signals your store as 
“Good Tool Head- 
quarters” . . . and for good measure 
sells Stanley “Green End” Rules. What’s 
more you can be sure it is good measure 
when you sell from the Stanley “Green 
End” Sampler Unit. 





Here’s what's in it for you: 
A Balanced Assortment 


6 No. 106 (@ $1.60 
6 No. 126 ( 1.60 
3 No. 156F “Read-Rite” @ 1.60 
3 No. 167 Brick 


Masons @ 1.85 

No. X226 “100 Plus” @ 2.75 
No. X227 Extension @ 2.39 
TOTAL Retail Value $45.00 
Costs you 


Ww Ww 


$30.00 

Get this Motion 
Display FREE. 
Order your 
“*“Green End”’ 
Sampler Unit No. 
24. Call your 
wholesaler or 
write Stanley 
Tools, 200 Elm 
Street, New Bri- 
tain, Conn. 


New! “Show-How” Package Sells 


Electric Wood Boring Sets 
No. 125A 








How To Push Sales 
of Push Drills! 
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THE STANLEY WORKS e 


Stanley Electric Wood Boring Set comes 
display packed for self-selection by your 
customers. It’s a colorful, “how-to” package 
that tells its own sales story. Set, consisting 
of 5 most useful size bits, visible through 
carton’s film window. Features “50-50” brad 
screw point, controlled boring for the first 
time in popular price range. Retails for $4.50. 


NEW BRITAIN, 








No. 45M 


You'll use only a 
few inches of coun- 
ter space to display 
3 No. 45 “Yankee” 
Push Drills. No. 45 
Drill is an especially 
useful tool — drills 
small holes in wood, 
plaster, plastics. 
“Yankee” Merchan- 
diser calls attention to featured uses of 
the Drill. Keep this sales tested display 
where it can do you most good. Order 
No. 45M from your wholesaler. No 
charge for merchandiser. 


“YANKEE”’ 


MERCHANDISERS SELL 
OFFSET SCREWDRIVERS 





More and more people are discover- 


ing the usefulness of “Yankee” Offset 

Ratchet Screwdrivers — for tightening 

screws in automobile moldings, appli- 

ances and oil burners. It pays to feature 
these two merchandising units. Included 
with order as display packing. 

A. Display packing for 6 “Yankee” No. 
3423 Offset Ratchet Screwdrivers for 
Phillips Screws. Retails for $1.40. 

B. Display packing for 6 “Yankee” No. 
3400 Offset Ratchet Screwdrivers for 
slotted screws. Retails for 90¢. 

Call your wholesaler or write Stanley 

Tools, 200 Elm St., New Britain, Conn. 


CONNECTICUT 
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empices \ STANLEY | 


ow s the Time to Put Stanley 
Hardware to Work For You! 








Stanley ‘Do - It - Yourself’ Hardware 
Helps Move Other Merchandise 


Spring means the “do-it-yourself” bug 
is humming and biting. And that means 
profits for you! Profits from Stanley 
Hardware profits from related and 
“tie-in” merchandise. 

It’s been the experience of many pro- 
gressive merchants that Stanley “Do-lIt- 
Yourself” products stimulate sales of 








STANLEY ‘‘PUL-TITE’’ 
LINE CLAMP 
Clotheslines i 


are reappearing 
everywhere. Put 
Stanley ‘‘Pul- 
Tite” Line Clamp 
No. 7070 on dis- 
play. Tightens 
clotheslines, tent 
lines, net lines — 
takes up slack or lessens tension — 
no slipping. Retails for about 98¢; 
helps move such items as Stanley 
Clothesline Hooks and Pulleys. 


No. 7070 


HARDWARE ¢ TOOLS 
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related merchandise. That can be your 
experience too, if you feature a good 
selection of Stanley Hardware. . . and 
such products as Stanley Card Table 
Leg Brace No. 448 Stanley Drop- 
Leaf Table Support No. 1956 — Stanley 
Shelf Brackets Nos. 794 and 796 and 
Stanley Continuous Hinge No. 311. 


TIE-IN SALES 


All these units 
displayed with suggestions and plans for 


activate sales when 
“do-it-yourself” projects. More, they sell 
other merchandise—paints and orushes, 
tools, and other supplies. Just tie them 
in with timely “do-it-yourself” projects 
and plans on the counter with your 
merchandise. This idea has been tested 
by many merchants. It pays off. 


Call your wholesaler, or write Stanley 
Hardware, New Britain, Connecticut. 


e ELECTRIC TOOLS ¢ STEEL STRAPPING * 








Need For Spring 
Repairs Helps 
Sell Shelf Items 


Spring “fix-it” days are here again. 
Move Stanley shelf hardware to a prom- 
inent point of display. 





































Gate Hinge No. 1637 


Many Stanley shelf items are 
“naturals” tor this season .. . items like 
latches, hinges and hasps. Also T-hinges, 
spring bolts, strap hinges, mending 
plates, corner braces, etc. Particularly 
appropriate is Stanley Gate Hinge No 
1637... closes gates automatically by 
gravity action . . . whether gate swings 
in or out. List price $2.25. 

S A. ee & , 


Ved) = 


Gate Latch No. 1267 





Here’s a natural tie-in item to follow- 
up the No. 1637 Gate Hinge. This latch, 
mounted on top of the gate is made for 
gates swinging In or out. Furnished with 
both side or top-mounted strikes to fit 
any installation. Retails for about $1.10 


STEEL 
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Greenlee Chisels 
make lasting 





customers for you! 





When you sell a Greentes chisel, you are 
selling the means to fine workmanship and 
sure satisfaction. Each Greener chisel is of 
highest quality ... carefully balanced... 
blade is selected tool steel that long retains 
its fine-cutting edge. Attractive green 
plastic handle provides comfortable, sure 
gtip. Available in Socket Butt, Socket 
Firmer, and Tang Butt types. Sell them in 
sets shown below for extra volume! Stocked 
by leading wholesalers. Write for 


complete information. 











Sets of six or nine 
chisels in attractive 
plastic rolls. 


Sets of four GREEN- 
LEE chisels in hard- 
wood cases. 


Sets of three chisels 
in metal-edge fibre- 
board boxes. 


iolelG Bie) Ba Flas) ji, | 


—— 


GREENLEE TOOL CO., 1804 Herbert Ave., Rockford, Illinois 
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Letters to the Editor 


It Can Be Done 

Editor’s Note: The following let- 
ter is from a manuafcturer of a 
product well known in the hard- 
ware trade. We are publishing it 
here as proof of what can be done 
at the manufacturers’ level, when 
a sincere effort is made. We are 
withholding the firm name in def- 
erence to the fact that its Fair 
Trade program has not been com- 
pleted. 


Dear Editor: 

I enjoyed thoroughly your edi- 
torial comment in the Feb. 18 issue, 
particularly on page 8, the next to 
the last paragraph, where you tell 
your dealers that the enforcement 
of Fair Trade is a mutual problem 
and that the dealers themselves 
have to take the bull by the horns 
and write manufacturers pointing 
out to them the damaging price- 
cutting situation through discount 
houses and others. 

Last Fall we ran into a situation 
in New York City that really shock- 
ed us and we decided after about 
three months of review that we 
would Fair Trade in New York 
City. I am glad to report that after 
looking at the situation for about 
six months that in the better hard- 
ware stores our volume has about 
doubled. 

In addition to that, we have seen 
fit to discontinue doing business 
with about 40 or 50 dealers in the 
area. A_ similar situation was 
brought to our attention in Calif- 
ornia and as of the first of this 
month we are Fair Trading in Cal- 
ifornia. We are rapidly moving 
ahead to Fair Trade in Illinois, 
Ohio and Massachusetts and when 
the large cities are covered we in- 
tend to Fair Trade nationally. This 
should be accomplished within the 
first six months. 

I have admired for some time 
your attitude on Fair Trade and 
in our business we feel it is the 
only answer. 

Yours truly, 
Name withheld 
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A Good Punishment 
Dear Editor: 

There is another little angle I’d 
like to add to the discussion of 
packaging in HARDWARE AGE issue 
of Feb. 4, page 7. 

Were you fortunate enough to 
catch a customer of the practical 
joker type, who wants to get the 
“Little Woman” something useful 
—a garden plow, wheelbarrow, 
pick-up cart or some similar little 
gadget which comes knocked down, 
and he just has to have it all ready 
to go and take with him NOW! 

Of course, this usually happens 
at noon when you are rushed—so 
you grab a wrench, screw driver 
and pliers and start to work. 

Then you find the cart was made 
by one of those big boys who really 
like to keep big cans of paint 
around, so they very thoughtfully 


| put all the bolts in the holes with 


nuts screwed clear up and then 
dunk the whole thing in a nice can 
of sticky goo. 


It Can Be Dirty Work! 


So while customers wait, we pa- 
tiently unscrew all nuts (the main 
reason speed wrenches were in- 
vented), file—ream or drill the goo 
(some partially dry) out of the 
hole where the axle is supposed to 
go—take a big thick layer of same 
goo off the axle and then go to work 
and put the item together. 

Bolts, nuts, screws and washers 
put in a bag, and a little masking 
tape over the holes in the wheels 
sure would eliminate some very 
dirty thinking about the manufac- 
turers who do this DIRTY THING! 


Personally, I don’t know of a 
suitable penalty for the instigators 
of this crime, but as a starter, 
would suggest that a big handful 
of salt and cracker crumbs be 
placed in their bed every night for 
a week, with a box of small cut 
tacks sprinkled at strategic places 
on the floor. By the time I assemble 
a few more garden carts and garden 
plows, I will have a more drastic 
remedy worked out! 


Yours truly, 
J.H. Englebreston 
Howards’ Hardware & Paint, 
Irving, Texas 
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Ever Wish You Had Six Hands? 


Its impossible, with todays high wages to balance your staff so that 
you have enough good help to do a top selling job on every customer 
who comes into your store. 





LET THE MASTER MERCHANT HELP ! 


With this important point in mind we at Master set aboot desiguing 
a display and a package which would attract customer attention; 
answer pointed and specialized inquiries about each rule in the .ine; 
allow the customer to see, without handling, what he is buying .. . 
AND TO DO IT WITHOUT YOU LIFTING A FINGER ! 


THE MASTER MERCHANT DOES ITS BEST IF YOU KEEP IT FULL ! 


The Master Merchant will do its own selling job, answer questions, 
makes sale after sale if you will only remember to keep it fully stocked 
so that it can sell at its best as you handle other customers ! 


Each Blister Pack is a specialist. It tells the specialized story of the 
rule it houses. . . . Your customer browses, sells himself. 


OME AS TER 


MASTER RULE MFG., CO. INC. Middletown New York 


ahs Lil wood AND STEEL TAPE RULES | iy ity 
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Saving 
Tools 


HARGRAVE 
Quick Clamps 


































































Pressure Tip slides 
to work being held. 











































Faster than "'C" clamps. 
Remain rigid at any 
opening—clamp pressure 
tip and bearing moves 
quickly to work being 
held. 


Do-It-Yourself Users, Me- 
chanics, Farmers, Repair 
Shop Operators should all 
know about these easy to 
use clamps. Stocked in 
your area by Wholesale 
Hardware Distributors. 
Order and display these 


clamps now. 


WRITE FOR CATALOG 


of the complete line of Har- 
grave "tested tools". Repeat 
and dependable profit tools. 


The COMPLETE LINE of 
Clamps, Chisels, Punches, Ma- 
sonry Drills, Saw Vises, Brace 
Wrenches, File Cleaners and 
Washer-Metal Cutters. 


The Cincinnati Tool Co. 


Montgomery Road 
CINCINNATI 12, OHIO 


© 
PN Le 7.\"73 


The Complete Line of Tested 
TOOLS 
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NEWS and VIEWS 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 


Social Security 
Extension Planned 


Oral and written statements from 
business, labor, farm groups, and 
professional associations on the 
Eisenhower Administration request 
for an expanded Social Security 
program are being considered by 
the House Ways and Means Com- 
mittee. 

Administration proposals contem- 
plate extension of the program to 


| additional millions of people, par- 











ticularly self-employed persons in 
various professions and occupations. 

Also recommended is application 
of the Federal payroll tax to a big- 
ger slice of annual earnings to fi- 
nance higher benefits for retired 
men and women. 

Committee Chairman Daniel A. 
Reed, (Rep.-N. Y.) says he will urge 
Social Security coverage for any 
working group wishing to be 
brought into the system, so long as 
the broader program can be admin- 
istered soundly. 


May Take Business 
Census in 1955 


A census of business and manu- 
facturers, which had been sched- 
uled for 1953 until Congress refused 
funds, may become a reality for 
1955. 


Congress had indicated it would 
be more sympathetic if convinced 
such a census is essential, not a 
boondoggle. A report to this effect, 
result of a survey made for the U. S. 
Commerce Department by a special 
committee of labor and business 
economic experts, is now in legis- 
lative hands. 

The report finds that retailers and 
wholesalers need such a census to 
measure market potentials, forecast 


new distribution trends, estimate 
proper inventory levels, and to plan 
employment and advertising budg- 
ets. 


Personal Income 
Shows February Dip 


Personal income in February was 
at an annual rate of $283 billion, 
about $%4 billion less than in Jan- 
uary. The U. S. Department of 
Commerce noted that in the first 
two months of this year, personal 
income was slightly higher than in 
the same months of 1953. 

Farm income in February was 
about the same as in the previous 
month. 

The movement in total income 
from January to February reflected 
primarily a further small decline jn 
payrolls. 


Counterfeits Turning Up 


Counterfeit currency is still turn- 
ing up in many areas. Early this 
year, the U. S. Secret Service was 
making arrests to halt a flood of 
genuine - looking $5, $10, and $20 
bills. In 19538, the Secret Service 
hauled in 199 persons on charges of 
counterfeiting. 


Pensions in Retailing 


Retirement pension programs and 
prepaid medical care for employees 
are gaining ground in retail, whole- 
sale, and service businesses. That’s 
the finding of the U. S. Chamber of 
Commerce, based on a survey of 
1,200 firms. Nearly half of the com- 
panies which responded have pri- 
vate pension plans. 


(Resume reading on page 11) 
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Boost your Profits with 


PLASTEX 
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MAKE MORE MONEY WITH PLASTEX PIPE— 
the handyman’s “do-it-yourself” pipe for farm 
Up and home water lines, irrigation, drainage and 
well piping. PLASTEX SELLS FASTER because 


PLASTEX MEASURE MARKED PIPE quickly, 
efficiently, and with far LESS REMNANT LOSS. 


ill turn- 
rly this it’s permanently MEASURE MARKED every START ROLLING OUT PLASTEX AND ROLL- 
ice was 10 feet for easy installation . . . backed by a ING IN PROFITS, NOW! Your hardware jobber 
flood of guarantee of purity, perfection and permanence. can supply you, or write for complete information. 
and $20 . ° 
ee SAVE TIME ON EVERY SALE with the handy 
Service , “gage CO. 
arges of ripen certs aime and giant 600’ coil. THE PLASTEYX 
t ends awkward coil handling—one man can cut 402 Mt. Vernon Ave., Columbus 3, Ohio 
SELL PLASTEX WITH CONFIDENCE because it is produced by a firm with 15 years’ “know-how” in 
plastics and made to the rigid specifications of the Thermoplastic Pipe Division of S.P.1. 
ams and 
iployees 
, whole- 
, That’s 


mber of 
rvey of 
he com- 
ve pri- 
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this New STAR 
HEX-PAK: 





That’s right—hard- 
ware dealers from coast 

to coast are cashing in on hacksaw 
blade sales with the New Star 
“Flex-Pak” Display. 

Why? 

Because it puts hacksaw blades 
where your customers can see 
them. 

Why? 

Because it helps you sell your 
customers Star “Molyflex”® High 
Speed hacksaw blades—at 4 times 
the dollar profit for you and better 
than 4 times the cutting efficiency 
for them. 

Why? 

Because you carry less inven- 
tory with a balanced stock of 80 
Star Unbreakable Special Flexible 
(green) and 20 “Molyflex” High 
Speed (copper colored) hacksaw 
blades. 

Be sure to order 
the Star “Flex-Pak” 
—for better display, 
balanced stock and 
money - making 
“Molyfiex” sales. 





Sold Only Through Recognized Distributors 
3088 


EMSON BROS., Inc. 
MIDDLETOWN, N.Y., U.S.A. 
Makers of Hand and Power Hack 

Saw Blades, Frames, Metal Cutting Band 
Sow Blades and Clemson Lawn Machines. 
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16-24 Hardware Week irha 
25-27 Florida Hardware Show 
25-27 Georgia Hardware Show 


15-16 Locksmith's Trade Show 
16-18 Alabama Hardware Show 
17-19 Industrial Supply Convention 


17-19 Texas Wholesale Hdwe. Assn. 
Texas Hardware Boosters Club 


12-15 National Retail Hardware Assn. 
12-16 Housewares & Appliance Show 





Convention Check List 


For complete details about the conventions listed by dates below see 
the alphabetical listings following this quick check list. 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 








+ 


August 
l- 4 Housewares Show (Western) 
15-18 Pacific Northwest Gift Show 
22-25 Portland (Ore.) Gift Show 
29-31 Spokane Gift Show 
30-3! Walter H. Allen Show 


September 
26-29 National Builders’ Hdwe. Exposition 


October 
3- 6 Atlantic City Hardware Conven- 
tion of AHMA and SWHA 
10-12 Sporting Goods Eastern Market 
Week in New York 
11-15 National Hardware Show 


1955 


February 
6-10 Nat. Sporting Goods Show 











National Events 


American Hardware Manufacturers 
Assn. annual joint convention with 
the National Wholesale Hardware 
Assn., Oct. 3-6 atthe Marlborough- 
Blenheim Hotel, Atlantic City, N. J. 
Arthur L. Fauble is secretary of 
the AHMA with offices at 342 Madi- 
son Ave., New York 17, N. Y. 
Thomas A. Fernley, Jr., is execu- 
tive secretary of the NWHA with 
offices at 1900 Arch St., Philadel- 
phia 3, Pa. 


Hardware Week (irha), April 16-24. 
Sponsored by the National Retail 
Hardware Assn., 964 No. Pennsyl- 
vania St., Indianapolis 4, Ind. Rus- 
sell R. Mueller, managing director. 


Housewares Show (Western), Aug. 
1-4, at the Shrine Auditorium, Los 
Angeles, Calif. Sponsored by the 
Los Angeles Trade Fair, Inc., 1151 
South Broadway, Los Angeles 15. 


Industrial Supply Convention, May 
17-19, at New York City. Sessions 
at the Waldorf-Astoria Hotel. Con- 
ference Booth Program at Madison 
Square Garden. Sponsored by the 


American Supply and Machinery 
Manufacturers’ Assn., 814 Clark 
Bldg., Pittsburgh 22, R. Kennedy 
Hanson, general manager; the Na- 
tional Industrial Distributors Assn., 
1900 Arch St., Philadelphia 3, Pa., 
H. R. Rinehart, executive secretary; 
and the Southern Industrial Dis- 
tributors’ Assn., 712 Volunteer 
Bldg., Atlanta, Ga., E. L. Pugh, 
secretary-treasurer. 


Locksmiths’ Convention and Trade 
Show, May 15-16, at the Park Sher- 
aton Hotel, New York, New York. 
Sponsored by Locksmiths’ Conven- 
tion and Trade Show, Inc., Robert 
Rognon, chairman, 110 E. 59th St., 
New York 22, New York. 


National Builders’ Hardware Exposi- 
tion, Sept. 26-29, at the Palmer 
House, Chicago. Sponsored by the 
National Contract Hardware Assn., 
John R. Schoemer, managing di- 
rector, and the American Society 
of Architectural Consultants, W. A. 
Mathewson, executive secretary. 
Administrative office of both groups 
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New Millers Falls 
“Dyno-Mite” © 
Power Bits 

ereene Ls 
Stay Sharp 

10 Times Longer 
Than Ordinary Bits 
ed | 
Even Cut Thru Wire 
Nails and Screws 
Without Damage 


hae 








































Cost No More 
Than Standard 
Tool-Steel Bits 


HERE THEY Are / 


THE FIRST AND ONLY POWER BITS 
WITH HIGH-SPEED STEEL BLADES 





Every man who owns an electric drill or drill press — home- 
owners, hobbyists, farmers, carpenters, electricians, plumbers, 
steamfitters, repair men — they’re all prime prospects for these 
amazing new “‘Dyno-Mite” bits. For only ‘‘Dyno-Mite’’ bits 
offer the tremendous advantages of high-speed steél blades. Yet 
they cost no more than ordinary power bits. 

“Dyno-Mite’”’ bits cut clean and fast — even at angles — in 
hard and soft woods, plastics, plywood and similar materials. 
They hold their cutting edge 10 times longer than ordinary tool- 


12” Extensi 
Hex Key steel bits, and they even go through wire nails and screws without 





being damaged or dulled. 
Order a supply from your jobber and cash in on the almost 


MILLERS FALLS unlimited market for these remarkable new bits. Already 


TOOLS they’re setting sales records in store after store. 


® Millers Falls Company, Dept. HA-2, Greenfield, Mass. 
She Mlk of Myperiorllyy 
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You're going to sell nearly.as.much Melmac dinnerware 
in 1954 as has been sold in all previous years according 
and you too, 








fo an authentic as 
get our proportionate rower 
forecast for 1954, Boontonware v 


its top-selling Deluxe line 


Actual orders received so far this yeur— 


many marked rush—show that the forecast was right: 


we are in an expanding market; 
we have two tremendously popular designs; ond 
the idea of keying these two designs to one line of 


service pieces is appreciated 





by anyone who has ever 


had to worry 








about inventory. 


irae. id 


MELMAC conten at its CULLLS, 





BOONTON MOLDING COMPANY — 
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BOONTON, NEW JERSEY 


at 420 Madison Ave., New York 17, 
i i 2 


National Hardware Show, Oct. 11-15, 
at the Navy Pier, Chicago. Spon- 
sored by National Hardware Show, 
Inc., 331 Madison Ave., New York 
17, N. Y. Frank Yeager, director. 


National Housewares and Home Ap- 
pliances Show, July 12-16 at Con- 
vention Hall, Atlantic City, N. J. 
Sponsored by the National House- 
wares Manufacturers Assn., 1140 
Merchandise Mart, Chicago 54. 
A. W. Buddenberg, executive secre- 
tary. 


National Retail Hardware Assn., an- 
nual congress, July 12-15, at the 
Fairmount Hotel, San Francisco. 
Managing director, Russell R. Muel- 
ler, 964 No. Pennsylvania St., In- 
dianapolis, Ind. 


National Wholesale Hardware Assn. 
annual joint convention with the 
American Hardware Manufacturers 
Assn., Oct. 3-6 at the Marlborough- 
Blenheim Hotel, Atlantic City, N. J. 
Thomas A. Fernley, Jr., is execu- 
tive secretary of the NWHA with 
offices at 1900 Arch St., Philadel- 
phia 3, Pa. Arthur L. Fauble is sec- 
retary of the AHMA with offices at 
842 Madison Ave., New York 17, 
i a 2 


Regional Events 


Allen, Walter H., Co., Inc., annual 
stockholders’ meeting and Merchan- 
dising Show, Aug. 30-31, at the 
Baker Hotel, Dallas, Tex. 


Texas Wholesale Hardware Assn., an- 
nual joint meeting with the Texas 
Hardware Boosters Club, June 17- 
19, at Galveston. Secretary-trea- 
surer, Howard Weddington, 1427 
National City Bank Bldg., Dallas. 


Sporting Goods Eastern Market Week, 
Oct. 10-12 at the Hotel New Yorker, 
New York City. This trade show, 
similar to the annual Western 
Market Week, sponsored by the Na- 
tional Sporting Goods Assn., 1 N. 
La Salle St., Chicago, IIl. 


State Events 


Alabama Retail Hardware Assn., con- 
vention and exhibit, May 16-18, at 
The Admiral Semmes Hotel, Mobile. 
Association secretary, Mrs. Euna G. 
Ramsey, 1006 Frank Nelson Bldg., 
Birmingham. 


Florida Retail Hardware Assn., con- 
vention and exhibit, April 25-27, at 
George Washington Hotel, Jackson- 


ville. Executive manager, W. W. 
Howell, P. O. Box 183, Waycross, 
Ga. 


Georgia Retail Hardware Assn., con- 
vention and exhibit, April 25-27, at 
George Washington Hotel, Jackson- 


ville, Fla. Executive manager, W. 
W. Howell, P. O. Box 183, Way- 
cross. 
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TWIN TOWF:L BAR 


SORHETY STORE WERCRARDISER 


AVITAL PACKAGING COMPETITION 
S953 


get award 


rnevemien fe 


x 
os 





Now again, as in 1950 when we did 
our last major packaging job, top 


award in the annual Variety Store 





Merchandiser’s packaging contest 





comes to Autoyre! 


Maybe it’s coincidence. Maybe it’s 
luck. Maybe it’s because we do try 
hard, year in and year out, to give 
you who are selling Autoyre acces- 
sories the very best products, the 
very best packages, the very best 
merchandising and advertising we 
possibly can. 

















































wh nm atczal In] 1 





Ve ° 


MATCHED LINES OF ACCESSORIES FOR 
BATHROOM e¢ KITCHEN e CLOSET 


The Autoyre Company + Oakville, Conn., U.S.A. 
A Subsidiary of Ekco Products Company 






DESIGNED TO MAKE THE PASSER BUY 








WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 151. 


(Continued from page 13) 


gold, chartreuse, wine, violet, green, 
red and blue. Pitcher and tray come 
in gold. Giftware is packaged in 





four boxes: set of four tumblers at 
$3.95; tray at $3.75; pitcher at 
$5.50; set of eight tumblers at 
$7.75. Prices are slightly higher in 
West. Aluminum Goods Mfg. Co. 


For more data circle No. 9 on postcard, p. 151 


21-In. Rotary Mower 
Sabre-Jet two-speed rotary power 
mower has a creeper gear for mow- 
ing in tall grass, a walking gear for 
normal lawn operation and neutral 
for free-wheeling. Leaf mulching 
attachment is included as standard 


en 
se 
a | 





equipment. Other features include 
1%, hp., four-cycle engine; 2-to-1 
gear reduction for maximum power; 
automatic rewind starter; extra 
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strong cast aluminum base; com- 
pletely shielded drive; quiet muf- 
fler; safety blade, and safety-slip 
disc clutch. Mower is a 21-in. side- 
trimmer type with an adjustable 
cutting height from 1 to 3% in. 
Finished in baked-on cream and 
yreen enamel, it is fair-traded at 
$189.50 East of Rockies; $192.95 
in far West. Reo Motors, Inc. 


For more data circle No. 10 on postcard, p. 151 


Pet Cleaner 


Pet-Kleen push-button foam dry 
bath cleans cats and dogs without 
using water. Slight pressure on dis- 
pensing valve puffs a ball of lather 
on pet’s coat. Also deodorizes, kills 
fleas and lice, alleviates itch and 
curbs bacteria while it cleans. 
Formula, tested and used for bug- 





kill and safety by veterinarians and 
pet hospitals, contains pyrethrins, 
piperonyl butoxide and methylene- 
bis. Retails at $1.49 for an 11 oz. 


can. Counter display card and 
window banner come with each 
dozen carton. Bostwick Labora- 


tories, Ine. 


For more data circle No. 11 on postcard, p. 151 


Paint Roller 


Snap-off paint roller, called the 
Alkotr Bal-Lok, employs a ball and 
spring locking device to assure 
proper tension in holding cover on 





snugly. Roller trims closely to wood- 
work and adjacent walls. Cover is of 
all-purpose Lonel fabric and can be 
used with oil, water- and rubber- 
base paints. Comes with 91% x 15 in. 
baked enamel tray which holds 
more than a quart of paint, and has 
a stationary ladderlock device. Set 
is packaged in colorful, individual 
carton. EF Z Paintr Corp. 


For more data circle No. 12 on postcard, p. 151 


Oscillating Sanders 

New line of oscillating sanders, 
under the name Gusto, are built 
for maximum speed, efficiency and 
reliability. Sanders operate at 50 
sanding strokes per second and can 
be used on wood, metal, plastics, 
plaster, paints, etc. They are as 
efficient on flat as on curved sur- 
faces and in vertical as well as 
horizontal position. Simple, sturdy 
construction with no belt or gears 
gives maximum reliability and long 
life. Victor J. Krieg, Inc. 


For more data circle No. 13 on postcard, p. 151 


Water System 

This jet-type water system, 
known as the Minijet, is easily con- 
vertible for shallow or deep well 
service. For shallow well service it 





is shipped as a packaged unit; for 
deep well service, jet is easily dis- 
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“What we like about your 


portable tool franchise . 
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PORTER-CABLE MACHINE CO. 2104 N. Salina St., Syracuse 8, N. Y. 
(In Canada write: Strongridge, Ltd., London, Ont.) 


Belt Sanders e 
@ Shaper 


Orbital Sanders a 
®@ ChainSaw ® Drills 


Saws ©@ Routers @ Planes 


Hedgshear @ Combination Driil-Sander 


‘ Our Watchword” 


OG: 


@ You may be in an open territory. 


Find out. Write for full details 
on the Porter-Cable Franchise. 


Porter-Cable 
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WHAT'S NEW 








connected from pump and installed 
in well. Called Figure 4920, it is a 
complete system including pump, 
foot valve, pressure gage and 12- 
gal. tank, fully assembled and ready 
to install; no extra parts are re- 
quired. For those preferring larger 
storage tank, Figure 4921 is fur- 
nished as a complete system with 
exception of the pipe and fittings 
between pump and tank. Capacities 
range up to 520 gal. per hour in 
shallow well service and up to 660 
gal. per hour in deep well service. 
Deming Co. 


For more data circle No. 14 on postcard, p. 151 


Refrigerator Rack 
Spill-No-More refrigerator rack 
holds milk, juices, pickle jars, olive 
bottles, etc., securely and prevents 
spilling and mess. Chrome plated 





rack is 13 in. long and fits in any 
refrigerator. Attractive four-color 
descriptive card is attached to each 
rack. Dealer cost is $9 per dozen. 
Dover Products Co. 


For more data circle No. 15 on postcard, p. 151 


Hand Lawn Mower 


Great American Hi-Cut hand 
lawn mower features a height of 
cut range which varies from 5% in. 
to 2% in. Similar to the Great 
American Regular mower, the Hi- 
Cut has five extra-wide, ball bear- 
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@ For more information on these products and services 
use free post card on page 151. 


ing mounted spring tempered steel 
blades, double ground for cutting 
efficiency; light strong twin tube 
steel handle; straight ribbed tread 





semi-pneumatic rubber tires, and 
large sectional wood rollers for 
easy turning and maneuverability. 
Pennsylvania Lawn Mower Div., 
American Chain & Cable Co., Inc. 


For more data circle No. 16 on postcard, p. 151 


Vacuum Cleaner 

Universal Super Jet 99 vacuum 
cleaner features a thread-picking 
nozzle that eliminates suction fade- 
out. Other features are two-second 
emptying, quiet action, snap-lock 
wands, easy storing and carrying. 
Weighing 18 lb., vacuum comes in 
two-tone gray, with housing of two- 
piece drawn steel. Has Universal 
type motor, rubber motor mount- 
ings, dynamic balance and self- 





lubricating ball bearings. Operates 
on 115 volts AC-DC with a 735 
average watt input. Landers, Frary 
& Clark. 


For more data circle No. 17 on postcard, p. 151 





Tool Kits 


Two Hardware Week specials in- 
(illus- 
trated) consisting of one reversible 


clude a do-it-yourself kit, 







A ientaecee-enenages 
















} 

’ 
if 
; 
‘ 





screw driver and one chrome plated 
slip joint plier in plastic bag. List- 
ing at $1.79, kit has regular value 
of $2.80. Other item is a four-piece 
Swedish steel wood chisel kit regu- 
larly priced at $9.25 and reduced 
to $7.49. Vaco Products. 


For more data circle No. 18 on postcard, p. 151 


Christmas Plaque 

No. 102 Twin Candle-Merry 
Christmas Plaque is attractively de- 
signed in Christmas colors with 
twin-haloed candles and holly in 





molded Unit is lighted 


vinylite. 
with one 15 watt standard base lamp 
complete with cord and plug. Plaque 


measures 15% in. high, 15% in 
wide and 21% in. deep. Individually 
boxed six to a carton. Glolite Corp. 


For more data circle No. 19 on postcard, p. 151 


Garden Tractor 
Special 2 h.p. year ’round Garden 
Tractor is a two-wheel model with 
shock-resistant tubular steel handle, 
heavy-gage steel frame, transmis- 
(Continued on page 154) 
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Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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No postage necessary *f mailed in the United States —_—__—_— 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 



















more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 
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HARDWARE 









Here's a full-time “salesman” 






















with | everything it takes | to sell tools! 



























Now, all it takes for you to give your tool : 
sales a real boost is three square feet of ; 
counter space and $100! 


The Bon-E-Con merry-go-round com- 
bines display appeal with self-service fea- ' 
tures. Here’s a full-time “‘salesman”’ that 
always says the right thing at the right 
time. And the Bon-E-Con line of quality 
tools includes only the most popular items: 
the fast movers that assure quick turnover. 


Bon-E-Con Tools are quality tools priced 
to put you in a position to compete with 
any tool retailer. This gives you a real 
opportunity to sell tools to car owners, 
hobbyists, weekend mechanics, appren- 
tices, home gardeners, farmers—practi- 
cally everybody who comes into your store. 





Use this coupon today to find out how three square 





feet of your counter space and $100 will give 
your tool business a BIG boost! 





















Bonney Forge & Tool Works HA-614 
Allentown, Pennsylvania 






Tell me more about how the Bon-E-Con merry-go- 
round will boost my tool sales. 





BON-E-CON 


su ote) B— 


COMPANY 
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! 
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1 NAME 
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. ADDRESS 
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! 








BONNEY FORGE & TOOL WORKS e ALLENTOWN e PENNSYLVANIA 
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large and small concentrator, yas 


> and steam hoses, and special gas 
regulator in sturdy corrugated con- 
tainer. Hyde Mfq. Co. 


For more data circle No. 21 on pos‘card. p. 151 








Alkyd Enamels 


@ For more information on these products and services Added to the Broma line, these 
use free post card on page 151. alkyd enamels give trouble-free pei 

formance with new lower valve as 

sembly specifically designed 


(Continued from page 150) mower, lawn mower, lawn roller, ‘ i 
sion sealed in oil, counter-weighted snow plow, dump cart, riding sulky, paint products. Mounting shee 
tool and clutch controls, and quick hay rake and seeder. Midland Co. designed to eliminate cavities and 
change front and rear hitches. At- For more data cirele No. 20 on posteard, p. 151 eakage. Removable, non-clogging 


tachments available are the 6'» in. 
Wallpaper Remover 

Little Giant wallpaper remover 
for the homeowner is small, com- 
pact and light in weight. It will 
fit into auto trunk or on back seat 
for easy portability. Unit is heated 
with regular bottled gas which is 
controlled at tank with special 
safety device. Boiler is 19 in. high, 
13 in. in diameter, and weighs 40 
lb. It comes with excess steam 
escape valve and water gage. Boiler 
unit is finished with heat resistant 





aluminum and has casters allowing spray head can now be easily at- 
moldboard plow, cultivator, dise har- it to be rolled from room to room. tached or removed for proper clean- 
row, spike harrow, 30 in. sickle Complete unit includes steam tank, ing without damage to valve as- 














The MILESCRAFT Line Is The Complete Line 
Used By The Craftsman For Many Years 


eS Sak wie , 


10A Angle Float 16A —— Float 24A Corner Tool Im Narrow Edger 


26A Cement Groover 25A Cement Rager 33A rar ser 
Curb Tool 


ia 13A Plaster Hawk 


52A Steel Hex Plumb Bob 
Sizes Ylb. Yralb. %lb. 1b. 


SOLD 


ONLY THROUGH | Om B= O SS 


WHOLESALERS 
a ~ pmo RENEE! . 
2.0— 6=——D.>} 


We manufacture over 80 Cement and Plaster hand tools and 70 models and styles of Levels 


THE MILESCRAFT MANUFACTURING CO. 


10409 MEECH AVENUE CLEVELAND 5S. OHIO 












Tampers 4A 8"x8” 
6A 10”x10” 





91A—4'4” x 11%” Plaster Trowel 








=) 











97A—4” x 14” Cement Trowel 
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for Every Kneeling Job 





display em on your counter and... 
theyll sell themselves! 


these LEADING JOBBERS can supply you from STOCK 











Amarillo Hardware Company Amarillo, Texas 
American Hardware Supply Co. Pittsburgh, Pa. 
Arett Sales Corp. New Rochelle, N.Y. 


Baker & Hamilton—- San Francisco, Cal. 

Bay Cities Wholesale Hardware Co. —San Francisco, Cali! 
Beckley Hardware & Supply Co. Beckley, W. Va 
Belknap Hdwe & Mfg. Co. Louisville, Ky 

Benson, L. A. Co.—Baltimore, Md. 

Billings Hardware Co. Billings, Mont. 

Blish, Mize & Silliman Hardware Co.— Atchison, Kansas 
Bluefield Hardware Co.— Bluefield, W. Va 

Bluefield Supply Co. Bluefield, W. Va. 

Bostwick-Braun Company Toledo, Ohie 

Bruce-Rogers Company — Fort Smith, Ark 

Buchanan- Williamson Supply Co.-- Grundy, Va. 

Budrow & Company —Los Angeles, Cai 

Buhrman-Pharr Hardware Company - Texarkana, Ark.- Tex. 
Buyrn, Old & Eaton, inc.—Norfolk, Va. 


California Hardware Co.—Los Angeles, Cal. 
Carlisie Hardware Co. — Springfield, Mass 
Central Hardware Company —St. Louis, Missouri 
Central Wholesale Co. — Boise, Idaho 

Charleston Hardware Co.—Charleston, W. Va. 
Cleveland Hardware Co.— Shelby, N.C. 

Cotter & Company —Chicago 11, Ilinois 

Crisman Hardware Co.—Chattanooga, Tenn. 


Danser Hardware & Supply Company— Weston, W. Va 
Dawson, G. R. & Son— Chester, S. Carolina 
Drumheller Company Walla Walla, Wash 
Dunham, Carrigan & Hayden Co. —San Francisco, Cal. 


Emmons-Hawkins Hdwe Co.—Huntington, W. Va. 


Famport Hardware Co.—New York, N.Y. 
Farwell-Ozmun-Kirk & Co. — St. Paul, Minn 
Findlater Hardware Co. San Angelo, Texas 

Foster -Thornburg Hardware Co. Huntington, W. Va. 
Fox Brothers Hardware Co. Pine Bluff. Ark 

Fries, Beall & Sharp Co.-Washington, D.C. 


General Hardware & Supply — Philipsburg, Pa 
Goodkin Hardware Company — Hollywood, California 
Goshorn Hardware Company — Charleston, W. Va. 


Hall & Company — Spartanburg, S. Carolina 

Hardsocg, Martin The, Company — Pittsburgh, Pa. 
Hardware Distributing Company Seattle. Washington 
Harper & Reynolds Corp.,—Los Angeles, California 
Hibbard, Spencer, Bartlett & Co. Chicago, Illinois 


JUDSEN RUBBER WORKS, INC. 





MOLDED RUBBER e 
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Hight Co., The W.T.--Boston, Mass 

Holmes Hardware Company Pueblo, Colorade 
House-Hasson Hardware Co. Knozville. Tenn. 
Hubbard, Geo. W. Hardware Co. Flint, Mich. 
Hubby-Reese Co., inc. Waco, Texas 

Hulfish, Worth & Sons— Alexandria, Va 

Hunt & Mottet Co. Tacoma, Washington 


Janney-Semple-Hill & Co. Minneapolis, Minn, 
Jellico Hardware Co., inc. — Jellicoe, Tenn 
Jensen-Byrd Company — Spokane, Wash. 


Kane & Keyser Hardware Co. Belington, W. Va. 
Keith- Simmons Co. Nashville, Tenn 
Kelley-How-Thomson Co.- Duluth, Minnesota 
Kruse Hardware Company Cincinnati, Ohie 


Leonard, Chas. Hardware Co. Petersburg, Va. 
Loewenstein & Sons Charleston. W. Va 

Logan Hardware & Supply Logan, W. Va 

Long-Lewis Hardware Compary Birmingham, Alabama 


McCarty, H.J. & Company Detroit, Michigan 
McClung, C.3.& Company Knoxville. Tenn 
McComb Supply Company Harlan, Ky 
McMaster-Cart Supply Co. Chicago, il 
Marshall-Wells Company Duluth, Minn 

Maxwell Wholesale Hdwe Co. Oakland, Cai 
Miller, C. H., Hardware Company Huntingdon, Pa 
Missoula Mercantile Company — Missoula, Montana 
Momsen-Dunnigan-Ryan Co. E! Paso, Tex 
Monroe Hardware Co. Monroe, N.C 
Moore-Handiey Hardware Co. - Birmingham, Ala. 
Morton, Chas. £. Company Los Angeles, Calif. 


Newark Specialty Company Newark, N. J 
Northern Wholesale Hdwe Co. Portland, Oregon 
Norton Hardware Company Norton, Virginia 


Oklahoma Hardware Co.— Oklahoma City, Okla 
Orgill Bros. & Company — Memphis, Tenn 
Ott-Heiskeli Company Wheeling, W. Va 


Pacific Tent & Awning Company — Fresno, Cali! 
Paxton & Gallagher Co.—Omaha, Neb 
Pennsylvania & West Virginia Supply Corp 
Persingers, inc.—Charleston, W. Va 
Persinger Supply Co.—Williamson, W.Va 
Phillips Hardware Company Cambridge. Maryland 
Phillips, 1. W. & Company — Tampa, Fla 

Pritziaft Hdwe., John—- Milwaukee, Wis. 

Prutzman, H. C. Company — Altoona, Pa. 


EXTRUDED RUBBER e 


Wheeling, W.Va. 


Railey-Milam Inc. Miami, Fla. 
Raleigh Hardware Co. Beckley, W. Va. 


Saginaw Hardware Company Saginaw, Michigan 
Schelly, C. Y .& Bros. Allentown, Pa 

Schlatter Hardware Co. Fort Wayne, Indiana 
Seattle Hardware Co.— Seattle, Wash. 

Seller Bros. & Company San Francisco, Cal 
Shapleigh Hardware Co. St. Louis, Mo 
Sickels-Loder, Inc. _New York, New York 

Simon Hardware Company Oakland, Calitornia 
Somers, Fitler & Todd Co. Pittsburgh, Pa 
Southern Hardware Company Charleston, W. Va 
Southern Hardware Co., inc. Helena, Ark 
Southwestern Hardware Co. Okiahoma City, Okla 
Sovetts, R.D. Los Angeles, Cali! 

Speer Hardware Co. Fort Smith, Ark 

Stearns, F. C., Hardware, inc. Hot Springs, Ark 
Sterling Hardware Company Hazard, Kentucky 
Stratton & Terstegge Co.— Louisville, Ky 
Stratton-Baldwin Co. Inc.—New Osleans, La 
Stratton- Warren Hardware Co._ Memphis, Tenn. 
Summers Hdwe & Supply Co. Johnsen City, Tenn, 
Superior-Sterling Company — Bluefield, W. Va. 
Swank Hardware Co. Johnstown, Pa. 


Thomson-Diggs Co. Sacramento, Cai 

Townley Metal & Hdwe Co. Kansas City, Mo. 
Tracy-Wells Company Columbus, Ohio 
Tryon, Edw. K. Company — Philadeiphia, Pa 


Union Hardware & Metal Co. — Los Angeles, Calif, 


Valley Supply Company — Elkins, W. Va 
Van Camp Hardware & tron Co. — indianapolis, ind. 
Virginia Wholesale Company — Appalachia, Virginia 


Watkins-Cottrell Company — Richmond, Va. 

Weed & Company Buffalo, N.Y 

Wein Hardware Co., Inc. New York, N.Y 
Western Wholesale Hdwe Co. San Francisco, Cal, 
Williamson, Ben & Co., Inc.— Ashland, Ky 

Willis, R. F. & Bros., inc. Penns Grove, N. J 
Wilson Pugh Company- Cumberland, Md 
Wimberly-Thomas Hdwe Co. Birmingham, Ala. 
Woodbury Hardware Company Portland, Ore 
Woodward Hardware Co. Cairo, lilinois 
Woodward, Wight & Company New Orleans, La. 
Worth Hardware Company -New York. N.Y 
Worthingten, George Co. Cleveland, Ohio 


Zork Hardware Co. £1 Paso, Texas 


© 4107 W. KINZIE STREET © CHICAGO 24, ILLINOIS ¢ Founded 1891 
SPONGE RUBBER 











GRC CAP NUTS 
, Attractive, bright finish 
© DEPENDABLE 
¢ RUSTPROOF 
¢ DURABLE 





GRC WING NUTS 


Exclusive, finger-grip 
design; easy to as- 
semble, disassem- 
ble; brightly finished; 
clean threads. 










For faster volume selling : 
GRC exclusive die cast Wing 
Nuts and Cap Nuts in fast sell- 
ing display assortments—packed 
four popular sizes to box! 


Also available in bulk in all com- 


mercial finishes. 


Write today for samples, prices 
& catalog sheets. 


World's Foremost Producer of 
Small Die Castings 


5 
Ary 

















GRIES REPRODUCER CORP. = 


161 Beechweed Ave., New Rochelle, #.7. 
WEw Rochelle 3-8600 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 151. 


sembly. Called Spray It Yourself 
Alkyd Enamels, paints come in as- 
sorted colors and attractively pack- 
self-service display rack 
Master Bronze 


aged in 
(illustrated). 
Powder Co. 


For more data circle No, 22 on postcard, p. 151 


Coffee Making Kit 


Coffee making kit designed espe- 


cially for travelers, includes all 
necessary equipment for brewing 
and serving coffee. Packed in a 
compact Scotch plaid zipper bag, 


12x10x5 in., kit includes fully auto- 
matic two to five cup electric perco- 


™ 


ae 





lator, four unbreakable plastic cups, 
four stainless sugar 
container, polyethylene bag for 
coffee container, and flannel bag to 
protect coffee maker in_ transit. 
Carrying case has reinforced fiber- 
board bottom and a hinged sepa- 
rator that keeps all contents in 
place. Case comes in red or brown 
Scotch plaid. Retail price of com- 
plete kit is $19.95, including appli- 
ance cord and federal excise tax. 
West Bend Aluminum Co. 


For more data circle No. 23 on postcard, p. 151 


steel spoons, 


Two-Way Locksets 

New “600” line of quality locksets 
has a dual-locking feature; push 
button and turn button are com- 
bined in one lock to provide auto- 
matic, two-way locking. The “600” 
is a six-pin-tumbler cylindrical lock 
stamped from heavy gage steel and 
brass, precision-fabricated and 


hand-finished in polished and satin 
brass, chrome and bronze. Other 
features of line are simplified cy)l- 





inder reversing, adjustable strike 
plate that allows for easy adjust- 
ment to warped doors, self-adjust- 
ing knobs, and time-saving installa- 
tion. Kwikset Locks, Inc. 


For more data circle No. 24 on postcard, p. 15) 


Double Hack Saw 


Double Hac-Saw holds two 12-in. 
blades in one frame. One blade is 
fine tooth for light work; the other 
is coarse tooth for heavier work. 
Each blade cuts full 5 in. diameter. 


Single turnbuckle tightens both 
blades at same time. Drum-tight 
blade tension increases cutting 









- 
So 
@: 





| il 
ae, | 


speed and accuracy, and reduces 
blade breakage. Each saw comes in 
a full-color jacket, front and back 
of which carry key selling points in 
bold type and diagram. Dreier 
Bros., Inc. 


For more data circle No. 25 on postcard, p. 15! 
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Mower Riding Unit 

Mast Riding Unit is a riding at- 
tachment for the 25-in. Trimalawn 
power lawn mower. It has a sturdy, 
one piece welded frame; semi-pneu- 





matic ball bearing wheel; adjustable 
spring seat; finger-tip controls, and 
is highly maneuverable. Can easily 
be installed in a few minutes with 
ordinary household tools. Retails 
for $69,95 in northeast; $73.95 in 
South and West. Reo Motors, Inc. 


For more data circle No. 26 on postcard, p. 151 


Chrome Sifter 

Chrome flour sifter, Model No. 
573, had been added to Androck 
line. It is a standard four cup, 
three-screen sifter with chrome 





plate metal body and black all-metal 


handle. Three screens completely 
aerate flour; squeeze-type handle 
provides easier sifting. Retails for 
$2.75. Washburn Co. 


For more data circle No. 27 on postcard, p. 151 


Woven Measuring Tape 
Hi-Line non-metallic woven tape 
is made of tough fibres for longer 
wear and greater dimensional sta- 
bility. Markings are protected by 
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tough plastic coating that is abra- 
sive-resistant and moisture proof. 
Case is hand-stitched genuine 
leather. First end of tape is rein- 
forced with durable green plastic. 
Last preceding foot number is re- 
peated in red at each inch, giving in- 
stantaneous readings. Tape is espe- 
cially for use wherever a non-con- 
ductor is needed and when steel tape 





——— 


[e234] ''S| 6, 





accuracy is not required. Four-color 
folder, describing tape and listing 
lengths, prices and markings avail- 
able, is free on request. Lufkin 
Rule Co. 


For more data circle No. 28 on postcard, p. 151 


Prefabricated Fireplace 
Thulman fireplace is a prefabri- 
cated, factory-built unit that is com- 
bined with the Thulman chimney to 
give a complete fireplace and chim- 
ney in one assembled unit. Space- 
saving design enables fireplace to 
be fitted into any size dwelling. 





| 








Basic unit consists of an inner, 
middle and outer casing. Measuring 
53x24 in., fireplace has a 20 in. 
hearth. Three-casing insulation and 
cooled air flow provides clearance 
from combustibles built-in. Fire- 
place will not interfere with regular 


Moto 


Oh 





BLACK FOLDING 
WROUGHT IRON 

DISPLAY 
Stands 6n 12” x 12" Counter Display 
3+:1350 Assortment... 


All Pure Black Bristle 
Retail 29c to $1.98 


1 Dozen Each |" to 3” 
Double Thick Varnish Brushes 


1/, Dozen Each 3” - 31/," - 4" 
Wall Brushes, 7/2" Thick 


$42.00 
$66.84 


All Packed, with Display, 
in One Shipping Carton 


Dealer’s Cost 
Dealer’s Return 


COLONIAL BRUSH 
MANUFACTURING CO., INC. 


160 WASHINGTON ST., NO. 
BOSTON 14, MASS. 
Tel.: Richmond 2-2515 


NEW YORK CHICAGO 











Wire Nails 
srano & Brads 








Display ’em 
... and profit 





@ it to display Cortland 


pays 
Brand Nails and Brads where your 


customers will see them. Because 
these conveniently-packaged nails 
and brads are one item everyone 
needs. It takes only a small counter 
display to remind shoppers to buy. 


@ They're accurately manufac- 
tured, uniformly finished . . . come 
in green packages for nails, yellow 
for brads, with both clearly marked 
for weight, length and gauge. Or- 
der Cortland Brand Nails and Brads 
from your jobber today—display 
‘em prominently on your counter! 
You'll find a complete stock of 
sizes, including Ye lb., V4 lb. and 1 
Ib. packages, takes just a minimum 
of space. 


BRAND 
NAILS & BRADS 


WIRE NETTING WB 


WICKWIRE BROTHERS, INC. 


HARDWARE CLOTH - 
WIRE SCREENING - 


Cortland, N. Y. 
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WHAT'S NEW 








heat output or heat circulation 
Available as an auxiliary unit is a 
hearth extension measuring 54x20x4 
in. and provided with grille in each 
end. Majestic Co., Ine. 


For more data circle No. 29 on postcard, p. 151 


Sportsman's Lantern 

This sportsman’s lantern com- 
bines a 1200 ft. searchlight beam 
with a wide-angle dome floodlight. 
Designed specifically for outdoor 
use, lantern throws a powerful for- 





ward beam or serves as a reading 
or work light. Lights work on in- 
which can be 
Metal 


cage guard protects dome light. 


dependent switches 


operated simultaneously. 


Equipped with wire bail handle for 
easy carrying and a grip handle for 
aiming searchlight, lantern is fin- 
ished in red enamel with gray trim. 
Suggested retail price is $4.95. Olin 
Industries, Inc. 


For more data circle No. 30 on postcard, p. 151 


Eight-Piece Bit Set 
Speed-Bor eight-piece bit set 
consists of seven bits and shank to 
fit any '4-in. electric drill or drill 
press, and drills holes up to 1 in. 
Bits are in 14, 3, 1%, %, %4, % and 
1 in. sizes. Chrome plated shank is 
fitted with slotted collar to hold 
each bit firmly locked in position. 
Bits bore fast and clean holes in 
wood, plastics, panelboard, plaster 





and compositions. Bits are of 
hardened tool steel to take and hold 
keen edge. Bits are packed in handy 
plastic case with individual clear 
plastic pocket for each bit, and 
mounted in colorful box. Snell ))i 
Parker Mfg. Co. 


For more data circle No. 31 on posteard, p. 151 


Pencil Sharpener 


No. 920 pencil 
signed especially for the home, can 
be mounted permanently on com- 
pany’s wall bracket or t 
of the way after using. Rotary 
ters sharpen standard size 


sharpener, de- 


stored ru 


any 





Available in red, yellow 0! 


pencil. 
black trim, sharpener 
$3.95. Dazey Corp. 


For more data circle No. 32 on postcard, p 


retails f 


Dish-Drainer 

Added to the Lustro-Ware line of 
plastic housewares is this Styron 
475 dish-drainer. It will not peel. 
rust or become sticky, and is easy 
1954 
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to keep clean. Molded in one piece 
with a no-splash, flanged top and a 
closed end silverware compartment, 
drainer measures 123¢x1614x33¢ in. 





Units nest for compact counter dis- 
play, each attractively carded for 
point of sale impact. Suggested re- 
tail price is $1.49. Columbus Plas- 
tic Products, Inc. 


For more data circle No. 33 on postcard, p. 151 


Steak Knife Set 

Six-piece table steak knife set, 
PS47MSE, features fine saw edge 
blades of high quality stainless steel, 
especially heat treated to give long 





service, and mirror finished for last- 
ing luster. One piece handles are of 
Beautywood, a laminated hardwood 
product of great strength, plastic 
bonded to resist water, heat, acid 
and alkalies. Retailing at $6.95, set 
comes in attractive gift box. Lam- 
on & Goodnow Mfg. Co. 


For more data circle No. 34 on postcard, p. 151 


Dessert Molds 


Added to Mirro line, this set of 
five molds has a new Copper-Tone 
finish which does not tarnish or 
show fingerprints. Set consists of 
two fluted molds, each with a 14% 
yt. capacity; melon mold holding %% 
qt.; gothic mold, 1% qt., and heart 
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ALL 3 
HAVE 
NEW 


Multi-Wire 
Edge 





MAGNIFIED VIEW 
;-Wire Edge 
how Multi- Wire , 
ae strength, sigicny. 
Screening lies flat, 1s © 
to cut, install. 
















@ Now Wickwire Brothers gives you a powerful new reason for stocking its 
complete Cortland Brand Insect Wire Screening line! Because this year all 3 
screenings—galvanized, bronze and aluminum—are supplied with its new 
Multi-Wire Edge. 


@ This Multi-Wire Edge causes Cortland Brand Screening to lie flat when 
unrolled . . . makes it easier to cut, easier to handle and install. Equally im- 
portant, it adds super-strength along the vital tacking or holding edge. 









@ Specify Cortland Brand Screening next time you order from your whole- 
saler! It meets U.S. Department of Commerce National Bureau of Standards’ 
specifications . . . comes in 18 x 14 mesh, 24” to 48” widths, 100 linear foot 
rolls. Extra wide widths available. 












SCREENINGS 







SELL ALL 3 









CORTLAND GRAY-WICK 
Durable, all-purpose screening. Electro-galvanized with at- 
tractive new light gray finish. 








CORTLAND BRONZE 
Rust-resistant . . . unaffected by weather, salt air. Bright or 
Dark Bronze “Antique” finish. 











CORTLAND ALUMINUM 
Won’t rust or stain because it’s made of Alclad aluminum 
wire. Strong, durable, lightweight. 


FREE DEALER KIT 
Make your store headquarters for Cortland Brand products with 
Wickwire’s Free Merchandising Kit. Contains streamers, folders, news- 
paper mats. Send for it today! 
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BUSINESS 
with 


No. 3134 
Self-piercing 
Copper Bull 


214” x 5/16”; 3” 





No. 3141 
Cattle 
Tile 
Snap 


No. 3142 





No. 333 
Bull Tie 
Snap 








. 


You build business three ways 
when you offer customers 
ANCHOR BRAND Barnyard Hardware: 


1. By offering customers everything they 
need in harness, saddlery, and miscel- 
laneous farm hardware, you can increase 
sales. Anchor Brand hardware is a com- 
plete line. 

2. Brand recognition makes selling easier. 
Your customers recognize Anchor Brand. 
They buy readily, with complete con- 
fidence. 


3. Anchor Brand’s enduring quality assures 
customer satisfaction . . . helps hold old 
customers, attract new ones. 


Simplify stocking . . . buying. Make Anchor 
Brand your one dependable source of barn- 
yard hardware. Your jobber handles the 
complete line. Call him today. 


NORTH & JUDD 


MANUFACTURING COMPANY 


NEW BRITAIN, CONNECTICUT 





Makers of ANCHOR BRAND 
HARDWARE Products 
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WHAT’S NEW 





@ For more information 


on these products and 
services use free post 
card on page 151. 





mold of *4 qt. For fruit cakes, pud- 
dings, salads and desserts, molds 
can also be used as wall plaques. 
Packed in attractive display box, 
set retails for $5.95; slightly higher 
in West. Aluminum Goods Mfg. Co. 


for more data circle No. 35 on postcard, p. 15! 


Cooking Thermometer 
Hermetically sealed Dial Roast 

Meat thermometer has been added 

to line of cooking thermometers. It 





has a pointed, stainless steel stem 
which is inserted into roast and ac- 
curately indicates internal meat 
temperature on a large, easy to read 
dial. Taylor Instrument Cos. 

For more data circle No. 36 on postcard, p. 151 


Paint Accessory Kit 


Do-it-yourself Paint Accessory 
Kit contains a plaster crack filler, 
brush cleaner and waterless hand 
cleaner, all packaged in non-break- 
able metal containers. Flexible putty 


Now is the Time 
to SELL 





TURN-TITE 


WIRE TIGHTENER 


Each Turn-Tite takes up 3 feet of 
No. 9 wire clothesline. % million 
sold in Kansas City Trade Territory 
in past 2 years 


RUST PROOF 


One installation lasts a life time 


U. S. Pat. No. 2,563,129. 


Sold by the following wholesalers 


INDIANA 

Van Camp Hardware 

Indianapolis, Indiana 
IOWA 

Luthe Hardware Co. 

East 14th at Aurora 

Des Moines, lowa 
KANSAS 

Blish, Mize & Silliman 

Atchison, Kansas 

Frank Colladay Hardware 

Hutchinson, Kansas 

Lee Hardware 

Salina, Kansas 

W. L. Thompson 

Topeka, Kansas 
KENTUCKY 

Belknap Hardware & Mfg. Co 

111 East Main 

Louisville, Kentucky 
MISSOURI 

Richards & Conover Co. 

200 West Fifth 

Kansas City, Missouri 

Stowe Hardware & Supply Co 

1322 West 13th 

Kansas City, Missouri 

Townley Metal & Hardware Co 

200 Walnut Street 

Kansas City, Missouri 

Wyeth Company 

325 North Second Street 

St. Joseph, Missouri 

Shapleigh Hardware Co. 

900 Spruce Street 

St. Louis, Missouri 
MONTANA 

Winter Hardware Co. 

Billings, Montana 

Montana Hardware Co. 

Butte, Montana 

Missoula Mercantile Co. 

Missoula, Montana 
NEBRASKA 

Henkle & Joyce Hardware 

Lincoln, Nebraska 

Paxton & Gallagher Co. 

9th and Jones 

Omaha, Nebraska 

Wright & Wilhelmy 

10th and Jackson Streets 

Omaha, Nebraska 
OKLAHOMA 

Strange-Jones Hardware 

Clinton, Oklahoma 

Oklahoma City Hardware 

Oklahoma City, Oklahoma 

Southwest Hardware 

Oklahoma City, Oklahoma 
PENNSYLVANIA 

Gables-Hardware Inc. 

Harrisburg, Pennsylvania 

Jere Woodring & Co. 

Hazleton, Pennsylvania 

York Paint & Hardware 

York, Pennsylvania 
TEXAS 

Higginbothim & Pearlston Hdwe 

Dallas, Texas 

Manufactured by 
Triangle Jack Company Incorporated 
Haysville, Kansas 
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AMF De Walt's 
Factory-to-you Policy 





protects your profits! 


When you take on the increasingly popular, high- 
profit AMF De Walt" “Power Shop” line, you're 
assured of select dealership and limited competi- 
tion. 

You sell AMF De Walt—a brand known and 
accepted coast-to-coast for over 30 years —pro- 
moted to consumers on nation-wide TV shows 
and in leading magazines to create new traffic for 
your store. 

You deal direct with AMF De Walt—no red 
tape, no middle men. Simplified packaging elim- 
inates extra handling costs. 

SELECT FRANCHISES ARE STILL 
AVAILABLE! Don't miss out on this big oppor- 
tunity for protected “do-it-yourself” profits. Mail 





coupon below today! 











x a 
“8g ; . 
b, be wer yatee YS 


EASY-TO-SELL FEATURES! No extra floor EXPERT FIELD HELP! Factory-trained dem- BIGGEST AD BACKING! Féaturing the big- 
space needed—only AMF De Walt builds _ onstrators are available to help you in all gest, most complete local promotion ever 





into a workbench—radial arm swings out your local promotions! Convincing demon- given any home workshop! Hard-hitting 
of way when not in use. 12 power tools in __ strations of “Power Shop” are the best way ads in your own local newspapers and 
1—loaded with sales appeal! to help you get orders. leading national publications. 


| AMF De Walt, Dept. HA-54-4, Lancaster, Pa. 





| am interestedsin the profit advantages of an AMF 


De Walt Inc. Lancaster, Pa. 





De Walt Power Shop” dealership. 


| 

DAV a 
| 

COMPANY. —— 

POWER SAWS | ADDRESS. ; _ 
IN CANADA: 

De Walt Canada Limited, Guelph, Ontario | Orr... ZONE___STATE __ —— 
Another product of AMF... better by design | 
I 
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Ya 
SUN RAY STEEL WOOL 


SELLS FOR YOU! 


The superior quality steel wool in every Sun Ray 
product is made possible by skillful manufacturing 
methods, vigilant inspection, utmost care and ac- 
curacy in grading and packaging operations. Ex- 
perienced craftsmen everywhere demand Sun Ray 
quality as a safeguard against imperfect work! 


LAYER-BUILT PADS Big, cushiony, work- 
manlike tools for cleaning, rubbing, pol- 
ishing, and smoothing. 


JEX HOUSEHOLD PADS Economical, sani- 
tary, full-bodied pads for cleaning, scouring, 
and polishing pots, pans and kitchenware. 





BULK POUND TUBES The homemaker's 
and professional worker's economy buy for 
home, shop and general industrial use. 


SELL SATISFACTION ... SELL SUN RAY STEEL WOOL 


UU STEEL WOOL PRODUCTS MANUFACTURED BY 


THE WILLIAMS COMPANY 


215 W. FIRST ST., LONDON, OHIO, U.S.A. 
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WHAT’S NEW 








knife is included as a free premium 
Refills are available separately on 
each item. Detailed instructions «re 
on the individual containers. Kit re- 
tails for approximately $1.69; 
slightly hivher in southwest and 
West. MV & H Laboratories 


For more dats circle No. 37 on posteard, p. 151 


Night Latch 

Heo night latch with special fir 
ish, called T.uralon, combines tli 
brilliance of silver with the colo: 
of bronze. Durable finish blends wel] 








with any door finish. Attractive dis- 
play mount (illustrated) is offered 
free with each order for 1 doz. night 
latches. Dealer pays only for night 
latch, which is complete and salable 
after use as demonstrator. /nde- 
pendent Lock Co. 


For more data circle No. 38 on postcard, p. 15! 


Caster Wheels 


Series 68, H68 and H99 plate- 
mounted casters are now available 
with wheels having replaceable soft 
rubber tread tires. Newly designed 
wheels feature smooth - operating 
ball bearings that cannot get out 
of adjustment; full case-hardened 
bearing surfaces; bolted steel disc 
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Did this customer buy flashlight 
batteries 7 


The answer is probably YES... 


OAR NA NN A ERE AN AN ANA AN RR I INNA ANON 
: oom 





You remind all your customers that they 
= may need batteries. 


The brand you promote is ‘‘Eveready”, 
» America’s largest selling battery — over- 
whelmingly preferred by consumers. 


You display “Eveready” batteries prom- 
3. inently near the cash register and in 
other high-traffic creas. 


Yes, it’s that simple! Most of your customers need 
fresh batteries... and prefer “Eveready” batteries. 
They last longer. They’re leak-proof. They're 
guaranteed! And continuous national advertising 
tells your customers these facts month after month. 
Here are two suggestions to help you sell more 
“Eveready” brand batteries than ever before: 


DISPLAY “EVEREADY” BATTERIES 


in the Duplex Display Pack- 
age that makes two conve- 
nient reminder displays! 
Fast turnover in a minimum 






display space. 


ASK YOUR CUSTOMERS 


if they need batteries! A 





“ r 
NINE PM ives / 


i c= 
NCES pack gon exteA UF 


simple reminder makes 





many a sale—and more sales 
mean more profits! 


“EVEREADY: BATTERIES 


The terms “Eveready”, “Nine Lives” and the Cat Symbol are registered trade-marks of Union Carbide and Carbon Corporation 
NATIONAL CARBON COMPANY -~ A Division of Union Carbide and Carbon Corporation + 30 East 42nd Street, New York 17, N.Y. 
District Sales Offices: Atianta, Chicago, Dallas, Kansas City, New York, Pittsburgh, San Francisce + IN CANADA: Unien Carbide Canada Limited, Toronte 
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GIVE YOUR SCREENS EXTRA VALUE 
WITHOUT PREMIUM COST... 


KEYSTONE 


INSECT WIRE SCREENING 








A GOOD MANY screen manufacturers have discovered they 
can offer a far more uniform and thoroughly dependable prod- 
uct by standardizing on Keystone Insect Wire Screening. And 
this is bound to be true because Keystone has just one aim... 
to produce screening that is unsurpassed for strength and for 
long, economical service life. 


You can have Keystone Insect 
Wire Screening in your choice of 
aluminum, bronze or galvanized 
steel...and, of course, in any stand- 
ard width. It meets U. S. Dept. of 
Commerce Commercial Standard 
138-49. Order Keystone from your 
usual supplier for top screening 
quality and customer satisfaction. 
And write us for catalog giving 
full Keystone information. 











KEYSTONE 


WIRE CLOTH COMPANY 
HANOVER, PA. + FOSTORIA, OHIO 
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WHAT'S NEW 





@ For more information 
on these products and 
services use free post 
card on page 151. 





construction which allows easy re- 
placement of worn tires. Rubber 
treads are securely vulcanized to 
non-stretching tire base, preventing 
distortion of soft treads. Bassick Co. 


For more data circle No. 39 on postcard, p. 151 


Paint Shield 


Master-Aid window and trim 
paint shield is a precision made 
paint tool that saves time painting 
window sash, storm sash, screens, 
panels, borders, etc. Beveled Arc- 
edges allow paint to seal crevices 


- 


i 





. yo 





between glass and putty, and pre- 
vents suction and paint drag. Unit 
is all aluminum, lightweight, will 
not rust, and has adjustable handle. 
It comes in 7 in. size for small 
windows, and 11 in. size for general 
use. Packaged in individual en- 
velopes, 2 doz. of one size to count- 
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the NEW 


Curb-Marking ae a 
Drivefinder oxi 
Needed by 
Millions of - 


(atin b: 
ge Home-Owners —_ 


S. elf- Selling 


@ The DRIVEFINDER is the new- 
est, most attractive, most sales- 
making unit ever offered to 
mark driveways. Saves lawns pa 
saves tires, eliminates short-cut 
ting Its outstanding beauty 
appeals to the pride of every 
homeowner. 

Double barrel-shaped head 
carrying two red and green 
high-quality reflectors in each 
head Corrosion resistant satin 
chrome finish for permanent 
beauty 


TWO MODELS 


Mode! 100 DRIVEFINDER, in 
cludes 8"' high base and an- 
choring stakes for driving into 
ground (Assembled unit at 
right) two units in dispiay box 
List $4.95 per pair 

Mode! 200 DRIVEFINDER. with- 
out base. Heads threaded to 
fit any leng'h pipe derired (not 
furnished) two units in disolay 
box. List $2.95 per pair. 


ATTRACTIVE 
DISPLAY BOX 


This eye-catching, 
colorfuldisplay 
box strikingly pre- 
sents the DRIVE- 
FINDER to pros- 
pects — impels im- 
mediate sales in 
window or on coun- 
ter! A quality 
package fora 
quality item : 
at an _ attractive 
price . . with 
volume prospects 
and excellent 
profits! 









the big spring 
and summer 
demand. 


CARTRUCK PRODUCTS 


Corporation 
3243 West 33rd Street 
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Cleveland 9, Ohio 





WHAT'S NEW 








er display box. Smaller size retails 
for 35¢, larger size for 40¢. Modern 
Methods Co. 


For more data circle No. 40 on postcard, p. 151 


Flashlight Battery 

Tiny flashlight battery designed 
for use in toys and miniature nov- 
elty lights has a nine months shelf 





life. Use of an airtight polythene 


seal prevents power loss and as- 
sures long life. N size battery is 
packaged 24 to a display vender. 
Retail price is two for 15¢. Burgess 
Battery Co. 


For more data circle No, 41 on postcard, p. 151 


Artificial Snow 

For Christmas 1954 
Frosty spray snow is offered with a 
free folio of 19 decorative 
Christmas stencils. With these sten- 
cils, it is easy to spray-decorate 
windows, doors, mirrors, trees and 
wreaths. Frosty comes in white, red 
and blue; it is non-staining, harm- 
less, non-inflammable. Clings to sur- 
faces when applied, yet is easy to 
remove. Free displays included with 
decorating kit. Special list price is 
$1.19 per set which has a regular 
$1.69 value. U. S. Packaging Corp.. 
Div. of Bostwick Laboratories, Inc. 


For more data circle No. 42 on postcard, p. 151 


selling, 


Stagecoach Toy 

No. 175 Gold Star Stagecoach is 
of solid wood construction and is 
designed for safe play in child’s 
hands or mouth. Measures 15% in. 
long, 8% in. high and 434 in. wide. 





Galloping horses make realistic 
hoofbeat sounds as driver 
from side to side. Gold box and 
coach have hinged 
swing open. Suggested retail price 
is $3. Fisher-Price Toys, Inc. 


For more data circle No. 43 on postcard, p. 151 
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Plastic Wastebasket 


Oval shaped bottle” 
plastic wastebasket is rustproof, un- 
breakable, dentproof, will not chip. 
and is colorfast. Measures 10 x 12 
in. and has a 12 qt. capacity. It is 
completely washable and sanitary. 


‘squeeze 





white, 


yellow, 
coral, chartreuse and apple green, 
wastebasket retails at $2.69. Packed 
14, doz. to the carton, assorted evenly 
or solid color. Plas-Tex Corp. 


For more data circle No. 44 on postcard, p. 151 


Available in red, 


Hand Tools 

Here is a new line of small hand 
tools of high quality in the metal 
working and wood working fields. 
Included in the line are bit exten- 
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Torrington, Connecticut 
Since. 1826 


THE SPORTS BRAND 
MILLIONS DEMAND! 


NEW YORK © CHICAGO © ATLANTA * LOS ANGELES 








UNION HARDWARE CO BRISTOL HORTON, INC RAIN-BEAU PRODUCTS CO 











THE SPRINGFIELD CO JOSEPH T. WOOD CO THE T. H. WOOD CO 
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NEW, SPECTACULAR 
1954 RODS and LINES 


101 MARVELOUS MODELS 


Outstanding features of the finest fishing rods in the 
world — 


Finest finish on any glass rod 
Genuine ‘‘Kralastic’’ grips 
New Neo-Cork grips 

00 DuPont nylon windings 
Extra heavy gauge reel seats 
New phosphor bronze guides 
Action identified by decals 
Scientifically calibrated action 


2 () AMAZING LINES 


Designed to make casting easier; fishing more fun — 


e World's easiest-to-splice line 

e World’s first glass fibre line 

World’s first practical self-measuring 
line 

e Exclusive finishes 

e Exclusive ‘stretch-controlled’’ process 
e Certified by U. S. Testing Co. 

e Practical re-use containers 


Superior Bristol and Rain-Beau tackle incorporates 
sensational, new ideas in both rods and lines that will 
make a hit with every angler in your trading area. And 
merchandising experience proves definitely that it’s 
more stimulating and more profitable to sell products 
with good, new, sound, practical ideas than stereotyped, 


run-of-the-mill rods and lines. 


® eee 


To sell and profit more in °54 contact your Sealand rep- 
resentative and see for yourself the fine quality of these 


fabulous Bristol Rods and Rain-Beau Lines. 
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RETAILERS! JOBBERS! 


Win exciting and valuable prizes 
In the big 





(OR LESS!) 
and 10 Additional Prizes 
tn Each of 17 Sales Areas 


HERE’S ALL YOU DO! 


Anyone who sells Norelco Shavers can 
enter! Retail sales people may submit one 
entry for every 6 Norelco Shavers they 
sell! Wholesale sales people submit one 
entry for each 48 shavers they sell! Re- 
member—the more entries you submit the 
better your chance to win! 


EASY! EXTRA PRIZES! 


Extra prizes for winning entries received 
by April Ist. Extra prizes for sales man- 
agers or supervisors, too. Sell Norelco! 
Qualify quickly! Win big prizes. Get all 
the facts. 

See your distributor! He's got entry blanks, 
rules, easy directions, ideas to help you! 





ORTH AmEnICAM 
PHILIPS 
COMPANY. ime 


North American Philips Co., 
Inc., 100 East 42nd Street, New 
York 17, New York 
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261 Prizes waiting for you’ 


BWHAT’S NEW 





@ For more information 


on these products and 
services use free post 
card on page 151. 





sions, counter sinks, nail sets, star 
drills, cold chisels, wood chisels, 
punches, driver bits and pinch bars, 
and Several assort- 
ments are available, packaged for 
counter display. Open stock orders 
also accepted. Utica Drop Forge & 
Tool Corp. 


screwdrivers. 


| For more data circle No. 45 on postcard, p. 151 


Sidewalk Bikes 

Dottie and Scottie 16-in. sidewalk 
bikes feature polka-dot fenders for 
girls and plaid fenders for boys, 
and are marketed with hats to 
match polka-dot bonnets with 





and Tam O’Shanters 


mode] 
with boy’s. Units are equipped with 
adjustable trainer wheels that can 
be removed when child is able to 


girl’s 


balance. New models have been 
added to Roadmaster line of two- 
| wheelers. Cleveland Welding Co. 


| For more data circle No. 46 on posteard, p. 151 
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PARENTS’ MAGAZINE 
COMME NDATION..SEAL 


A nationally recognized symbol of 
quality tested merchandise, this seal 
is a potent factor of consumer influ- 
ence. And South Bend is the only 
croquet nationally advertised — to 
make your customers conscious of 
family fun; to build added interest in 
outdoor living! 

Our 80th Anniversary 1874 — 1954 





Write for 1954 Catalog and 
name of nearest Jobber. 








SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y. 


South — Louis Williams & Co., 3rd National 
Bank Bldg., Nashville, Tenn. 


Midwest—South Bend Toy Mfg., So. Bend, Ind 


Calif. & S$. W.-— Anderson Sales Company, 
730 W. 10th Place, Los Angeles 15, Calif 


Denver & Pac. N. W.-—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 
SOUTH BEND TOY MFG. CO. 
Dept. HA-4, South Bend 23, Indiana 


CROQUET SETS * DOLL CARRIAGES— 
Folding, Fibre, and English Coach * 
DOLL STROLLERS © JUVENILE FURNITURE 
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FEEL the STEEL... steel’s the difference! 


vty 


Only Ray-O-Vac is fully sealed-in-steel! 


pag YOU WANT a durable, lasting article—have it made 
of steel! It’s the metal that makes the nation... is, 
and always will be the king for strength. And that’s why 
Ray-O-Vac standardized on steel. Pick up a Ray-O-Vac bat- 
tery. Heft it. Get the FEEL OF STEEL. It’s that sealed-in-steel 


construction of Ray-O-Vac LEAK PROOF brand flashlight bat- 2S RAY-O-VAC 
teries that delivers the absolute tops in power and performance. Cc @) M PA | y 


Steel makes the difference. Ray-O-Vac batteries are sealed Modicen, Wiceotete 
, 


Ray-O-.Vac Canada, Ltd. 
Winnipeg, Manitoba 


completely with a casing of quality steel, top, bottom, AND 
SIDES...there is nothing else like them on the market. 
Here’s quality construction that makes Ray-O-Vac the top 
performer in the battery industry. It costs us more to make 
-.. but it costs you no more. Make your future orders... 
Ray-O-Vac LEAK PROOF brand. 
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Lawn Sweeper CURRENT CONVERTERS «és 
Sweep Master is a lawn sweeper for Land...Sea. + Air A 


| with a full 30 in. sweep and 8! 
on , . JUST PLUG INTO CIGAR LIGHTER ON DASH 


bushel capacity. Another model is 

ee : eit henge 6 or 12 Volt D. C. 
avail > ow ~~ - sween : : 
available with a 24 in. sweep and a to 110 Volt A. C. - 60 eyde 


| 64 bushel capacity. Sweeper will 


ey 


Gites oe P 
FINEST ¢ 

we a i 
— Line or 







































| clean up grass cuttings, leaves, 
| twigs and other lawn debris with 
| 


a long-wearing, fire-resistant bas 





Operates Test Equipment, 
All Electric Shovers 
SIZE: 2°'x2’'x32" 


Textlectric MIDGET “1!” 


Model 6-11160, 60 Cycle, 10-15 Watts 
SCOOHSHSHSHHSEHHSSHEHHHEEEOHOEEOS + 


OPERATES Beek 
@ Test Equipment Pri Hn 


@ Turntables 
@ Lights 
@ Short, Long 


Wave Radios 
@ Portable 


ATOMIZER SPRAYERS 


— ranging from 4 oz. to 
1 qt. capacity 
















Phonographs 
@ Electric 
CONTINUOUS SIZE: 2Y2"'x2Y2"'x4Y2 Shovers, etc. 
SPRAYERS | sine brush. Bristles of brush are TravElectric SENIOR $1595 Slid 
— capacities from 1 pint to 3 qis. i a e = 2 Model 6-1160, 60 Cycle, 35-40 Watts List ide 
} mountec te rust-proofed metal COOHCHCHSCEHOEHSHOHH OSES EEEEES | 
back that holds fiber firmly in place. 
Other features are a heavy pressed sien 
DUSTERS steel frame held together with three © Radios 





—= with capacities of 1 pint to several pounds. © Turntables 

@ Small Dictating 
Machines 

© Test Equipment, 


®@ Electric Shaver 


shouldered tie rods; semi-pneumatic 
tires mounted on 10 in. wheels, and 
a hopper bag of durable, mildew-re 
sistant duck with weather-proofed 





: © Portable 

| hopper pan base of heavy galvan- Phonographs 
ized sheet steel. Incline hopper pan 

| SIZE: 4°°x5''x6" $9495 

| 24 


base front which holds load in bag e 

peae 7 T List 

prevents spilling. Worcester Lawn ravLlectric MASTER . 
. ae Model 6-51160, 60 Cycle, 40-50 Watts 

Mower Co., Div. of Savage Arin8 leccccccccccccccccecceceees 


COMPRESSED 









can be applied without special heat- © Turntables 
® Small Electric 


ing during application. A natural Drill 


rubber and not a synthetic, it comes SIZE. 4°°x5"'x6" @ Electric Shaver 


in many colors and can be applied bs $3795 
with any soft flat brush in smooth, ‘i Travflectric SUPER . List 
} 3 \. , cle, 60- alts 
AS YOUR LOCAL JOBBER even strokes. For added thickness - ' 
. +. made by the most progressive sprayer two or more coats can be used; for FULLY GUARANTEED 


company. Prices allow for full 50% mark-up. thinner consistencies two parts | d 
nee Serene Sa OH SENN water » part household am- era 0 COMPANY 


and one 


monia should be added. It can be 1967 RAYMOND AVENUE 
UNI VERSAL brushed, dipped and sprayed, and ST. PAUL 14, MINNESOTA 
PALER AI dries to a solid rubber coating. Re- || ig Canada Write: Atlas Radio Corp., id 

tails for $2 per half-pint; $3 per 560 King St. West, Toronto 28, Ont. 
METAL PRODUCTS co. pint; $5 per quart. Rubber Magic, Export Sales Division: Scheel International, Inc. 


4237 N. Lincoln Ave., Chicago 18, Ill. U.S.A. 


SARANAC, MICHIGAN [Bie Cable Address—Harsheel 


AIR Corp. 
Ser, OPERATES 
SPRAYERS a } For more data circle No. 47 on postcard, p. 151 ® Wire 
t Recorders 
¥ . . . @Am lifiers 
| Liquid Rubber Coating $ Seldategtvee 
‘=i Called Rub-R-Ize, this liquid rub- © Radios 
. ; ® Dictating 
} | ber coating comes ready-to-use and Machines 





THESE AND 
MANY MORE MODELS— 
AS NEAR TO YOU 














For more data circle No. 48 on postcard, p. 151 
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There’s always a leader tha 
all new Stevens Model 77- 
with Savage Super-Chok 
gun value at only $69.7. p 
beauty that’s loaded features — packed 
sales appeal to bring. gO@ More business. ‘4: 




















National consumer advertising is pre-selling the value and 
features of this great, all new **77."° So, be ready for bust- 
ness. Place your order with your jobber salesman now. 
Write for free catalog. 








Savage Arms Corporation - Chicopee Falls, Mass. 


...witH SAVAGE SUPER-CHOKE 


The Right Pattern... for the Right Range...at the Right Time 


Instant Choke Selection — Less Recoil — Clear, Highly Visible Readings 
Uniform Patterns — Surer Kills — No Extra Tubes or Tools Required 












STEVENS, ff 


Slide Action Repeating Shotgun 
Hammerless — 6-shot 
12 gauge 


697" 


CRETAIL) 


N E W Lightning fast, hammerless action. Positive, straight-line lock-up. New fire 
control trigger must be pulled separately each time gun is fired 


N t W Extension beavertai! slide handle, beautifully streamlined and grooved for 
firm grip. 


N : W Graceiully streamlined receiver and trigger guard flow into pistol grip 
N E W Recoil pad on American Walnut stock for comfortable shoulder cushioning 


STEVENS MODEL 77 — $59.00 retail. Same specifications as Model 77-SC but without 
Savage Super-Choke or Recoil Pad. 28” barrel. Full, Mod. or imp. Cyl. Choke. 


STEVENS MODEL 620 Slide action Repeating Shotgun 






4 
NEW Eye-Buy Appeal 


Hammerless 6-shot Takedown 





Based on a famous Browning Patent —the origina! Hammerless solid breech design with visible 
slide action repeating shotgun design proved locking bolt Convenient push button safety 
and improved for over 40 vears. Now with new, ... Non-glare finish on top of receiver Ameri- 
streamlined extension beavertail slide handle p/us can Walnut stock with checkered pistol grip. 12 
these other sales features: Fast. dependable action ga. 26 Imp. Cyl, 28”-— Mod. or Full, 30° 
Full. 16 and 20 ga. 26”— Imp. Cyl., 28” Mod. 
V. or Full. 
First in & * 
»—e . > 
SAVAGE + STEVENS + FOX Rifles and Shotguns + BSS 
ae 2 wat ll) Le. 





SAVAGE * WORCESTER Power ond Hand Lown Mowers 
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There’s an R. MURPHY TO HELP YOU SELL 
" | 7O HELP YOU SELL 
Stay -S ae New Displays and Other 


for EVERY CUTTING — | Dealer Sales Helps 








| Geor 
(Continued from page 


13) Palm | 





When your customers ask for a special knife 
for a special job — you’ve got it when you stock 
and display R. Murphy “Stay-Sharp” Knives! 


[ 
For over 100 years, R. Murphy has designed 





knives for shop, industry and home . . . keen 





cutting blades of the finest tempered steel, pre- W, 
cision-joined to proper-grip handles . . . every 
knife custom made for its job. 

Keep a complete line of R. Murphy knives on 
display — it means more sales for you! 





Frank 
Fremont, 


Order TODAY from your jobber 





Write for free catalog showing full line 


chantman display and any assort- 
ment of appliances totaling $175, 
dealer cost. Finished in charcoal 
gray with chrome legs, the Mer- 
chantman can be used as an island 
or wall display. It is lightweight, 


MANY OTHERS : : ; 
42 in. high, and can be quickly as- 

RANT AS ORCI eNRRMIRNR NRE a KTTOmIpREED Oo ne 2 ; 
sembled and easily moved from one 


SALES INCREASED FOR | spot to another. A rvin Industries, 
Ine. 
SIX co N + For more data circle No. 49 on postcard, p. 151 
SECUTIVE YEARS <. 


Alice, T 

Cellophane Tape Deals 
Deal V and Deal DS are offered 
in a special 90-day promotion, from 
April 1 through June 30, for long 
rolls of cellophane tape. Each deal 
gives two tape dispensers for the ] 
price of one, and includes 12 rolls 








R. MURPHY 4200) ~~ 


AYVE@®, MASSACHUSETTS 





‘tiled. ill. 





. Which indicates that jobbers and 


dealers handling our line of Water 


tite ‘Tackle Boxes are doing right 
well too. They keep on re-ordering 


. so they must be selling ‘em. 





t 

So, if you're looking for a quality t 
line... styled right... priced right 

for quick, profitable turnover—then F 

set your sights on UNION! d 

f; 

z Write for catalog and prices C 


JOBBERS = covering full line—including 
DEALERS = our new Fibergias model. 





UNION STEEL CHEST 
CORPORATION of Scotch brand cellophane tape. 


LE ROY, N. Y. TACKL | am {OD ¢ ES Deal V consists of two deluxe heavy- 


duty dispensers, finished in gray 
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George Redding Jimmy Reel Arthur K. Spicer 
Paim Bay, Florida Eagle Lake, Texas Chesapeake Bay, Maryland 


THESE FAMOUS SHOOTERS 





Frank Niemuth Jerry Wilson Herman Lokey 
Fremont, Wisconsin Sisseton, South Dakota Humnoke, Arkansas 


HELP YOU SELL WORE 





Scott McGill N. M. “‘Newt’’ Ault Lon Imeson 
Alice, Texas Charleston, Missouri Jackson, Wyoming 


PETERS AMMUNITION 


More and more well-known guides, hunters and shooters, like 
those above, are talking about Peters ‘“‘ High Velocity’? ammuni- 


tion. And what are they saying? . . . “‘ Peters packs the power.”’ 


70 Oc 


Peters packs the sales power, too, with the biggest advertising 
program in its history. Colorful advertisements in leading out- 
door and farm magazines bring these famous shooters face to 
face with your customers. . . to tell them it pays to shoot Peters. 

The result is more sales for you. So check your supplies NOW. 
Get ready for the growing demand for Peters sporting ammunition! 


PACKS THE\ POWER 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, Inc. 
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Clyde B. Kitchens 
Homer, Louisiana 





Bob Alexander 
Brunswick, Maine 





Ward Gay 
Anchorage, Alaska 








Upholstery Nail Deal 
TO HELP YOU SELL All-metal display rack for Met- 


L-Art upholstery nails is offered 
free with Deal 18B. Deal consists 
enamel, and 12 rolls of 1% x 2,592 in. of 18 doz. assortment containing 
tape. Deal DS includes two semi- — ¢ qoz. Jeatheroid upholstery nails; 





automatic Model 92 definite length ; 
dispensers which issue predeter- 
mined lengths of tape at the touch 


2 doz. daisy design ornamental 
nails, antique finish; 4 doz. ham- 
mered head nails, antique finish; 
1 doz. small round head furniture 
nails, brass plated; 2 doz. large 
round head furniture nails, nickel 


of a hand lever, and 12 rolls of tape, 
Wy x 2,592 in. Minnesota Mining & 
Mfg. Co 

For more data circle No. 50 on postcard, p. 151 





plated. Measuring 8 in. wide and 
14 in. long, display holds 4% doz. 
upholstery nail boards. American 
Tack Co. 


For more data circle No. 5! on postcard, p. 15! 


Fish Knife Display 


gives you a complete line of New display panel shows Fish 
h | d | Knife Assortment No. FK-5, which 
whee goo S...t0 Pp ease every { includes five different types of The Wee 


fag is yo 


child from 3 years to 8! . . os lhe 





merchane 
. “—- 4 ? ill tisf 
...to fit every budge = re ay pein 
s Te. “E 4 promote 
store as 
to go for 
quality a 
best val 


wi” 30 different models specially designed 
to sell children on sight! 


© i Sensational color stylings 


unique in the industry! 
. siti a ‘i " knives. Prices range from $1.19 
J A complete line of tractors from “Kiddie” to “De Luxe”! cach for one-bladed stag handle RE 


3 " i knife to $3.25 for deluxe stainless : 
~~ BMC models in the entire price range steel, two-bladed knife. Camillus , Proou 


from $9.95 to $34.95! ' Cutlery Co. 


The only full line of attachments in the industry Penny ae rer nee 
that can mean AN EXTRA SALE WITH BMC TOYS! Hose Mender Packaging 


Hose menders and couplings are 


Nationally 
Advertised in =, .all add up to 


cease ae The Biggest Protits play box which has = shelf label $9 
in the Juvenile _ 
whoo! Goode Field! 


For Toys that Bring Volume Sales Stock 
BMC—Order from Your Distributor Today! 


BMC MANUFACTURING CORPORATION - BINGHAMTON, N. Y. 


CANADIAN REPRESENTATIVE EXCLUSIVE EXPORTERS 
STANDARD CYCLE PRODUCTS, LTD. LIONEL-ESSEX INTER AMERICA, INC. 
600 Victoria Park Avenue, Toronto, Canada 15 East 26th Street, New York 10, N. Y. 
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Fish 
which 
The Red Head 
fag is your 
guarantee of 
merchandise that 
will satisfy your 
customers and 
promote your 
store as the place 
to go for the finest 





quality and 
best values. 


A Bargain for Fishermen—A Traffic Builder for Dealers 


Here at last is a fishing vest every fisherman can afford! The “LUCKY 7" 


tishing vest has the most essential features to attract the mass market o 

men who could never afford a fishing vest before. It's RED HEAD qualit 

thr I t in rich, Pine Green, Water Repellent Pop'in. The ‘LUCKY 7"’ 

} oe will make new customers for you by bringing fishermen into your store that 

i prices stopped before and yet the features and quality are so terrific 
that eve your best tishermen wili want it! Y ve gotto see ti 1ew RED 


HEAD vest to believe it! 





New Red Head Creels...for Fast Action Over Your Counter 


inless 


‘ 
millus . Tnes2 new RED HEAD canvas creels are tone Waterproof: Duck construction spe 
specially designed to fit in every: fisher customer satisfaction. Again RED HEAD 
man's budget . everything about them gives you merchandise that Dulids up your 
sings a song of profits for RED HEAD store's reputation for top values at price 
deaiers . price, utility, quality enhanced that roil up store traffic. To be first in your 


by Sea Mist Green and Forest Green two- market, /Jead with the RED HEAD line 


label 





m-) cele) i au “RAINBOW” "BIG CHINOOK” 





4300 West Belmont Avenues Chicago 41], Illinois 








TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 151. 


with a complete description of con- 
tents if dealer prefers to stack them. 
Green, yellow and black box has 
pop-up showing picture of the in- 
dividual coupling and cartoon figure 
of the coupling in use. Box has 
reinforced metal edges for extra 
sturdiness and solid stacking. JJel- 
nor Metal Products Co., Ine. 


For more data circle No. 53 on postcard, p. 151 


Air Conditioner Display 
Here is a 3-D, full-color animated 
display to promote electro-magnetic 
push-button air conditioners. Head- 
er piece, in full color, sits snugiy on 
top of any model. Animation is 
achieved by alternating flasher 
lights which back-light this part of 





display. Pedestal base consists of 
rigid, solid wood frame, on which 
unit sits, and black tubular steel 
legs with non-skid rubber feet. Dis- 
play occupies 5 sq. ft. of floor space. 
Fresh'nd-Aire Co., Div. of Cory 
Corp. 


For more data circle No. 54 on postcard, p. 151 


Water Systems Catalog 
New 96-page catalog C-54 gives 

comprehensive construction 

details and selection tables on 12 


data, 








STANDARD 
MODEL 


types of water systems, including 
the latest dual-purpose jet pumps 
and submersible type of deep well 
pump. Four pages are devoted to 
illustrations and descriptions of ad- 
vertising and promotional 
helps available for use by dealers. 
Deming Co. 


For more data circle No. 55 on posteard, p. 151 


sales 


Twine Packaging 

Stay Clean wrapper keeps _poi- 
ished twine fully wrapped until 
completely used, down to the last 
inch, eliminating waste, fray and 
dirt. Twine is enclosed in snug- 








MASTER 
MODEL 
_2A-700 


Veteran oil burner servicemen call General Fuel 
Oil Filters “the best money can buy.” Two-fold, 
positive filtering removes the finest particles, im- 
proves operation of oil-fired furnaces, water heaters, 
space heaters. Service ‘‘call-backs” are eliminated, 
too, since the General 1 A-25 and 2A-700 allow only 
clean oils to pass—greatly reducing possibilities of 
clogged burner nozzles. 


G. 
Furs on FieTe® 


NDARD 


ALL-WOOL FELT 
FILTER TRAPS 
FINEST PARTICLES 


Finest filtration 

Easily replaced all-wool cartridge. 
Clogged fuel lines eliminated. 
Compact — easy to install. 

Double protection filter design. 


OUTLET AND INLET 
AT TOP OF UNIT 








General Filters Are Underwriters’ Laboratories Approved 


GENERAL FILTERS 
INCORPORATED 


GENERAL 


FUEL 
OIL 


FILTERS 


INNER MESH SCREEN 
CORE PROVIDES 
SECONDARY FILTER 


Made for 
Filters, Inc. 

43800 GRAND RIVER AVE. 
NOVI, MICHIGAN 


Canadian Factory Branch: Canadian General Filters, Ltd., 2679 Danforth Avenue, Toronto 13, Ontario 
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THE LATEST DEVELOPMENT 
a scientifically ..- mechanically 





ALKYD 
ENAMELS 























NON-CLOGGING REMOVABLE 
SPRAY HEAD- lower valve assembly 
designed for paint products. 


Self Service 
Display Stand- 
Specially 
Selected 
Dealer 
Assortments = 
Market Tested 
Survey Proven! 


ANOTHER PRODUCT OF 


= BRONZE POWDER CO. 


Nate telat) 


Hammond, 


MAKERS OF BROMA CHROME FINISH ALUMINUM PAINTS 
AND DERUSTO RUST PREVENTIVES 
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Why...it’s 
positively 
amazing what 
your customers 
can do with 










~ 


TRU-TEST 


es) Jummes 


roe Tht nome — 
Fou TUE OFFICE 
fon Tei sn0— 
= FOR THE SHOOK — 
- “8 ayy 


Seal cartons, packages for mailing or 
shipping... 


. make dress forms... 


mend or label dozens of items 





dust-proof 


| storage cartons ... AND scores of useful 


| purposes. Consumers must be finding os <3 
| plenty of use for Tru-Test Rolls or they a 
| wouldn’t be buying so many. Just put “es 
| a carton on display and watch them sell. a 


Retail at 25c per roll (slightly higher 
| in some areas), 1” to 3” widths. Consult 
| your wholesaler or write direct. 
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TO HELP YOU.SELL 


New Displays and Other 
Dealer Sales Helps 


fitting pliofilm with one end pro- 
truding through neck in package. 
As twin is pulled out, ball unwinds 
from inside, outward; unused twine 
is never exposed. Label stays in 
full view through transparent plio- 
film, boosting sales appeal. Shufford 
Mills, Ine. 


For more data circle No, 56 on postcard, p. 151 


PORCH & PATIO 


SIDEWALK 





Small Wheel Display 


This small wheel display assort- 
ment No. 100 includes 26 wheels, 
two each of 13 popular sizes rang- 
ing from 12 in. in diameter 
with standard '% in. axle bore; six 


5 to 


bushings to reduce axle bore to 7/16 
in.; six bushings to reduce axle bore 
to *x in.; and attractive display in 
13 in. Display 
can be used in window, 
counter. Complete assortment comes 
in one carton; wheels are individ 
ually boxed and clearly identified as 


od 


colors, 27 x 19'% x 
on floor or 


GARAGE 


Twe-te- -Cee Swegs 





16" DiRT DSN 9 


BULLDOZES BOTH LIGHT DUST & HEAVY WET DIRT 







1. Rubber gasket prevents handle 
twisting ond increases handle life. 


2. Outside rows are durable heavy 
Paimyra fibers for bulldozing both 
heavy wet and dry dirt 


3. Center row is Tampico fibers 
for bulldozing light dirt 
ond fine dust 





Here is a great new SWEEP VALUE by LACO that 


lightens work and does the job better. 
double-duty quality brush is ideal for sweeping 
cement, stone, brick and other rough surfaces such 
as basements, patios, sidewalks, garages, driveways, 
factory, warehouse and barn floors. 
individually packaged in colorful, eye-catching dis- 
play carton. A $3.50 value! 


See your jobber or write — 


LAITNER 
BRUSH CO. 


2000 BROOKLYN AVE. 
DETROIT 26, MICHIGAN 

















This durable, 


Each brush 


. $2.59 


Suggested retail price . . 


ae! a AK, 





to size and Wheels are for 


type. 
home craftsmen and hobbyists. Al- 
lied Wheel Products, Inc. 


For more data circle No. 57 on postcard, p. 151 


Coffeemaker Display 

Super-Speed automatic percolator 
is dramatically illustrated in an il- 
luminated flashing type display. Ac- 
tion shows a lighted stream of cof- 
fee pouring into empty cup in cen 
ter. When cup is filled, the 


stop 





vst | Makes True (aller 
Vou ea boil water 





watch at right lights up to focus 
attention on the message that this 
“automatically makes 2 
” Sample coffee- 


percolator 
cups in 2’ minutes. 
maker can be displayed on platform 
at front. Available free 
the 17x21 in. display comes 


to dealers, 


knocked 


down, complete with flasher, cord 
and socket. S. W. Farber, Ine. 
For more data circle No. 58 on posteard, p. 151 


Insect Spray Packaging 


Lime Sulphur Solution, for 
trol of certain fungous diseases and 
scale insects, now comes packaged 
in the one-family green, red and 
white design. Quart, gallon and 6 
gal. cans are included in new pack- 
age line. Solution is recommended 
for dormant spraying to control 


con- 
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TURNER 


TORCHES 


NOW IS THE TIME TO CHECK YOUR STOCK! 





NO. 150 


A quality torch at a competitive price... well and favorably 
known to the hardware trade for many years! Powerful, 
dependable, safe...honestly engineered for maximum 
service on even the heaviest jobs. Has massive cast-bronze 
burner, non-slip valve wheel, blow-proof pressure pump, 
Terne plate steel tank with sprayed bronze finish. One-quart 


capacity. Get details, too, on other Turner Tested Torches. . 


they're unequalled for economy in operation and wide 


application of uses. See your jobber... 


THE TURNER BRASS WORKS 
et joe 
SINCE 1871 
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BRUNING 


DECORATOR TWINS 





BRU-TONE ~~, BRU-TONE 


FLAT SEMI-GLOSS 


WALL FINISHES 
IN MATCHING COLORS! 





% 141 GLORIOUS FASHION-RIGHT SHADES! 
% 1 COAT COVERS ONE HUNDRED PERCENT! 
% SPEEDY—OCCUPY ROOM THE SAME DAY! 
% ODORLESS AND PLEASANT TO USE! 


*& STAYS SHINING—CLEAN BECAUSE 
IT’S SCRUBABLE! 







Apply with 
brush, spray 





or roller 
a perfect 
decorator job 
easier than 
ever 





*% 
Ng 4 -. 


(EZ 
™~ 


ae BRUNING 


PAINT 


For a Fine Finish, START with BRUNING 
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ee 


| R3101 SASH LIFT 





R6660 
COAT AND 
\ _ HAT HOOK 


MACHINE POLISHED 
BRASS HARDWARE 


Through every step of manufac- 
ture up to and including the final 
polishing operation, SAFE quality 
standards are rigidly maintained. 
Tops in quality, competitively 
priced, SAFE Builders’ Hardware 
offers the style you want in the 
material and finish you need. 


Write for FREE Catalog giving com- 
plete details on our extensive line. 


nnd 





LANCASTER, PA. 














am and HARDWARE CO. 
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TO HELP YOU SELL 








@® For more information 
on these products and 
services use free post 
card on page 151. 


San Jose and certain other scale in- 
sects, blister mite, peach leaf curl, 
and for summer spraying to control 
apple and pear scab. Complete di- 


rections are on each can. Faesy «& 
Besthoff, Inc. 
For more data circle No. 59 on postcard, p. 151 


Lockset Brochure 


Colorful brochure illustrates and 
describes Weslock 500 series of Mod- 
ern Concave design residential 
locksets. Matching line of Concave 
design cabinet hardware is also de- 
scribed in the literature, No. 5501 
and W148. Western Lock Mfg. Co. 


For more data circle No. 60 on postcard, p. 151 


Drill Merchandiser 


Counter display merchandiser for 
masonry drill bits features two 


styles—Cycio-twist and Cyclo-Core 
any 


bits—which will fit standard 





“ALUMALOY” 
Screen 
Door 
Braces. 








PROFIT- 
MAKING 
SIZES! 


“Alumaloy” turnbuckle body 
won't rust or corrode, galyan- 
ized rod will do the job. Two 
screws provided with each 
brace. 42” regular available 
mounted on attractive mer- 
chandising card. Packed one 
doz. per box; 1, 2, and 3 
gross in shipping carton. Order 
now for spring business. 


21” REGULAR - - THD. DIA. 5/32” 
42" REGULAR - THD. DIA. 5/32” 
42” HEAVY DUTY - THD. DIA. 7/32” 


TURNBUCKLES, INC. 


BOX 333 


MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 
ONE GOOD TURN(BUCKLE) DESERVES ANOTHER 








HARDWARE AGE, APRIL 15, 1954 


For 





HARDWA 





a at” a 


yy”’ 


5/32” 
5/32" 
7/32” 


ES 
«KS 
ANE 


NC. 


IANA 
Ve 


IGAN 





\NOTHER 





15, 1954 








For the 14” electric drill owner 


Let him see the 
ALL-NEW Snell 
8 piece, self-selling 





@ Faster, cleaner boring 
in all wood, plywood, 
pressdwood, plaster, 
plastics, etc. 

®@ Bit sizes: 4%" - %” - V2" 
Se” - %" - He" - 1". 

© Perfect for — boring overhead — at an angle — 
in hard to reach spots — mortising — doweling. 

® Bits packed and protected in handy permanent 
plastic case, in eye-catching orange and blue 
display box, with instruction booklet. 


Sell Your Customers SPEED-BOR—the 8 piece 
bit set that makes any electric drill eight times 


as useful! 
SNELL DIVISION, 
PARKER 
MANUFACTURING CO. 


WORCESTER 1, MASS. © U.S.A. 
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| Speed-chucking 





Now!...New 400A 
RPikalb 


Power Drive with 
New Speed-Grip Chuck 


Pats. applied for 





your customers 
want] 


Entirely new principle 
of gripping pipe or rod 


Not just another hammer chuck 


* Speed-Grip Chuck guaranteed to hold any kind 
of pipe securely both ways, forward and reverse. 


* No slipping, even in driving geared tools. 


* Easy to operate: close grip-tooth jaws on work 
with hand wheel, sock it lightly — motor action 
makes it hold still tighter. 


* Releases easily by turn of hand wheel. 


” 


Scores of thousands of these remarkable ‘‘400’s 
are turning pipe or conduit everywhere for easy 
threading, cutting, reaming with hand tools, 
saving time and work. For 4” to 2” pipe, 4” 
to 2” bolts, but lots of power for geared tools 
to 12’. Now, with new Speed-Grip Chuck, it’s 
unbeatable. No. 400 with lathe-type chuck also 
available. Immediate delivery. Order today! 


ELYRIA, OHIO 


THE RIDGE TOOL COMPANY . 
ee 


eta ae SS 
ee 


, +  § 
ome 
a a 


or 


Wor .-Saver P I fete) (1 
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TO HELP YOU SELL I 


electric rotary drill. Display is 
colorful and sturdy and shows at a 
glance which type of drill to use 
for a specific job. New England 
Carbide Tool Co. 


For more data circle No. 61 on postcard, p. 15! 


REDUCE LABOR COSTS 


with the 


TUCK-O-MAT 


tuck end carton set-up machine 











Paint Roller Sales Aids 


Sales aids for paint rollers in- 





The Model 50 TUCK-O-MAT needs the 
part-time of only one attendant and greatly 
reduces your cartoning labor costs. The TUCK-O-MAT is versatile 





clude a double wire display rack 





and offers complete cartoning flexibility. Write for folder BI-2. | with four-color display sign, hold- Every h 

° ing both DeLuxe and Economy housew! 

* CONVEY-O-MAT | these ha 

CHECK THESE ADVANTAGES! * The Model 54 CONVEY-O-MAT adds mune Sa rivers. 1 
© conveyor loading to the advantages ei 

e Handles wide range of carton sizes e of the TUCK-O-MAT. Delivers the leather, 
. set-up carton in upright position on Be ing; ide 

the conveyor ready to receive your Fe ae 
¢ Output of 4,000 cartons per hour ; cvatiuth HS repairs c 
, a & straps, e 
@ Quick changeover MODEL 518 CARTON CLOSER | ~ ; 

* Used with the CONVEY-O-MAT the | 4 permen 

@ Small and easily portable * Model 518 provides a complete car- 4 punches 
° toning system. 4 riveted, | 

throug 

E. ks BIVANS, INC. : firm surf 

FORMERLY MACHINERY MFG. CO., INC, mer. Fin 

2431 Dallas Street, Los Angeles 31, California | . brown. 

DIST. BY NEW JERSEY MACHINE CORP., HOBOKEN, CINCINNATI, CHICAGO, LOS ANGELES | . . - Retail: 1 

= = te es | rollers in the one unit. Also avail- 

able are two four-color window T 






i il wu | banners, a four-color display card, 

HNN Ww | : . 

‘De: d five can toppers, a large size card- stee 
esi i ig . . B ette J board girl display card and a smaller 


girl display card. Thomas Products 


{WALNNOAANOUNUALUNNI 





AUNT MNNAAUULINHT HHNNHHUNUttt (Hull 


Co. 
é er For more data circle No. 62 on postcard, p. 151 


ath e tt fer 
Shoe Tree Display 


This permanent shoe tree dis- 
play is a compact, self-service unit 
made of wood, lacquered in gray, 
red and white. Holds six pairs each 
mn of men’s and women’s sizes of Form 
metal shoe trees, each pair on a dis- 
play card. Display is free with pur- 
chase of assortment of 3 doz. pairs 


pe Of 


smoes a ” * bast 


Lu LAL 








BUM 


Shennan “Gold Label” Nozzles 


Exclusive Leak Proof “Non Rising’ Stem Con- 
struction makes the Sherman “Gold Label” the 
finest hose nozzle ever made. 








@ Genuine Bronze Construction @ Streamlined C 
@ Fingertip Adjustment @ Fully Guaranteed 
@ Eye-catching, Three-color Display Carton 
y s ied NO. 155 | 
A Complete Quality Line aa iii itn= ) py) 4 | 
| 
No. 161 No. 161¢ No. 161A No. 33 POPUI 
/ Diamond Diamond Chrome Jet Brass King 
" BATTLE CREEK, MICHIGAN 
LAWN HOSE GOODS 
3229 Sou 
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NATIONAL ADS 
build good demand 


for these new, handy 
fasteners on 
How-to-use cards 


Sisreeoy ~“— 












.o 





SIMPLY SWAT 
* WITH A HAMMER 


—— 


—_— 






Every home handyman and 
housewife is a prospect for 
these handsome, easy-to-use 
rivets. They'll fasten cloth, 
leather, paper, plastic sheet- 
ing; ideal for craftwork . . . 
repairs on clothing, luggage, 
straps, etc. ... quick, secure, 
permanent. User simply 
punches hole in parts to be 
riveted, pushes rivet together 
through holes, places on 
firm surface and swats with a ham- 
mer. Finishes: Gilt, nickel, black, 
brown. Large or small sizes. 
Retail: 15¢ a card. 


TEENUTS / 


Ideal for new work, wood to 
wood, wood to metal, and 
where old screw holes have 
worn out. TEENUTS mount 
flush without counter-boring. 
Simply drill hole size of 
TEENUT barrel; steel prongs 
provide rigid, permanent an- 
chorage. Same size hole for 
bolt. Complete line to fit 
standard bolt sizes. Carded 
put-up retails for 15¢.. . 
packed in eye-catching dis- 
play carton. Call your jobber, 
today. 








, 3N 
CONSISTENT YEAR-ROUND —- 
| ay; PAGES AND 14 PAGES IN: 


BETTER HOMES & GARDENS 


AMERICAN HOME - 
POPULAR MECHANICS ° paren Se 
OVER 9,200,000 CIRCULATION! 


LINE 


Chicago 8, Illinois 


THE 


3229 South Ashland Avenue 
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RANGERIDED 





It's New for 7954 


_ Finger tip See. 
ga Engine burns regular 


Comfortable sea-foam 
gasoline. 


rubber, durable seat. 







Bicycle type 
steering. Two front 


—_" 






Power to cut on 
hillsides and slopes. 






Four safety hinged 
cutting arms. Cuts full 


\ two foot swath. 


Conveniently placed control 
levers. Cutting blade can be 


Chain drive — 5 m.p.h. forward: ! 
disengaged. 


4 m.p.h. reverse. 


FORWARD --- NEUTRAL --- REVERSE 


Cut close into tight spots, then back out under power. 


It’s the best looking, most rugged and fastest 
riding-mower on the market. 

The RANGERIDER lets you go after the big 
sales to park boards, cemeteries, country clubs, 
estates, industrial sites, etc. 

Compare the features and price of the 
RANGERIDER and you will see why it’s the 
best buy and a profit producer for your 
customers and you. 


For additional information and prices contact your local 
jobber or write direct. Distributor franchises available. 


NATIONALLY ADVERTISED 


dion it 


ROOT MANUFACTURING CO., INC. 


127 East Eleventh St. 


Baxter Springs, Kansas 





183 








The key to more heater sales: 


8 Fully Vented Heaters 23 Unvented Heaters 


15,000 BTU to 85,000 BTU § 10,000 BTU to 50,000 BTU g 


All Martin Heaters are 
AGA approved for 
natural, liquefied, and 
manufactured gases. 


Over 
49 years stove 
experience 











Satisfaction Quaranteed... 
(athe <Widget w: 


1% 


PRIC! MARKING 
SYSTEM 


We guarantee complete satisfaction for our 
Midget Marking Machine System. Use this 
Machine and labels for 30 days. If you do 
not find that you have labeled your mer- 
chandise faster — saved time — labor and 
money, you can return the machine — just 
pay for the labels used. 


MIDGET MARKING MACHINE SYSTEM eliminates 

errors — speeds sales — prints labels, tickets and tags eT 
to your requirements at approxiately 175 per minute. Vy SIZE ff 
Speeds price marking and checkouts. Anyone can oper- 

ate it. Hand or Motor Driven Models. 


ACT NOW, ACT NOW—Mail coupon today. Let us 
get you started on the road to more sales through 
KIMBALL’ S$ Midget Marking Machine System. 


_ATTACH TO LETTERHEAD AND MAIL 






Hand 
or Motor 
DRIVEN 


I ng hg tiny apa 3 
Kimball: | 
We are interested in MIDGET System as | 
offered. Please send facts to 
| A. KIMBALL CO. 
Neme_____... Ml 307 West Broadway, New York, N. Y. 
| Offices in Principal Cities 
cic eicciereions 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





of men’s and 1 doz. pairs of 
women’s. Included free are six ad- 
ditional pairs of men’s shoe trees 
that when sold cover cost of dis- 
play. Retail value of assortment, 
at 59¢ a pair for men’s and 49¢ for 
women’s, is $30.66; dealer’s cost is 
$18.84. Ekco Products Co. 


For more data circle No. 63 on postcard, p. 151 


Cooking Items Display 
Androck No. 900 store display is 
a modern rustic fence unit with 
nine popular stainless steel outdoor 
cooking items. Designed for fast, 





easy selling in a small area, display 
iakes less than 5 sq. ft. of space. 
Assortment includes 84% doz. tools 
and two sets, No. 447 Chef Set and 
No. 423 Barbecue Set. Display sign 
has picture of chef and _ selling 
copy. Washburn Co. 


For more data circle No. 64 on postcard, p. 151 


Sharpening Stones Catalog 


Complete line of sharpening 
stones is illustrated and described 
in Catalog No. 54 which is divided 
into two sections—Individual Stones 
and Stones With Display. Ten-page 
Stones With Display section in- 
cludes knife sharpeners, scythe- 
stones, rubbing and griddle bricks, 
and pocket stones. Also shown are 
counter displays in which they are 
packaged. Behr-Manning Corp. 

For more data circle No. 65 on postcard, p. 151 


(Resume reading on page 14) 
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ICIS 119th Anniversary Sale! 


i ay Pll A frie Big Values! Bigger Profits for YOU in our 
ae, a a 


once-a-year-only SALE! Pass these savings 
on to your customers and still make 


more profit than ordinarily. 







44 
REGULAR PRICE ...*2.98 — ANNIVERSARY SALE PRICE. . .%1.50 3 
3” wide (with 2%” trim & 11/16” thick). P URE 


General Utility brush, made of the BRISTLE 


finest 100% pure black bristle, vulcan- 


ized in rubber. Clear Beavertail handle. 
#119 


Your cost $12.00 doz. 
Your sale price profit $36.00 












REGULAR PRICE. ..*6.99 — ANNIVERSARY SALE PRICE... . 3.99 


Jacobus’ exclusive Flagged Nylon* 
process means brushes pick up, carry 
and spread more paint. Professional 4” 
brush (with 4” trim & 1” thick). 100% 
Flagged Nylon vulcanized in rubber. 
Clear Beavertail handle. 
#119 
Your cost $3] .92 doz. 
Your sale price profit $16.00 














REGULAR PRICE. ..%3.59 — ANNIVERSARY SALE PRICE .. . $2.99 


Professional-grade “Master” Roller , oe 
with slip-on sleeve. Heavy Dynel a ROLLER 
cover on plastic-impregnated core. 


Large steel “Deep Well” tray. Dauber : & TRAY 
included for painting ; ( 








corners and cleaning 
roller cover. #119 











* Trademark 
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Associates Honor Loren C. Davenport, 


Buffalo Hardware Man, on 85th Birthday 


Loren C. “Larry” Daven- 
port, vice-president of Weed 
& Co., Buffalo, N. Y., hard- 
ware and industrial supply 
company, was feted by near- 
ly 50 friends and business 
associates, at a _ luncheon, 
March 25, at the Hotel Buf- 
falo, in honor of his 85th 
birthday. 

Mr. Davenport, who began 
his career as a store clerk, 
has spent nearly 70 years in 
the hardware business, 63 of 
them with Weed & Co. 

He was presented with a 
20 in. sterling silver tray, 
inscribed with 52 signatures. 
Edward J. Williams, manu- 
facturers’ representative of 
Newington, Conn., was toast- 
master as he was at a similar 
party for Mr. Davenport, tive 
years ago. 

Four other hardware men 
with records of more than 
50 or more years of service 
were in attendance, They 
are: Robert G. Thompson, 
chairman of the board of the 
Lufkin Rule Co., 55 years; 
Harry J. Yoder, vice-presi- 
dent, W. W. Conde Hardware 


Co., Watertown, N. Y., 51 
years; and Raymond J. 
Smith, of the purchasing de- 


partment and Jesse T. Sell- 
ers, assistant sales manager 
of the industrial sales de- 
partment of Weed & Co. 

A native of Cranesville, 
Pa., Mr. Davenport attended 
school in Erie, Pa., before 
going to Buffalo in 1883, 
where he was employed by 
another hardware store be- 
fore joining Weed & Co. 

He is at his desk every 
day between 9 and 4 o’clock, 
receiving an endless stream 
of salesmen. 





Pioneer's Third Branch 


Pioneer Rubber Mills, San 
Francisco, has opened its 
third branch at 5555 N. 
Northwest Highway, Chicago. 
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Heads McKnight's 
Industrial Department 


Richard J. McGovern has 
joined the Samuel McKnight 
Hardware Co., 225-227 Fed- 
eral St., Pittsburgh, as man- 
ager of its industrial depart- 
ment. 

For the past 32 years, Mr. 
McGovern has been associated 
with the Standard Machin- 
ists Supply Co., most re- 
cently as sales manager. 





Warner Promotes 
Credit Sales Executive 


Warner Hardware _ Co., 
Minneapolis, Minn., has 
elected B. F. Collins, vice- 


president in charge of credit 
sales. At the same time, Merle 
Carlson was elected secre- 
tary. All other officers were 
re-elected. 

Mr. Collins, who has been 
manager of Warner’s credit 





B. F. COLLINS 


department since 1921, has 
been a director since 1933. 
Long active in credit circles 
in Minneapolis, he is a past- 
president of the -tetail Credit 
Association of Minneapolis; 
and a former director of the 
National Retail Credit Asso- 
ciation. Last September, he 
was elected president of 
Charga-Plate Stores of Min- 


neapolis, Inc. He is a 35-year 
club member of Warners. 

Mr. Carlson, the newly 
elected secretary, started with 
the company in 1927 in the 
yard and garden department. 
Manager of the firm’s whole- 
sale tool department, he has 
been a director since 1942, 
and assistant secretary for 
the past four years. 

The company has also pro- 
moted Edward White, assis- 
tant manager of the retail 
tool department, to the po- 
sition of manager. 





Salt Lake Hardware 
Names Huckins Buyer 


W. A. Huckins, Jr., has 
been named department man- 
ager and buyer of the elec- 
trical department of Salt 
Lake Hardware Co., whole- 
salers of Salt Lake City, 
Utah. 

Charles Wardrop, who pre- 
viously held this position, 
will continue as head of the 
machinery department and 
will devote his full time to 


Heart 


Eee, 





of America Hardware Club Officers 


the machinery and industria] 
business. 

The new manager of the 
electrical department will be 
assisted by Thomas Hall, 





W. A. HUCKINS, JR. 


who has had 17 years experi- 
ence in various departments 
of the company. 

Mr. Huckins has had expe- 
rience with utilities and in the 
electrical contracting field. 
He is a graduate electrical 
engineer and has had exper- 
ience in various tasks at Salt 
Lake Hardware. 


iad 6: 





W. Wm. Graham, manufacturers representative, center, 
is the new president of the Heart of America Hardware 
Club, Kansas City organization of travelling men who call 
on the wholesale hardware trade. Other new officers are, 
left, Dan J. Schmelzinger, manufacturers representative, 
vice-president, and James J. Keyes, New Britain Machine 
Co., secretary-treasurer. The club was organized in 1939 
as a unit of the Central States Hardware Club of Chi- 


cago. 
now has 62 members. 


It has functioned independently since 
Meetings are held the last Friday 


1943 and 


of each month, at the Hotel President, Kansas City. 


HARDWARE AGE, APRIL 15, 1954 


AGE 


ri 


APRIL 15, 





Hardws 
Set for 


The jo 
America! 
facturers 
the Na 
Hardwar 
be held | 
City, Ne 
ference E 
be a fea 
tion. 

Hotel |} 
the Marz 
Hotel, an 
are the 
Shelburn 
These ho 
to begin 
tions on 

In anr 
Arthur L 
of the AF 
neither o: 
sociations 
with Na 
Show wh 
Chicago, 
the Atlan 





Hardwa 


C.C. Si 
J. W. 


Casime: 
of Snee & 
hardware 
Pa., was 
as usual 
day, Mar 

Mr. Sne 
the hardw 
years, “re 
day, 


acco 





CASI 


HARDWA 








IRE 








IGE FOR 





lustrial 


of the 
will be 


Hall, 


experi- 
‘tments 


d expe- 
i in the 

field. 
sctrical 
exper- 
at Salt 





nter, 


ware 
. call 
are, 
itive, 
shine 
1939 
Chi- 
and 
riday 


, 1954 


AGE while 


THE 





it’s NEWS 


TRADE sacvunnx 





APRIL 15, 1954 





Hardware Convention 
Set for Oct. 3 to 6 


The joint convention of the 
American Hardw.re Manu- 
facturers Association and 
the National Wholesale 
Hardware Association will 
be held Oct. 3-6 at Atlantic 
City, New Jersey. The Con- 
ference Booth Plan will again 
be a feature of the conven- 
tion. 

Hotel headquarters will be 
the Marlborough - Blenheim 
Hotel, and cooperating hotels 
are the Claridge, Dennis, 
Shelburne, and Traymore. 
These hotels were requested 
to begin confirming reserva- 
tions on March 29. 

In announcing the dates, 
Arthur L. Faubel, secretary 
of the AHMA points out that 
neither of the sponsoring as- 
sociations has any connection 
with National Hardware 
Show which will be held in 
Chicago, the week following 
the Atlantic City Convention. 


Name Changed By Tulsa 99 Years In Business To Be Celebrated By 
Paxton & Gallagher With Special Activities 


Wholesale Company 


The Clark-Darland Build- 
ers Supply Co., 123 E. First 
St., Tulsa, Okla., has changed 
its name to Builders Hard- 
ware & Supply Co. 

The company is a whole- 
saler of builders’ hardware, 
building specialties and al- 
lied lines to hardware deal- 
ers, lumber dealers, large 
general contractors, large 
cabinet shops in eastern Ok- 
lahoma, southeastern Kansas 
and northwestern Arkansas. 





Clover Mfg. Appoints 
New Sales Manager 


Walter R. Trezise has been 
appointed sales manager of 
the Clover Mfg. Co., Nor- 
walk, Conn. 

Mr. Trezise has had exten- 
sive experience in the coated 
abrasives field. He formerly 
was with Behr-Manning 
Corp. and Armour & Co. 





Hardware Briefs: 





C. C. Snee Celebrates 80th Birthday at Work; 
J. W. Norton Marks 70th Year in Hardware 


Casimer C. Snee, owner 
of Snee & Sunday, Inc., retail 
hardware firm of Scranton, 
Pa., was at his daily tasks 
as usual on his 80th birth- 
day, March 4. 

Mr. Snee, who has been in 
the hardware business,for 60 
years, “really works’ every 
day, according to his em- 





CASIMER C, SNEE 


ployees of whom he presently 
has 12. 

At various times in his 
career, Mr. Snee had been a 
shipping clerk, a retail] sales- 
man and a road salesman. 
He founded his own business 
in 1921, with the late Charles 
Sunday as a partner. 

Mr. Snee recalls that when 
he started work, 60 years 
ago, the 6 a.m. factory 
whistles woke everyone with- 
in earshot but today he hears 
a lone whistle at that hour. 





John W. Norton of Norton 
Hardware, Talmadge, Neb., 
will celebrate 70 years in the 
hardware business this May. 
He is still quite active in the 
operation of the store. 

The Norton store was 
started in its present location 
in 1882 by Henry Farens- 

(Continued on page 192) 


HARDWARE AGE, APRIL 15, 1954 





Paxton & Gallagher Co., 
wholesalers of Omaha, Neb., 
this year will mark its 90th 
year in business. 

The company is planning 
to celebrate its 90th anniver- 
sary with a number of spe- 
cial activities, some of which 
will tie in with the 100th 
anniversary of the city of 
Omaha, which will also be 
celebrated this year. 

Among the special activi- 
ties planned by the company 
are a series of monthly anni- 
versary specials for dealers. 
In addition there will be sev- 
eral broadsides and books for 
dealers to mail to their cus- 
tomers. These will consist of 
two newspaper size broad- 
sides and two 24-page books. 

In addition, a new general 
hardware catalog will be is- 
sued to dealers this year. 
Some items of merchandise, 
marked to note the firm’s 
90th birthday and Omaha’s 
100th birthday, will be made 
available to dealers for re- 
sale at special prices. 

The firm of Paxton & 
Gallagher was founded in 
1864 by Ben Gallagher, who 
had been a clerk in a retail 
store in Ottumwa, Iowa. 
When he was 20 years old he 
was appointed by the govern- 
ment as a “Post Trader” at 
Kearney, Neb. The UP rail- 


road 
from 
Mr. 


was opened westward 
Omaha in 1865 and 
Gallagher moved his 
stock to Omaha to begin 
wholesaler operations in 
hardware and groceries. 

By 1875, the business had 
expanded to the point where 
it required further capital 
and the firm of Paxton & 
Gallagher was formed. The 
company has continued to 
expand since that time, and 
during this 90th year of op- 
eration, all its activities will 
be combined in a three block 
long building on Jones St. 

Paul C. Gallagher, son of 
the founder, is president and 
general manager of the firm. 


New Igoe Warehouse 


Igoe Bros., Inc., whole- 
salers with headquarters at 
73 Metropolitan Ave., Brook- 
lyn, has moved its Stamford 
branch warehouse into larger 
quarters at 700 Canal Street, 
Stamford, Conn. 





Adds Service Branch 


Black & Decker Mfg. Co., 
Towson, Md., has erected a 
new factory sales and service 
branch office at 1717 Third 
Ave. S., Birmingham, Ala. 
This is the 36th branch 
opened by the company. 





All Paxton & Gallagher operations are now combined in 
this three block long building on Jones St., Omaha, Neb. 
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News of the Trade ——————— 





| G. R. Seidlitz formance and the franchise 
| Heads Paint Firm becomes his property which 


he is saleable. 

G. R. Seidlitz has been The plan had been tested 
elected president of Seidlitz in California and other mar- 
Paint & Varnish Co., Kansas kets for the past yea) 

City, Mo. Mr. Seidlitz suc- 

ceeds to a post previously 
held by his father, C. N. .., 
Seidlite. since the company Nicholls Mfg. Changes co 
was established in 1901. Top Management Posts 
C. N. Seidlitz will assume the 
newly created position of 
chairman of the board. Co., of Ottumwa, Iowa. and 

The new president joined ja. been named chairman oi 
the firm in 1938, after grad- the board. 


Martin B. Hardsocg, a son, 
who is treasurer and venera! 
manager, has been clected 
president. 

Another son, Murray 
Hardsocg, is vice-president, 
secretary and director of the 
sales division. 





Fred Hardsocg has retired 
as president of Nicholls Mfg. 









Evans King-Size 
10-ft. Steel Tape 


STANDS UP STRAIGHT 
for UPRIGHT 
MEASUREMENTS 


Those long upright measurements are easy 
and accurate with this new EVANS King-Size 
10-ft. White-Tape. The 33° wider blade 
(full 34") stays straight up without bending 
or buckling. You get a free belt clip and Tenite 
utility case with every tape. Sliding end hook 
for inside or outside measuring and... | G. R. SEIDLITZ 
| 





Mr. Hardsocg became book 
keeper in 1902 of the con- 
pany which was esta)lishe 








it’s marked so you don’t have to figure! 



































no other tape is marked this Evans way. uation from Cornell. In 1948 
| he was named vice-president 
This Edge — marked cera with foot markings a and sales manager and in 
J VO ve 1/1 1950 became vice-president 
2 | 213 2/|4 | and general manager. 
This Edge—marked in inches from 1” to 120’ uuu! Mr. Seidlitz reported that 
sales in 1953 reached an all- 
Whichever way you work, in inches or feet and inches, | time high and that the com- 
you read instantly without having to stop and figure. pany plans to expand into 
The EVANS King-Size White-Tape Is the Top 10-ft. the mid-south area. FRED HARDSOCG 
Tape Value at only $239* RETAIL = 
| ° ‘ 
another na —_ _ Assistant Sales Manager jn 1896 by his father, the late 
~ < 7 | me . 
EVANS \ ini = Named by Rubber Firm Martin Hardsocg and Moses 
SS a oom on ee 
value — FS < | Sections tithes Cs. of Nicholls to make carpent Low 
HE iS \ | w he Hi —_ rae a ? im steel squares. He bought his 
T 4 KE ge statids aven, onn., nas @P- father’s interest in the con- 
ONLY K g pointed Harold J. Barich, _—. aie aed thas be 
z J } | astitent aunecel sales tae pany in 1909 anc has been 
12-FOOT psa E ree head of the firm since that 
agar : 
POCKET | : a ee ‘ith time. He was elected pres- Shin 
S/S ‘ — Psigg suas se dent in 1949 when the con- ory 
WHITE-TAPE SS] 5 — — . tye = "Be pany was incorporated. ha 
S| sing P x years. i 
Standard blade ; eo a dising for eight ye ars: e 
V2"" wide <7 << J . was administrative assistant prod 
Now, © paciet steel This L-O-N-G-E-R : | to the vice-president of the appe 
tape that measures a a Pocket White-Tape only $] 89 | eastern division. 
full 12 feet — elimi- e° 
nates the inconve- RETAIL ae moti 
nience and inaccu- . . ° . 
racy of adding two New Distribution IS tyf 
measurements as you do with shorter tapes. Exclusive EVANS double markings . : 
(same as King-Size above). Chrome plated case is no bigger than cases for Plan on Dishmasters te I 
shorter tapes. Self-adjusting sliding hook for 100% accurate inside or outside a s ohio Nina asec 
measurements. Each tape packed in FREE transparent Tenite utility case The Gerity -Mic higan Corp. P 
; has announced a new plan ing p 
Let us help you sell more tapes. Write for free supply of leaflet 10-HA | of national distribution that is m: 
*Prices slightly higher | sets up exclusive territorial sales. 
\ seatene Tous | franchises for Dishmaster iar 
‘ &CO @ 2677 | dishwashers. | 
{ r The plan is unique in that Sales 
400 Trumbull Street, Elizabeth, N. 2 U.S.A. the exec lusive distributor the . 


f, +4 ; ; : ‘ 
Makers of Evans ‘Long Tapes’ —25-50-75-100 ft. and Evans 6-{t. Folding Rules | must make a deposit for per- MARTIN B. HARDSOCG 
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— Lowe Brothers 


“Uo aa 3 PAINT 


T 
* STAN DaRD cation *f 


—— 


Lowe Brothers ‘Big 3’ Idea 
multiplies your paint 
selling possibilities! 


Shingle n’ Shake is a perfect example 
of Lowe Brothers consistent leadership 
in development of new high quality 
products with outstanding consumer 
appeal... 

. And the powerful “Big 3” pro- 
motion behind Shingle n’ Shake Paint 
is typical of Lowe Brothers sales build- 
ing programs—keyed to the times and 
based on sound pre-proved merchandis- 
ing principles. The “Big 3” proposition 
is made to reach your prospect with 
sales-making impact—and timed right 
for results, Multiply your chances for 
sales with new Shingle n’ Shake and 
the “Big 3” proposition! 
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New Shingle n’ Shake is a “breather” type finish de- 
veloped especially for painting rough exteriors— 
shingles, shakes, rough-sawed siding, brick, cement, 
stucco, and asbestos shingles. 

This amazing finish is already setting sensational 
sales records—in a tremendous untapped market! 
@ One coat covers—terrific hiding! 

@ Dries to velvety flat finish of exceptional beauty. 
@ Great durability —it’s alkyd reinforced! 
@ Beautiful Style-tested colors. 

Line up now with Lowe Brothers’ great new Shingle 
n’ Shake —and get your full share of the extra paint 
profits it’s producing! Get the facts—write today! 


The Lowe Brothers Company °* Dayton, Ohio 


Lowe Brothers 


PAINTS - VARNISHES 
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Pacific Southwest Hardware, Implement Men 
Meet to Promote Trade Relationships 


To promote and encourage 
harmonious and ethical rela- 
tions among retail hardware 
dealers, and retail farm 
equipment dealers, and be- 
tween them and manufac- 
turers and wholesalers in the 
Southwest, about 100 dealers 
and suppliers’ representa- 
tives met recently in El Paso, 
Tex. 

Sponsored by the Texas 
Hardware & Implement As- 
sociation, Dallas, and the 
Tri-State Hardware & Im- 
plement Association, Canyon, 
Tex., the meeting was con- 
ducted by co-chairmen Sam 
Douglass, El Paso hardware 
man, and Frank Halla, local 
farm equipment dealer. 

Dealers were acquainted 
with the services offered by 
the respective state and na- 
tional associations, and were 
asked to participate fully in 
group efforts. They were en- 
couraged to organize a local 
chapter or club to function 
as a part of the state and na- 
tional associations. 


Featured speakers included 
Edgar W. Brasch, Levelland, 
Texas, president of the Tri- 
State Association, and a 
member of the board of gov- 
ernors of the NRHA; Charles 
A. Washmon, Harlingen, 


Tex., president of the Texas 





News of the Trade 





Association and a director 
and executive committee 
member of the National Re- 
tail Farm Equipment Asso- 
ciation. 

At a separate hardware 
meeting, Mr. Brasch led a 
question-and-answer discus- 
sion on discount houses, trad- 
ing stamps, direct selling, and 
methods of combating trade 
evils. 


Speakers at the joint meeting of hardware and implement 
dealers in El Paso, Tex., were, left, Edgar W. Brasch, 
Levelland, Tex., and Charles A. Washmon, Harlingen. 


Deming Co. Advances 
Two Sales Officials 


Robert L. Davis has been 
appointed sales manager, and 
George E. Trisler, sales pro- 
motion manager, of the Dem- 
ing Co., Salem, Ohio. 

Mr. Davis succeeds Harry 
E. Carloss, vice-president. 
He joined Deming in 1922, 
working in the factory and 
office, was on leave to attend 
college and after graduation 
returned to do sales work in 
the company’s midwestern 
territory. 

Mr. Trisler joined Deming 
in 1921. He was a district 
representative, then assis- 
tant sales manager, and now 
takes over the newly estab- 
lished sales promotion man- 
ager position. 


Bradley Will Represent 
Aluminum Paint Line 


S. O. Bradley & Son, Ashe- 
ville, N. C., has been appoint- 
ed to represent the Permite 
paint and varnish lines of 
Aluminum Industries, Inc., 
in North and South Carolina. 





Feature and display the 

entire VIGORO gardening line! 

America's complete and profitable 
line of Gardening products ! 
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Instant 
VIGORO 


End-o-Pest 


ROSE DUST 


End-o-Weed 
CRAB GRASS 
KILLER 


End-o-Pest 
TREE SPRAY 


ARC DUST. 


AR.C. 


DUST 


*Vigoro is the trade-mark for Swift & Company's 
complete, balanced plant food. 
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= “EXTRA DISCOUNT” 
DEALS SOLD!!! 


(As of March 11, 1954) 


OF ORDER NOW 
spit =P. ‘ AND SAVE AN 
ines of r EXTRA 10%... PLUS... 


s, Ince., 
. ill iseenannetien tions: tae 
arolina. 


2 


= Y Sri: re ae ve oe | ’ GET THIS $15.00 SELF- 
~\! 0 , coun 10 09" a ae ‘ 


TT 


SERVICE DISPLAY RACK FREE! 


RETAIL VALUE OF DEAL... . $104.50 
USUAL DEALER NET 

10°/, EXTRA DISCOUNT 

FOR ORDERING NOW.... 


COST TO YOU 


Prices Slightly Higher 
West of the Rockies 


PRICES F.O.B. - BROOKLYN 
* DETROIT 
TA * LOS ANGELES 
VS 


. De \? y 
Senay » 
ia ss) THIS “EXTRA 
a DISCOUNT” DEAL 
EXPIRES MAY 31, 1954 


SS 


This Deal will be available after expiration 


Designed for your Counter date with FREE DISPLAY RACK, But NO “EXTRA 
Measures W. 21” H. 28” D. 16” DISCOUNT”. 


ALL Merchandise in this 10°% “EXTRA DISCOUNT” DEAL can be 
replaced from the regular stock of your Jobber at regular discount. 


Order from Your Jobber or write us direct! 


SEAL RITE CAULKING CO., INC. 


World’s Largest Manufacturers of Caulking Products 
Detroit - 17300 Wyoming °* Brooklyn - 269 Green St. * Los Angeles - 6001 So. Gramercy Place 
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Count on PLYMOUTH 
to come up with the BEST! 


lawn $0? inkle? 
peng Mp tm patel 


NEW! 
PLYMOUTH 


TRANSPARENT = /enylile 


LAWN SPRINKLER 


Suggested Retail 25-ft. $3.75 


Exclusive new design! Always lies flat. Extruded for 
extra strength... of sparkling, brilliant, transpar- 
ent plastic. 


LAWN SPRINKLER 


Suggested Retail 25-ft. $2.98 


Green side up to sprinkle! Red side up to soak! 
Priced for volume sales! 





Also ask your jobber for the 


PLYMOUTH  Menyldde 


GARDEN HOSE 


PLYMOUTH Featherweight 
WORTHMORE Featherweight 


in opaque or Transparent 










cuit ~ 7 


"Guaranteed by @ 


PLYMOUTH RUBBER COMPANY, INC. 


Originators of Plastic Garden Hose 
CANTON, MASS., U.S.A. 
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(Continued from page 187) 


worth. Mr. Norton went to 
work in this store in 1882 
and it became Norton Hard- 
ware in 1937. 

Raymondsville, Mo. — Ray 
Dow Clayton has purchased 
the hardware and lumber 
business of Mrs. R. E Hub- 
bard. The business was 
founded in 1900 and has been 
operated by Mrs. Hubbard 
since her husband’s death in 
1948, 





St. Joseph, Mo.—The Hat- 
field Hardware & Sporting 
Goods Store recently opened 
a complete boat department 
with motors, boats, marine 
hardware and a repair ser- 
vice. Two boat clubs held a 
parade to mark the opening. 





Dunn, N. C.—The Britton 
Hardware Co., owned by 
George Britton, recently 
opened on N. Wilson Ave. 

Bay City, Mich. — Two 
young men were being held 
on charges of breaking into 
the Goddeyne Hardware, in 
February. Detectives an- 
nounced the recovery of the 
stolen from’ the 
store. 


Columbus, Ga.—This city’s 
newest hardware store, Ben 
Owen Co., 1026 Broadway, 
in Mid-March. 
Ben Owen, owner, has been 
in the hardware business for 
the past 25 years, the last 
eight of which he spent as 


, manager of a local hardware 


store. 


Slater, Mo.—C. W. Giger, 
proprietor of Giger’s Hard- 
ware, has purchased a local 


| furniture store and plans to 





move his hardware and ap- 
pliance business into the new 
property. 





Fortuna, Cal.— Dale and 
Margaret Adam recently 
held the opening of their new 
hardware business, Adams 
Hardware, formerly Gard- 
ner’s Rio Dell Supply & Ser- 
vice. The Adams have been 
operating the business for 
nearly a year since Mr. and 
Mrs. Ed Gardner started a 
world cruise. 


Cleveland, O. — Turney 
Hardware Co. has opened its 
fourth store in Westgate. 


The self-service operation is 
being managed by Walter V. 
Horn, who has been with the 
company for 14 years. He is 
assisted by Morris Luther. 





Milford, la.—Thieves who 
broke into Jensen’s Our Own 
Hardware, March 8, took five 
firearms. They gained en- 
trance by breaking a glass 
in a rear door and opening a 
night latch. No other mer- 
chandise besides three shot- 
guns, a rifle and pistol were 
taken and cash in a register 
was not touched. 





Bristol, Conn.—The Maple 
End Hardware Store has 
moved into new quarters at 
Farmington Ave. and Rustic 
Terrace. The business was 
started in 1946 and is oper- 
ated by Adolph and Vincent 
Stefanik. The brothers also 
operate a store in Plainville, 
known as the Plainville 
Hardware Co. 

Pottstown, Pa. — Thieves 
who broke into the Frazer 
Hardware Store took several 
shotguns, about 150 boxes of 
shotgun shells, electric appli- 
ances, tools and an electric 
adding machine — the latter 
to use, probably, in eounting 
up their “take.” 


Oklahoma Hardware Co. 
Elects Officers 


With the retirement of 
Gene Aufricht as an active 
member of the board of di- 
rectors, and as an officer of 
the Oklahoma Hardware Co., 
Oklohoma City, Okla., the 
following officers were 
elected: 

W. E. Smith, president and 
chairman of the board; C. S$. 
Dalbey, vice-president; S. E. 
Clarkson, Jr., vice-president; 
W. H. Vick, vice-president; 
Geraldine Proffit, secretary 
and E. M. Landrum, Jr., 
treasurer. 

Lyle Wheeler 
the company as manager of 


has joined 


the sporting goods depart- 
ment. He was formerly 4 
buyer for the Morrow- 


Thomas Hardware Co. 
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—— HANDSOME DISPLAY is yours for the 
price of the locks alone. As you can see, 
ALIGNALOCK is beautifully designed . . . per- 
fectly balanced. It is finished in handsome 
—~ = brass, bronze, aluminum and in polished 


chrome for split finishes. 
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Frazer 


oa attractive FREE DISPLAY! 


latter SARGENT 


a ...order ALIGNAJOCK today! 


e Co TRADEMARK 


nt of New high quality, low cost lock They’ll want ALIGNALOCKS because the 


active SARGENT name on these locks helps se// 


of di- is backed by one of the biggest houses. It indicates quality materials 


icer of 















throughout. 
re Co» 1 hyilder promotions in history! : 
the p y: Builders will be in your store soon for 
were E , hil oo ALIGNALOCK ... better have it! Otherwise, 
sVery ‘e é 4 » § ( > -omes ’ : 
‘ii rien = = pe s an - a - , you'll be likely to lose good sales ... and, COLORFUL 
P along é sweeps a 5 tl side. 
nt and tiong that sweeps all competition aside perhaps, good customers. 2 page ADS 
3 C. 5. Such a product is ALIGNALOCK! , ; . + 
 §. E. So, be ready for the demand! Order BOOKLETS & 
sident; Your builder customers are reading about ALIGNALOCK from your supplier today and SALES AIDS 
sident; ALIGNALOCK now in colorful, completely feature it prominently in your store. You'll 
niga detailed, two-page advertisements appear- get the free display and free literature, too. 
, orn ing in American Builder... Practical 
‘oined Builder... House & Home. SARGENT 
ae ll m d ; & COMPANY 
ger ol rhey are reading about ALIGNALOCK in 
lepart- “tell-all” literature which explains how Mow Vork 
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lock is installed, even by non-skilled help. Hardware of Character 
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For Long Life it’s the POWER PRODUCTS Lightweight- 


Hundreds of thousands of happy users have proved 
by years of use that the POWER PRODUCTS 2-cycle 


engine is built for long life. 


The reason, of 
course, is that Power 
Products has added 
extra features that as- 
sure long-life and 
trouble-free perform- 








ance 


These small extras make 
formance. . 


. keep customers happy... 


© LIGHTWEIGHT 

© MINIMUM EFFORT STARTING 

© LONG LIFE, LESS MAINTENANCE 

® FULL CARBURETION 

® BALL BEARING MAIN BEARINGS 

© SEALED ORIP PROOF CRANKCASE 

® FULLY ENCLOSED, FLY-BALL GOVERNOR 
® NO OIL CHANGING OR CHECKING 


© CLOG FREE COOLING SYSTEM 


a big difference in per- 
make it pay 


to choose equipment powered by the Lightweight 
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be modern-go Lightweight 
POWER PRODUCTS CORPORATION 


2011 N. 12th Street 
GRAFTON, WISCONSIN 


{ 
| 
| 








News of the Trade ——————— 


Winners Are Announced in Black & Decker 
Window Display, Advertising Competition 


Joske’s department store of 
San Antonio, Texas, was the 
winner of a window display 
contest conducted by Black 
& Decker Mfg. Co. 

Howard Lumber Co., Nat- 
chitoches, La., won first place 
in a contest for the best ex- 
ample of retail advertising. 

Second place in the window 
contest went to McCreight’s 
Hardware, Portland, Ore.; 
Santa Cruz Hardware, Santa 
Cruz, Calif., took third place. 

In the retail advertising 
contest, W. D. Hall Co., El 
Cajon, Calif., won second 
prize, while third place was 
taken by Vonnegut Hard- 
ware, Indianapolis. 

Honorable mention in the 
display contest went to Ank- 
corn Hardware, Palouse, 
Wash.; Cartwright MHard- 
ware, Aliquippa, Pa.; Coast 
Hardware, Studio City, 
Calif.; Grayson Hardware & 
Furniture Co., Seattle, 
Wash.; W. D. Hall Co., El 


Cajon, Calif.; Lyman-Hawk- 


ins Lumber Co., Akron, Ohio, 
and Tampa Hardware Co., 
Tampa, Fla. 

In addition to the prizes 
awarded the retail stores, 
special prizes also went to 
wholesaler salesmen who 
worked with the winners in 
developing the windows and 
advertising. 

Salesmen thus honored in- 
clude Sam Dwyer of Perry 


Shankle Co. (Joske’s win- 
dow) and T. B. Patterson of 
Woodward-Wight & Co., Ltd., 
(Howard Lumber advertis- 
ing). 

Other wholesalers’ sales- 
men receiving awards were 
John Lasko of Northern 
Wholesale Hardware; H. R. 
Osborner, Nusbaum Whole- 
sale Hardware; Herb Beader 
of Mission Pipe & Supply 
Co.; and G. N. Riser, of 
wholesale division of Von- 
negut’s. 

Judges in the contest were 
Joseph Lasky of Retailing 
Daily, D. J. Loden, advertis- 
ing executive, and W. A. 
Phair, HARDWARE AGE. 


Boosters Will Hold 
Outing on June 2 


The Hardware Boosters, 
Inc., will hold its annual stag 
spring outing on Wednesday, 
June 2, at Reinhard’s Park 
in Bayville, Long Island, 
N. Y. A program of sports 
events has been arranged. 
Clams, shrimps, hamburgers, 
hot dogs and beer will be 
served from noon to 4 p.m. 

An old fashioned clam 
bake will start at 5.00 p.m. 

Tickets may be obtained 
at $10 each from Jack Tay- 
lor, The Stanley Works, 40 
Worth St., New York, or 
I. Fischman, Atlantic Hard- 
ware & Supply Corp., 95 Van 
Dam St., New York. 


W. J. Stewart Retires as Lufkin Salesman 





W. i Stewart, left, who has represented the Lufkin Rule 
Co. in the Detroit territory for 28 years, is shown re- 
ceiving the best wishes of E. H. Meibeyer, vice-president 
and sales manager. Bill, who is retiring, plans to reside 
in Florida. 
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BUILT THE BETTER WAY BY AMERICANS 


8 OLIN ASSORTED FLASHLIGHTS IN 
ATTRACTIVE COUNTER DISPLAY PACKAGE 
DESIGNED TO CREATE IMPULSE SALES! 


sman 





48 Olin #1511 Guaranteed Bat- All with lifetime safety switches, removable end caps. 
teries to retail at 15¢ .., Dealer Produced from highest quality chromium plated brass. 
profit 35%! Packed in a colorful 
counter carton. Each battery ORDER DISPLAY PACKAGE #8400 
carries this full guarantee: “If Two Mo. XBG20, S-cOM q........nccccccccccccccccscssssese. to retail at $2.20 
typed damages your flash- Two No. X2420 deluxe 2-celll 0... to retail at 1.85 
= joan adhere battery vesthea EE. to retail at 1.50 
We will promptly give you free a T 2011 i iI 1.19 
new flashlight of equal value plus wo No. ‘ I occ cnnncsennenoresensorceveninemanevel to retail at : 
batteries.” 
I I cs viccssccccteseséswacieninoehwonctenccsuses $13.48 
Products of 
cut cctetea taint tiesanliaileadiibesssaniniiit 8.98 
Oo aaa 
nae we industries, Inc. YOUR PROFIT...._—s—i“‘( wt. 4 4.50 
yresiaen 
o reside 


ELECTRICAL DIVISION, OLIN INDUSTRIES, INC. NEW HAVEN 4, CONN. 
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GET IN ON THE 





Special-of-the-Month 
**PERMACRISP’’ 







Tri-State 
Rigid Plastic 
Refrigerator “Garden” 
Loaded with Sell! 


No. 195 F ‘“PERMACRISP” 
7%e" x 10%" x 4%". 
Individually packed, 

12 per shipping carton. 


This giant capacity, crystal-clear crisper keeps a whole 
week’s supply of vegetables garden fresh. Its self-seal lid 
locks in the “dew,” keeps stray odors out. Fingertip pres- 
sure On the special pull-up tabs releases the cover. Ridged 
bottom keeps cold air circulating on all surfaces, makes 
for easy stacking. Chip-proof, sturdy, and feather-light 
under the faucet. Rounded corners for easy washing. 
Suggested retail. °. $1.79 








NATIONAL HOOK-UP! — May GOOD 
HOUSEKEEPING will flash the Trudy Star 
“PERMACRISP” promotion to 10,650,000 
women — your customers. 





A : Bw en 7 
oo 7 Guaranteed by > 
- Good Housekeeping 
- “J 


$245 avveanisen HS 


Dave Garroway features 
it on NBC/TV’s “TODAY.” 





DISPLAY TIE-IN! — Trudy Star labels on every Tri-State 
“PERMACRISP” will identify the Special-of-the-Month right 


at your counter. 


Pad 


a ———_, 
rd 
GET IN ON THE femcl Mone y) 
i 
CC 
Order now from your jobber or Tri-State salesman. 


WORLD'S GREATEST ASSORTMENT OF RIGID PLASTICS 


TRI-STATE PLASTIC MOLDING CO., Inc. 


HENDERSON 9, KENTUCKY 





Detroit St. Louis 
18401 E.Warren 1089 Francis Pl. 


New York 
12 E. 41st St. 


Chicago 
176 W. Adams St. 
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Pacific Coast Builders 


News of the Trade ————— 


” Hardware Men 


To Meet at Sun Valley, Idaho, May 3-6 


The 
Coast 


9th annual Pacific 
Builders’ Hardware 


| Conference, sponsored by the 


Builders’ Hardware Clubs of 


| that area will be held at Sun 


Valley, Idaho, May 3 through 
6. Don R. Morris, 900 S. W. 
2nd Ave., Portland 4, Ore., is 
general chairman of the con- 


ference. 


E. B. McNaughton, chair- 
man of the board, First Na- 
tional Bank, Portland, will 
address the conference on 
Monday, May 3. Glenn Stan- 


ton, immediate past presi- 
William S. Haswell 
| Joins NBHA Staff 

William Sherwood Has- 


| 


well, of Dallas, Texas, has 
been appointed director of 
publication relations for the 
National Builders’ Hardware 
Assn., according to John R. 
Schoemer, NBHA managing 
director. 

Mr. Hasweli, a member of 
the American Society of 
Architectural Hardware 





WILLIAM S. HASWELL 


Consultants, is a graduate 
of New Britain, Conn., High 
School. After attending 
Wesleyan University in 
Middletown, Conn., he joined 
Russell & Erwin Div. of 
American Hardware Corp. 
in 1929. 

Beginning in 1936 he rep- 
resented Russell & Erwin in 
territorial sales work, cover- 
ing at various times the 
states of Connecticut, Flor- 
ida, Virginia, North and 
South Carolina, Georgia, 


| Texas and Oklahoma. 


Mr. Haswell assisted in 
organizing builders’ hard- 
ware clubs in the Carolinas 


| and Texas, serving as presi- 


dent of each. The “Short 


HARD 


dent of the American Insti- 
tute of Architects, Portland, 
will be the chief speaker on 
Tuesday. The Wednesday 
session will include a talk 
by James D. McCrary, vice- 
president and general man- 
ager, Morrison-Knudson Co., 
Boise, Idaho, contractors. 
Social events will include 
an open pit barbecue dinner. 
A wide range of sports ac- 
tivities will be offered, in- 
cluding swimming, 
badminton and Skeet. 


bowling, 


Course on Estimating Build- 
ers’ Hardware” given by the 
Texas Club in August, 1953, 
was carried out by that 
club’s Education Committee, 
Mr. Haswell 
chairman. 


serving as 





H. B. Megran Is Made 
University Trustee 

Herbert B. Megran, presi- 
dent of Starline, Inc., Har- 
vard, Ill., has been made 
president of the board of 
trustees of the University of 
Illinois. 

Mr. Megran, well known in 
hardware circles, served as 
president of the American 
Hardware Manufacturers 
Assn. in 1952-1953. 


Wood Named 0-Cel-0 
Manager of Sales 


John A. Wood has been 
appointed general sales man- 
ager of the O-Cel-O Division 
of General Mills, Inc., Buf- 
fale, N. ¥. 

Mr. Wood, formerly an ex- 
ecutive with food companies, 
replaces Frank L. Haveron, 
Jr., who resigned to join a 
manufacturers’ agents firm. 





JOHN A. WOOD 
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Stock the bar that 
captures more sales 
...returns more profit 


KIMBLE GLASS BARS 
with tear-drop fittings 


Here’s THE Bar that’s designed to give the 
Availabl : we. 
gpa = maximum of consumer value . . . priced to cap- 
in both 18 


and 24” lengths. ture more sales and give you a high profit margin. 














Fittings are bright, streamlined, nickel-finished. 
Rod is sparkling-clear glass. It’s a combination that makes 
Kimble Glass Towel Bars a natural, self-service item. 
Don't delay, place your order today with your wholesaler 
or write for one nearest you. Address Kimble Glass Bar 
Division, Owens-Illinois, Toledo 1, Ohio. 


KIMBLE GLASS BARS Owens-ILuINoIs 


AN @ PRODUCT GENERAL OFFICES + TOLEDO 1, OHIO 








THE BEST POWER EQUIPMENT 


AMERICA’S FIRST FAMILY 
OF 4-CYCLE AIR COOLED ENGINES 


Faster Starting 
More Power 
Longer Life 


World Wide Service 


PORTABLE OUTBOARD 
ENGINES a MOTORS 





THE LAUSON COMPANY 


Drsian of Her-Carter Company SPECIFY LAUSON ENGINES ON YOUR POWER EQUIPMENT! 
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Hardware Show to Feature Enlarged Garden 
Section; Hotel Reservations Being Taken 


An expanded section of ex- 
hibits of lawn and garden 
and light farm equipment 
will be a feature of the 1954 
National Hardware Show 
scheduled for Navy Pier, 
Chicago, Oct. 11-15. 

It is expected that some 
400 manufacturers will re- 
quire 100,000 sq. ft. of space 
to cover this section of the 
show. In addition to this 
section, another 200,000 sq. 
ft. will be utilized for other 
hardware lines. 

With a total of 300,000 sq. 
ft. used for the show, it will 
be the largest such show ever 
staged. In previous years, 
the exhibits occupied 225,000 
sq. ft. in New York. 

Hotel reservations are now 
being taken by various hotels 
for those planning to attend 
the show. Blocks of rooms 
have been set aside at the 
Morrison, Sherman, Con- 
gress, Bismark, LaSalle, 
Eastgate, Croydon, Mary- 
land, St. Clair, New Law- 
rence, Rosemore, Seneca, and 
others. 

Applications for hotel 
rooms should be made as 
soon as possible to the Na- 
tional Hardware Show, 331 
Madison Ave., New York 17, 
. e- 


Coners Named New 
Johnston Manager 


Thomas E. Coners has 
been appointed manager of 
Johnston Lawn Mower Corp. 
operations in Brookhaven, 
Miss. 

He was previously asso- 
ciated with RPM Mfg. Co., 
Lamar, Mo., as head of the 





T. E. CONERS 


engineering department and 
master mechanic. 

In his new capacity he will 
be in direct charge of the 
production of Johnston’s line 
of reel and rotary, power and 
hand mowers in the com- 
pany’s new plant at Brook- 
haven, 


News of the Trade 








F. J. Tone, Jr., Named 
Top Vice-President 


F. J. Tone, Jr., has been 
made senior vice-president, 
and Frederick T. Keeler was 
appointed director of sales 
for The Carborundum Co., 
Niagara Falls, N. Y. 

Mr. Tone, a member of the 
board of directors and vice- 
president of sales since 1942, 





F. J. TONE, JR. 


will have broad executive re- 
sponsibilities assisting and 
representing the president in 
many phases of the business. 
Beyond dealing with matters 
of major company policy and 
practices as they arise, Mr. 
Tone will work with all ele- 
ments of the company and 
its subsidiaries in the fields 
of distribution, sales and re- 
lated activities. 


Michigan Hardware Sales Study Course Graduates 82 Hardwaremen 


“HARDWARE EMPLOYEES SALES.. 


(j 7° 


3 ge «et, 


« 


.¥ ® 2 


* 
hae ag 


A recent three-day hardware sales study course at the University of Michigan, sponsored by the Michigan Retail Hard- 
ware Association in cooperation with the University attracted an attendance of 82 hardware people, including 10 store 


Further, Mr. Tone will 
handle and direct relations 
with customers, suppliers, 
distributors’ associations and 
other organizations of in- 
terest to Carborundum. He 
will continue as chairman of 
the company’s abrasive sales 
operating committee. 

Mr. Keeler, formerly di- 
rector of the marketing 
branch of the sales division, 
will be responsible for the 
functional direction of the 
sales programs of the com- 
pany and its subsidiaries. 





Luthe Hardware Named 
Seidlitz Distributor 


Luthe Hardware Co., Des 
Moines, Iowa, has been ap- 
pointed a wholesale distrib- 
utor of Seidlitz Paint & 
Varnish Co. 

Lowery Tainter will man- 
age the new paint depart- 
ment, according to C. J. 
Luthe, president of the 
wholesale firm. 





Moore-Handley Company 
Distributes Freezer 


Ben-Hur Mfg. Co., Mil- 
waukee, Wis., has appointed 
Moore-Handley Hardware 
Co. to distribute its freezer 
in the Chattanooga and 
Knoxville, Tenn., trading 
areas. 





a 





owners. The remainder were store employees. The three-day semester included a demonstration of the University’s 


survey of five retail stores and the experiences with salespeople in the stores. 
writing, customer relations and product information. 
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Other subjects covered were sign 
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Easy to sweep. A 
Easy to wash. 


Vf," thick 
24" or 36" wide 











Ace Kleen Sweep matting is attaining a new 
high in popularity for department stores, su- 
per markets, offices and other modern in- 
teriors. It is favored because it looks mod- 
ern, can be cleaned quickly and gives max- 
imum wear under heavy foot traffic. 











Black or maroon 
er Jobber 


s everywhere 


pUCTS: ‘onic 
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RIGHT 
CONTACT 


DEPENDABILITY © 





: —— 
HEAVY DUTY EXTENSIONS ~ 
with molded-on 
attachments 
- in 17 sizes and lengths 
from 10 to 100 feet of Type § 
or SJ rubber jacketed service 
cord. Every component partis @ 
UL listed. For POWER TOOLS, : 
FLOOR POLISHERS, PROJEC- 
TORS, OUTDOOR LIGHTING 
LAWN EQUIPMENT, etc. 










NEW ROYAL NO.2 
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Sunt 
PLASTIC BOXES 


For Every 
Purpose! 


e These. transparent © 


- plastic utility boxes: 


~~ sell on sight! Your | 
customers can use “| 
them for keeping = 


small items neatly © 
P HAIR PINS stored . . . easily 


p TOILETRIES _ identified. Available: 3 
e ae m6 in 6 sizes with aa 


choice of 24+ com- | 
partment designs. / 
Write for samples { 


and prices today! 3 


“Specialists in plastic 
packaging from planning 
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® 1500 feet of 5 a 
“every - day ~_. _ HTRIC WIRE ey 
wire types in Am 
be new assort- 
Ement, plus all- 
J steel display 
£ with built-in 
wire cutter. 





CORD SETS 
Attractively 
Packaged 


EASY TO SELL! 


THRU YOUR WHOLESALER 


WIRE + FUSES 
CORD SETS + WIRING DEVICES 
DECORATIVE CHRISTMAS LIGHTING 
ROYAL ELECTRIC COMPANY, Inc. 
Pawtucket - Rhode Island 








Two PROFIT-MAKING crits 






NEW Barbecue Grill 


‘for ranch-type kitchen, 
patio or garden 


Popular demand for a bar- 
becue fireplace with a short 
front-to-back depth is an- 
swered in this new Majestic 
model. Any masonry design can be built around this all- 


Model OF-385 





metal unit, making it the perfect barbecue for patio or 
garden or for the modern ranch-type kitchen. Burns wood 
or charcoal, Frame is heavy steel angles; doors and grates 
are cast iron. There's a gold mine of profits for you in this 
model, newly-designed by the leading manufacturer of out 
door fireplace equipment. 

lj 


.s w 
_OCTBOOR COOK. NOOK, 





r OUTDOOR FIREPLACE UNITS 


DEALERS: Get your free copy 
of ‘‘How to Enjoy an OUTDOOR 
COOKNOOK''—a 52-page book 
packed full of designs easily 
built around Majestic units like 
the OF-38 (left), The book helps 
you sell fireplace equipment. 


The Majestic Co., Inc. 


204-C Erie St. Huntington, Ind. 
















The Hardware Field | 
gets a SMASH-HIT 
KITCHEN APPLIANCE 












One No-clamp base 
and handle takes 
ALL the ‘Chopper 
b and Salad Maker 
attachments. 





SHREDS MINCE General has done, again—vith the, most 
i e home appliance 

SLICES CHOPS yt on See? famous on home 
slicer hi e market six years ago. Noth- 

GRATES CUTS ing else anywhere like Merry G'Rinder! In 
CRUMBS GRINDS terrific demand—the only appliance that's 
CHIPS a meat grinder and a saladmaker all in 
one! Order now. Yes! We have a smash 
Dept. hit on our hands and it isn't 


445 





easy! Orders are piling up. So 
get yours in today. Complete 
Chopper and Saladmaker Out- 
* fit retails at $18.50. Get the 
profit-making facts TODAY! 


SLICING MACHINE CO., INC. WALDEN, NEW YORK 
GET PROFIT FACTS © _ SLICING MACHINES WITH BOTH CLAMPS & SUCTION CUPS | 
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Arthur J. Smith, center, receives a service pin and felici- 
tations on his 50-year record from his son, Edmund, left, 
and Fred H. Adami, executive vice-president. 


50-Year Man Honored 
By Diamond Bolt Co. 


Arthur J. Smith was hon- 
ored for 50 years continuous 
with Diamond 
Expansion Bolt Co., Gar- 
wood, N. J., at the annual 
meeting of the company’s 20- 
Year Club, which now num- 
bers more than 40 members, 
who have a total service 
record of 1184 years. 

A pin containing four dia- 
monds was presented to Mr. 
Smith by Fred H. Adami, 
executive vice-president. Mr. 
Smith is the third man of the 


company honored for 50- 
years’ service. 
Thirty-two watches were 


many em- 
ployes who have been with 


| the company for 25 or more 
| years. The presentations 


were made by Carleton H. 
president. 


| Thor Power Tool Co. 
| Acquires Speedway 


Thor Power Tool Co., 


| Aurora, Ill., has purchased 


the Speedway Mfg. Co., Chi- 
according to an an- 
nouncement by Neil C. Hur- 
ley, Jr., Thor’s president. 
Speedway will be operated 
as a division of Thor, with 
the lines of the former to be 
Thor Speed 
Tools. All present execu- 
tives, and other personnel of 
both units will be retained. 
Thor Speed Tools will be sold 
and distributed through the 
channels previously used by 
both Thor and Speedway. 
The Thor company began 


making heavy-duty, indus- 
trial power tools in 1893, 
Speedway having entered 


business in 1906. Speedway 
has been making low-priced 
power tools for the do-it- 
yourself trade since 1937. 





E. W. Henningsen Joins 
Cal-Dak Sales Staff 


Cal-Dak, Inc., LaPorte, 
Ind., has appointed Edward 
W. Henningsen assistant 
sales manager. 

Mr. Henningsen was in the 
sales department of Ekco 
Products Co. 

His headquarters will be 
in Cal-Dak’s Chicago sales 
office at 205 W. Wacker Dr. 


Lustgarten Is Elected 
Officer of Supplex 

Supplex Corp., a division 
of Industrial Syntheties 
Corp., Garwood, N. J., has 
elected Robert Lustgarten, 
vice-president in charge of 
sales, and Harold A. Penny, 
comptroller. 





ROBERT LUSTGARTEN 
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HERE... AT LAST !! 


The new way to sell MORE 


SCREWS AND SCREW DRIVERS 


SIMPLER — FASTER — MORE ATTRACTIVE 
SELF SELLING — SELF DISPLAYING 


HANDI SCREWPACK 


Made to 
retail at 9 x C 


A TOP VALUE THAT FILLS A DEFINITE CONSUMER NEED! 


HANDI SCREWPACK is a beautiful, solid, sparkling 
clear PLASTIC BOX containing an assortment of full 
8 dozen (almost 100) BRIGHT ZINC PLATED 
WOOD SCREWS and good sturdy 6” UTILITY 
SCREW DRIVER. 


ORDER NOW 








HANDI PRODUCTS CORP., v. 0. Bor isi, Nuttey, S.J. 














TOOLS and 
SPECIALTIES © 


HOOKS MADE FOR EVERY 
PURPOSE 








No. 20-11" No, 14-8" No. 287-10!" 


Hand forged from the finest steel, made in 
many shapes and several sizes. We also manu- 
facture brick and pointing trowels, garden tools, 
ladles, solder pots and other tools. Write today 
for catalog or see your jobber. 








GUARANTEED @-SINCE 1830 


WILLIAM JOHNSON 


BRENNER AND KENT STREETS — NEWARK 3, N. J. 


INC. 
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HARDWARE 
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There’s plenty of quick turnover and profit 
in the Griffin line of light builders hard- 
ware. Check over this Spring and Summer 
assortment and be sure you are well 





stocked with these fast-moving items by 
Griffin . 
ucts since 1899. 


. » manufacturer of quality prod- 


| REPRESENTATIVES 





GEORGE A. GREGG WALTER i JOHNSON & & SONS 
| §7184-6 Wyoming Ave 917 St. Charies A 
| Detroit 2!, Michigan. 


AUSTIN & EDDY IN 
115 Broad Street 
Boston, Massachusetts 


WILBUR H. DAVIS c. lL. LEwis H. C. GLOVER 
1630 W. Fargo Avenue 2450 17th Street 2611 Garrison Bivd. 
wes fas iinois San Franciseo 10, Calif. Baltimore 16, ggg 


w.C. MEIBAUM & Co. OY L. ROGER 
6954 Oleatha Avenue 1620 Garfield Street 
St. Louis 9, Missouri Denver 6, Colorado 
THE 8. 8. ALDER COMPANY 
45 Warren yg 
New York 7, 


L. G. FULLER 
P. 0. Box.2113 
Jackson 5, Mississipp! 
HARVEY D. RUSH & SONS 


4638 Nichols Parkway 
Kansas City, Missouri 


Atlante Carga 


E. H. FARRAR 
_— 22, ~ Unit ae Fe Bids 
alias 2, Texa 


ERS 
Py bast corn Street 
Seattle, Washington 






]) Ewerg o008 NEEDS THREE 


—GRIFFIN- 


Manufacturing Company 








ERIE © PENNSYLVANIA 
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Clemson Bros. Appoints 
Two Sales Officials 


Clemson Bros., Ine., Mid- 
dletown, N. Y., has appoint- 
ed two divisional sales man- 
agers. 

Harold W. Nelson will 
have headquarters in Roches- 





HAROLD W. NELSON 


ter, Minn., and supervise 
sales in North and South 
Dakota, Minnesota, Wiscon- 
sin, Illinois and part of Iowa. 
He formerly was sales man- 
ager for the Embury Mfg. Co. 

Hugh B. Jackson will have 
headquarters in Mission, 
Kans., and supervise sales in 
Iowa, Nebraska, Kansas and 





HUGH B. 


JACKSON 


Missouri. He was divisional 
sales manager for the Shir- 
ley Corp. 

R. N. Oysler, Clemson 
Bros. representative in the 
Missouri River Valley area 
for 35 years, has retired. 
Mr. Oysler previously had 
been with Millers Falls Co. 
and Goodell-Pratt Co. 


Barcalo Promotes 
Bruce J. Briggs 

Bruce J. Briggs has been 
made field sales manager of 


the tool division of Barcalo 
Mfg. Co., Buffalo. He was 
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B. J. 


BRIGGS 


formerly assistant tool sales 
manager. 

In his new position, Mr. 
3ruce will be responsible for 
development in the field of 
sales and promotional activi- 
ties for Barcalo drop forged 
hand tools. 


Tinker Heads Sales At 
Pennsylvania Mower 


The American Chain & 
Cable Co. has appointed 
Allan M. Tinker sales man- 
ager of its Pennsylvania 
Lawn Mower Division at 
Exeter, Pa. 

For the past three years, 
Mr. Tinker has served as 
Philadelphia district 
manager for the company’s 


sales 


Over 100 product displays and discussions of sales promotion and advertising plans drew 
hardware dealers to the 32nd annual convention and merchandise show of the Northern 
Wholesale Hardware Co., at its headquarters, 805 N.W. Glisan St., Portland 9, Ore 
Manufacturers representatives provided product demonstrations for the dealers who came 
from all parts of Washington, Oregon and Idaho. 


News of the Trade 





Lawn Mower 
Division and American 
Chain Division. From 1946 
to 1950, he was assigned to 
the New York sales district. 

Mr. Tinker was originally 
employed by ACCO as a New 
England sales representative 


Pennsylvania 





ALLAN M. TINKER 


in 1922 and later advanced 
to the position of New En- 
vland district sales manager. 

The appointment of four 
new Eastern distributors for 
the complete line of Pennsy!l- 
vania lawn mowers was also 
announced. These are: Fries, 
Beall & Sharp Co., Washing- 
ton; John Duer & Sons, Inc., 
Baltimore; General Hard- 
ware & Supply Co., Philips- 
burg, Pa.; and Brawley Dis- 
tributors, Inc., Harrisburg, 
Pa. 
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R. W. Minett To Head 
Moe Light Sales 


R. W. Minett, Jr., has been 
appointed sales manager of 
the Moe Light Div. of Thomas 





R. W. MINETT, JR. 


Industries. He _ previously 
served the firm as sales pro- 
motion and advertising man- 


ager. 
COAST 
i LOCKFAS 
Oster Buys Cummins 
Portable Division 


John Oster Mfg. Co., 
cine, has purchased the port- 


Ra- 





able tool division of Cum- 
mins-Chicago Corp. 

No changes in the Cum- 
mins sales organization are 


contemplated. according to 
John Oster, Jr., president of 
the Oster firm. 
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; DISPLAY CM Chain in eye-catching 
lead dealer drums. They attract customers... 
. make it easier for you to serve them. 
They help you build a bigger, 
has been » ey | more profitable 


lager of =P * : chain business. 


Thomas 


—— 





FOR LESS CN \ 

MONEY \KE\S VY 
SWIVELS BY LUXON | 
Hers e complet tw of sates, | MAG MAME that 


stronger, better, seamless swivels 

. priced to sell for less . . . | 
priced to increase sales volume! 
A plus deal for everyone! 


Sizes Available 


JR. CROSSLINE | Barrel Swivels: 4/0, 2/0, 1, 3, 5, 7, 
} 10, 12. 

reviously j Safety Snap: (Single or double snap) 

ales pro- 46, 2%, 1,3,4 7, @ 2 

ng man- Coast Lockfast Swivels: (Single or 

double snap) 2/0, 1, 3, 5, 7 

COAST Crossline Swivels: (Single snap only) 
LOCKFAST SAFETY 4/0, 2/0, 1, 3, 5. 

. BARREL SNAP 

s 
sas Order Now From Your Supplier 
Sallam Ollila) } 
Co., Ra- a an & fa. ins ART WIRE & STAMPING CO. 


the port- : a ey 2-D Boyden Place Newark 2, N. J. 
of Cum- Member of Sport Fishing Institute 





he Cum- 


"2 HARNESS HARDWARE 


samen Made of highest grade malleable 
iron in a most complete range | 
of items and styles. 


eting * 
For over 75 years, Moline Iron 
Works has manufactured highest 
quality harness hardware. Today 
the Moline line includes hundreds 
of different saddlery and harness 
hardware items in many styles and 
models. Here you may obtain, from 
one source, all of your require- 
ments of buckles, bits, rings, snaps, 
swivels, hooks, fasteners, etc., as 
shown in our catalog No. 21 which 
will be sent to you on request. 


MOLINE IRON WORKS 


MOLINE, ILLINOIS, U. S. A. 





A well-known name and a busy cash register go hand 
in hand. CM Chain has the name—long-established... 
highly regarded...constantly promoted through regu- 
lar advertising. Put that name to work for you. Carry 
CM Chain for your trade. There’s a type and size, in- 
cluding specialties and attachments, for every pur- 
pose. Next time you order chain, do it by name... 


specify CM Chain with the distinctive “Inswell” weld. 
Also write for 


catalog on these agricultural and in- 
is drew dustrial supplies that we make: 
orthern TACKLE BLOCKS, HAY TOOLS, LOAD C 





yo BINDERS, WIRE STRETCHERS, ROPE 
° HOISTS, WIRE ROPE CLIPS AND CHAIN CORPORATION 
- eae CLEVISES 
. TONAWANDA, NEW YORK 


DISTRICT OFFICES: NEW YORK, CHICAGO, CLEVELAND 
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CEILING TILE 
INSULATION 
BUILDING PAPER 
BATT WOOL 
FOIL 

CANVAS 
ROOFING FELT 
UNDERDECKING 
SHINGLES 
SIDING 
CORNERITE 


“MANY OF OUR APPLICATORS 
USE THE FJRROW GUN TACKER’ 


says the BALDWIN HILL COMPANY, 
Manufacturers of Insulation. 


1 ©) #) OREO) Op Ais hs 010) OLE) = GA','s 5 (0) 8) 9-7 .0 0) 9 -2—) 
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on ay AMRROW FASTENER [0../NC. 


—\w ONE JUNIUS STREET 


BROOKLYN 12, N Y 
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... and create 


repeat business 


FOR YOU on Caulk 


Jobbers and distributors 
are invited to send for new 
prices and discounts on our 
complete line for all home 
and professional guns. 


Our manufacturing facili- 
ties are devoted exclusively 
to caulking guns, nozzles 
and cartridges. 


Choose from 14 different guns and 
30 different nozzles. 


I Uital Products 


MANUFACTURING CO. 


7508 QUINCY AVE. 





e CLEVELAND 4, OHIO 








—__—_———————News of 





the Trade 





New appointments, 


new territories, etc. 


MANUFACTURERS’ SALESMEN 





A. A. Kohler is the new 
sales representative for Pre- 
way Inc., Wisconsin Rapids, 
Wis., covering Ohio and west- 
ern Pennsylvania. Robert E. 
Neuman is covering’ the 
northern Indiana and western 
Michigan territory and 
Charles F. Roth is represen- 
tative for the complete Pre- 
way camping equipment line 
in the mid-western states. 
W. H. Reely will represent 
that line in the western 
states. 

Gilbert & Bennett Mfg. Co., 
Georgetown, Conn., has add- 
ed Frank W. Bergmyer to its 
sales staff. He will call on 
hardware wholesalers in Ala- 
bama, Florida, Georgia, South 
Carolina, and eastern Ten- 
nessee, making his headquar- 
ters in Atlanta, Ga. 





Charles D. Snakard is the 
new mid-western divisional 
manager, appliance division, 
Casco Products Corp., Bridge- 
port, Conn., with headquar- 
ters at 330 S. Wells St., Chi- 
cago. Robert D. Kokine is 
covering the company’s West 
Virginia, and Youngstown, 
Ohio, territory, in addition to 
the Pittsburgh, Pa., territory. 


Chet Savery and Jack 
Nichol have been appointed 
by the Ocean City Mfg. Co. 
and the Montague Rod and 
Reel Co., Philadelphia, Pa., 
to assist Don S. Callan on 
the West Coast. 


Hardware Sales Corp., 31- 
99 Whitestone Parkway, 
Flushing 59, N. Y., has ap- 
pointed three representatives 
for Grant sliding hardware, 
Henry Soss hinges, and Su- 
perior sliding door frames: 
William Reilly, for western 
Pennsylvania; Lowell Myers, 
for northern California and 
western Nevada, and Jerry 
Toppel, for Colorado, New 
Mexico, Utah, and Wyoming. 





L. Glenn Mapes has been 
named representative in the 
Detroit-Cleveland-Buffalo dis- 
trict, with headquarters in 
Detroit, for the Vollrath Co., 
Sheboygan, Wis. 


Salesmen and their terri- 
tories appointed by the 
Weather-Proof Co. of Cleve- 
land, Ohio, are: Robert S. 
Kirkpatrick to cover Indiana; 
George Bernstein to cover 
northern Ohio; Henry S. 

(Continued on page 206) 


Granzin Named President 





H. E. Granzin of Landers, Frary & Clark, recently elected 
president of the Minneapolis-St. Paul Housewares Club, 


is congratulated by G. T. 
Co., retiring president. 
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MOTHER’S DAY - JUNE WEDDINGS 
BRIDAL SHOWERS - NEW HOMES 
SPRING CLEANING 
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id Jack 
ppointed ALL-PURPOSE ELECTRIC 
Mfg. Co. 
Rod and 
hia, Pa., 
allan on p LI a 
and work-saver for the whole family 
orp., 31- NOW! Packed in this handsome colorful Gift- 
Parkway, Stora-Chest. So sturdy it can be used as i 
has ap- storage container for entire unit. It’s the 
cs sehen ‘“‘dressed-up”’ way to give an Electric Polisher 
— eg that customers love. | 
frames: Scrubs, waxes and polishes f'oors. Buffs 
western floors, counters and furniture. Simon- 
ll Myers, . izes cars. And, in the family workshop 
rnia “a Look what it does ! it sands and drills up to 1%". 
nd Jerry 
do, New 
V yoming. (Ui) 
has been ae ne 
4 = - ae mee by = Made by the makers of the famous 
iffalo dis- Good Housekeeping é 
arters in THE SHETLAND co., INC. ites SHETLAND Twin-Brush 
rath Co., LYNN. MASS. POLISHER - SCRUBBER - RUG CLEANER 
air terri- 
7B XCELITE 14 SHOP TOOLS 
of Cleve- 
tobert S. ALE TIP 
Indiana; $ . . PRICED TO Sell/ 
to cover é 
e e 
lenry S. Are You Selling This 
e 206) @€CORNER CLAMPS 


Three models for amateurs and 
professionals. Sell ‘em in pairs 
for fast turnover. Heavy gauge 
Steel, Cadmium plated. 

LIST $1.98 up 


~ | SCREW HOLDER 


ee - , 
THAT DOES ge fe 
— MITER BOX) 


* A “natural” for the Do-It-Yourself 
EVERYTH | N G = ae trade! Accurate as high-priced 
neal 
































































Screw Holder | boxes, yet sells for much less. 
Made of rugged steel with rust- 
1. FITS ANY SCREWDRIVER in its size range! resistant finish. $1.98 LIST 
2. STARTS, and removes screws! Powerful wedge grip! Tempered 
spring steel. (Easily slipped up shank when not in use.) qWEDGE vee 
Handy work-holding accessory 
3. FITS IN WHEREVER THE BLADE FITS! No cumbersome ap- which sells on sight! Holds stock 
poratus—so slim and trim, it even grips screws smaller than ri to Saf re — grip 
é os lor sanding, planing, etc. Heavy 
screwdriver blade size! steel construction. For workbench 
A terrific "lead" item! Write for or tool kit. $1.50 LIST 
mew XCELITE catalog on the line of { MASTER 
screwdrivers, nut drivers and pliers EW: FRAMING * 
that sell on sight! 25¢ List N SQUAR 
E 
Totally unlike other steel squares. 
XCELITE, INCORPORATED For laying out and framing por- 
Menaetite titions, buildings, etc. 
, elected Park Metalware Co., Inc.) —— 67.95 & 09.96 Uist , 
es Club, Dept. G | : 
ie Mie. utes Hk, ee Olt LOOK TO ORDER 'EM FROM YOUR WHOLESALER 
“S#* THE GUNVER MFG. CO., MANCHESTER, CONN. 
, 15, 1954 
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New appointments, new territories, etc. 


MANUFACTURERS SALESMEN 





(Continued from page 204) 

cover southern 
West Virginia; 
Maurice J. Clark to cover 
Maine, Rhode Island, Con- 
necticut, and Massachusetts, 
and Edward Pachacki_ to 
cover eastern New York. 


Camden to 
Ohio and 


Frank Cook is represent- 
ing the Geyer Mfg. Co., Rock 
Falls, Ill., in Kansas, Ne- 
braska, and most of lowa 
and Missouri. 


The Lowe Brothers Co., 
Dayton, Ohio, has created a 


new district with headquar- 
ters in Dallas, Tex., to serve 
Texas, Arizona, and New 
Mexico, with Murphy _L.. 
Fontenot as manager. Hoyt 
Simmons succeeds Mr. Fon- 
tenot as southern district 


sales manager. William D. 
Moore was promoted to man- 
ager of Southwest district 
operations in Kansas City. 


H. Ward Butterfield is rep- 
resenting the Embree Mfg. 
Co., Elizabeth, N. J.. in east- 
ern Pennsylvania, Maryland, 
Delaware, Washington, D. C. 
Virginia, and southern West 
Virginia, for the three Wipe- 
On products and Nu-look 
floor restorer-cleaner. 


Representing the 
Pump & Mfg. Co., 
Ohio, in western Pennsyl- 
vania and parts of New 
York, and West Virginia, is 
James V. Boehm, Jr., who 
will make his headquarters 
in Pittsburgh. Albert J. 
Roberts, Minneapolis, will 
represent the company in 
Minnesota, most of North 
and South Dakota, and small 
portions of and Wis- 
consin. 


Dayton 
Dayton, 


Iowa 


The Patterson-Sargent Co., 
St. Paul, Minn., has appoint- 
ed Harry W. Lundquist as 
St. Paul Division manager, 
succeeding Harry Laudig, 


who is entering private busi- 
ness, 
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Roy E. Heffner has been 
appointed a district sales 
manager of DeWait, Inc., 


Lancaster, Pa., in a territory 
including Maine, New Hamp- 


shire, Vermont, Rhode Is- 
land, and Massachusetts. 
J. A. Lane has been ap- 


pointed assistant to the vice 
president of Wheeling Cor- 
rugating Co. He has_ been 
in sales since 1941. 


Robert E. Morrill, former- 
ly district manager for Land- 


ers, Frary & Clark, New 
sritain, Conn., home clean- 
ing equipment division, in 
Southern California, has 
heen named sales develop- 
ment manager of that divi- 
sion with headquarters in 
New Britain. Hardy B. 


Payor is new regional sales 
manager of the Great Lakes 
Area, including Michigan, 
Ohio, Indiana, Kentucky, and 
western Pennsylvania, for 
Landers, Frary & Clark. 


Natco Products  Corp.., 
Providence, R. I., has named 
Jim Cussens to its sales staff, 
covering the Michigan terri- 


tory. 

Regional sales manager, 
heating and air conditioning 
division, Coleman Co., Ine., 
Wichita, Kan., is Charles E. 
Yoeman. The district takes 


in Maryland, Virginia, West 
Virginia, western Pennsyl- 
vania, and the District of 
Columbia. 


New head of the garden 
sprayer sales program of the 
John Bean Division, Food 
Machinery & Chemical Corp., 
Lansing, Mich., is Frank H. 
McCarty. 

George Doll, Atlanta, Ga., 
has joined the sales staff of 
the U. S. Expansion Bolt Co., 
York, Pa. Ben C. Cleary, 
with headquarters at the 
York office, is now covering 
Virginia, West Virginia, 
North and South Carolina, 
and Washington, D. C., for 
the company. 


__— News of the Trade 








Master Rule Appoints 
Division Managers 


Master Rule Mfg. Co., 
Middletown, N. Y., has di- 
vided its sales organization, 
appointed two divisional 
sales managers and added 
eight salesmen to the staff to 
do missionary selling at the 
dealer level. 

R. M. Holder, Ossining, 
N. Y., an officer of the firm, 





R. M. HOLDER 


was appointed eastern divi- 
sion sales manager. He has 
charge of all territory east 


of the Mississippi River, ex- 
cept for Louisiana, 
Mr. Holder has been in 





Retiring president, Robert T. Watkins, Watkins Hardware 
Co., Santa Paula, Calif., passing the gavel to Irvin C 
Porter (left), Porter Hardware, Long Beach, Calif., newly 
Pacific 
Other officers are: Loren D. Pedrick, Ped- 
rick Hardware, Phoenix, Ariz., first vice-president, and 
Glenn A. Cornwell, Cornwell & Kelty, Glendale, Calif., 
second vice-president. Directors are: Franklyn J. Schulze, 
Santa Barbara; Emile J. Girard, Bakersfield; Frank W 
Koenen, Studio City; Gerald K. Gillespie, Arcadia; Robert 
Callahan, Los Angeles; John J. Noonan, Los Angeles; 
Dwayne O. Larson, Wilmington; J. C. Lionbarger, Carona 
Del Mar: Hugh W. Berkley, Riverside; John C. Herman, 
Escondio, and Don L. Smith, Phoenix, Ariz. 


Grieg, Los Angeles, is executive secretary. 


the 


elected president of 
Association. 


L C. Porter Heads West Coast Association 
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consumer products merchan- 
dising since 1910, and has 
been with Master Rule since 
1937 as salesman, officer and 
director. 


John Kenkel, Inglewood, 
Cal., has been appointed 





cok, o 
alee: Pe: 4 


JOHN KENKEL 


western division sales man- 
ager. Mr. Kenkel was a sea 
captain and joined Master 
Rule in 1949. 


Syncro Names Riordan 

Arthur W. Riordan, for- 
merly eastern sales manager, 
has been named general sales 
manager of Syncro Corp., 
Oxford, Mich. 


* 


Southwest Hardware 


Otto H. 





John 
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News of the Trade —— 


It's easy to sell 





NEWS OF 


MANUFACTURERS AGENTS 


Pratt's Sprays 





Enterprise Mfg. Of Pa. 
Makes New Appointments 


Enterprise Mfg. Co. of 
Philadelphia, Pa., has ap- 
pointed the following repre- 
sentatives: 

Simpson & Co., Memphis, 
Tenn., will cover Arkansas, 
Louisiana, Mississippi and 
western Tennessee, including 
the Memphis area which con- 
sists of all counties west of 
the Tennessee River. 

Nevius & Echternach, At- 
lanta, Ga., will travel North 
Carolina, South Carolina, 
Georgia, eastern Tennessee, 
including Stewart, Houston, 
Perry, Hardin, Humphreys 
and MeNairy counties, and 
Alabama. 

The Walter C. Todd Co., 
Dallas, Tex., will handle En- 
terprise products in Texas, 
except El Paso County, and 
Oklahoma. 

The W. S. Owen Co., Syra- 
cuse, N. Y., will cover New 
York state, except West- 
chester and Rockland coun- 
ties, and metropolitan New 
York. 

Edward Corbitt, Miami, 
will be the Florida represen- 
tative. 

J. W. McGrory, Narberth, 
Pa., will be the representa- 
tive in eastern Pennsylvania, 
southern New Jersey, Mary- 
land, Delaware, Virginia and 
the District of Columbia. 


Peyser To Represent 
Kraeuter & Co. 


Peyser & Co., Colorado 
Springs, Colo., has been 
named by Kraeuter & Co., 
Newark, N. J., to represent 
the full Kraeuter line of 
pliers, snips, wrenches, chis- 
els and punches. 

William Peyser, Jr., and 
his organization, will handle 
the line in Colorado, Utah, 
Wyoming, New Mexico, west- 
ern Nebraska and El Paso. 


Oldham-Rust Appoints 
Two On Sales Staff 


The Oldham-Rust Co., New 
York City, has appointed 
John Wright, Jr., manager 
of its new industrial sales de- 
partment, and George Dem- 
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to home gardeners 


| 
cak to its sales department. | 


Mr. Wright was with i ‘ 
Rosan, Inc., Newport Beach, 
Cal. —sprays in every form 


He will call on industrial 
accounts in New York and 


—for every garden! 


SPRAY 


D-X Insect Spray is a top seller 
for all-around garden spraying be- 
cause it’s powerful yet non-poison- 
ous to people and pets. Contains 
pyrethrum, rotenone and piperonyl 
cyclonene—for thorough pest con- 
trol. Dilutes 1 to 600. 


Retail Packed Dealer 
| oz. bottle $ .35 24/cs $ 5.04 
4 oz. can 1.00 24/cs 14.40 
VY, pt. can 1.75 24/cs 25.20 





JOHN WRIGHT, JR. 


DUST 


Pratt's Rose Dust controls all the 
common insects and fungous dis- 
eases on roses, flowers and vegetables 
—and it’s packaged in a handy 
dust gun that’s a cinch to use— 
and sell! Also combines with water 
for spraying. 


New Jersey in behalf of 
Townsend Co., New Brighton, 
Pa. Assisting him will be 
C. E. Eggers and E. S. Miller. 

Mr. Demcak, a _ Cornell 


Retail Packed Dealer 
Vy Ib. dust gun $ .80 12/cs $ 6.16 
| Ib. dust gun 1.35 12/cs 19.53 
| Ib. refills 95 12/cs 7.4) 
2 Ib. refills 1.65 12/ces 12.87 





BOMB 


Pratt’s Rose and Floral Spray is a 
fast-selling aerosol spray bomb that 
gives your customers an extremely 
effective spray in a handy form. A 
profitable repeat geller—for small 
rose and flower gardens, and indoor 















GEORGE DEMCAK 


7 ; use too! 
graduate in mechanical en- Retail Packed Dealer 
gineering, will call on manu- 10 oz. spray 
bombs $1.49 24/cs $23.00 


facturing plants in New 
York, New Jersey and New 
England to promote products 
of the Wilton Tool Co., of 
Chicago, and to cooperate 
with Wilton franchised dis- 
tributors. 





Prices slightly higher West of Mississippi River 
Order now—and send for prices on other Pratt Sprays 
B. G. Pratt Co., 153 Moore St., Hackensack, N. J. 
THERE'S A PRATT SPRAY FOR EVERY NEED 





Embree Names Stark 


Julian Stark, 1150 Broad- | Sealecide 
way, New York City, has | Para-Scalecide 
been appointed by the Em- Pratt's Fruit Tree Spray 
bree Mfg. Elizabeth, | Pratt's Vegetable Dust 
N. J. to handle its lines in | 0% Aero Spray 
the metropolitan New York 
and northern New Jersey 
area. 


Pratt's 25% DDT 

Pratt's 5% Chlordane Dust 
Pratt's 50% Malathion Spray 
Pratt’s 5% Lindane Spray 
Pratt's Weed Killer 


Co., 


PRATT 
3 








AND DUSTS 





QUALITY SPRAYS | 





i 50 YEARS OF 
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Lowe Manages Sales 
for American Mfg. 


James J. Lowe has been 
appointed sales manager of 
the American Mfg. Co., 
Brooklyn, N. Y., cordage and 
rope firm. He _ previously 





JAMES J. LOWE 


supervised the company’s ad- 
vertising and sales promotion 
activities. 

Mr. Lowe joined the sales 
division of the American 


Mfg. Co. in 1935, assuming 
his sales promotion and ad- 
vertising duties in 1939. 
During World War II he 
served from 1942 to 1946 as 
a U. S. Navy lieutenant. 


Hager Hinge Opens 
Seattle Warehouse 


To provide for complete 
and rapid servicing of its 
accounts in Washington and 


Oregon, C. Hager & Sons 
Hinge Mfg. Co., St. Louis, 
has opened a new Seattle 


office and warehouse, at 1565 
Sixth Ave., S. 

Duff DeWitt, Hager sales 
representative for the Pacific 
Northwest, is in charge. 





Dreier Brothers Adds 
Hardware Division 


Fred J. Stuenkel, for many 
years well known in hard- 
ware and building material 
trades, has joined Dreier 
Bros. Inc., Chicago, as sales 


News of the Trade 





manager of the company’s 
newly formed hardware and 
tool manufacturing division. 
Mr. Stuenkel was formerly 
general manager of Wilson 
Industries and more recently 
a branch manager for Stand- 
ard Floor Covering, with 
headquarters in Milwaukee. 





W. H. Nesbitt Retires 


W. H. Nesbitt has retired 
as assistant vice-president of 
Wheeling Corrugating Co., 
Wheeling, W. Va., after 53 
years with the company. He 
joined the company as an 
order entry clerk in 1900, 
and has held executive posi- 
tions since 1910. 

Mr. Nesbitt was named 
general manager of sales and 
assistant to the vice-presi- 
dent of Wheeling in 1928. 
He was named assistant vice- 
president in 1942 and served 
as a member of its board of 
directors for 11 years. 


Krylon Elects Todd 
Sales Vice-President 
Emory S. Todd has been 


elected vice-president for 
sales of Krylon, Inc., Phila- 
delphia. 

Mr. Todd for six years ha 





EMORY 8S. TODD 


been field sales manager of 
Krylon’s Protective Coatings 
Division. 








OBITUARIES 





Harry K. Zust 

Harry K. Zust, 87, dean 
of cutlery men, known wide- 
ly in the hardware trade as 





COL, H. K. ZUST 


“Colonel,” died April 4, at 


his home in West Palm 
Beach, Fla., where he has 
been living <ince his retire- 
ment. 

Mr. Zust represented the 
Camillus Cutlery Co. for 


nearly 65 years, having been 
employed as a boy in 1885 
by Adolph Kastor, who was 
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then the largest importer of 
cutlery. 

He had sold cutlery to the 
wholesale hardware trade 
throughout the United States 


and Canada and was espe- 
cially well known in the 
South. 


He was a member of the 
Old Guard and the X-Club. 
He is survived by his wife, 
Gussie. 


Carl A. Kraus 

Carl A. Kraus, 60, co- 
owner of the Hinton Hard- 
ware, Hinton, W. Va., died 
Feb. 28. He was a veteran 
of World War I. 


James L. Brundage 


James L. Brundage, 39, 
Miami, Fla., hardware deal- 
er, was killed instantly, 
March 8, when the powerful 


sports car he was driving 
home from a _ road_ race, 
crashed into a tree. 

An aviator, he narrowly 
escaped death in two air- 
plane accidents. He opened 
a hardware store at 5920 








N. E. 2nd Ave., Miami, after 
graduating from high school 
in 1932. His father, I. J. 
Brundage, is a retired Hia- 
leah hardware man. Two 
brothers also in hardware, 
are James Brundage, Miami 
retailer, and Hubert L. Brun- 
dage, president of Badger 
Hardware Co., Miami. 


Charles E. Tipton 


Charles E. Tipton, 74, 
owner of the Tipton Hard- 
ware store, Caldwell, O., 
died March 16. He operated 
his store since the death of 
his father in 1914. 


Edward W. Johnston 


Edward Wm. Johnston, 56, 
executive vice-president of 
Piedmont Hardware Co., 
Danville, Va., died recently. 
He was in the hardware 
business in Roanoke, Va., for 
30 years, and had been asso- 
ciated with the Graves-Hum- 
phrey Hardware Co., Roa- 
noke, before moving to Dan- 
ville in 1947. 


John G. Smith 


John Gordon Smith, 78, 
founder of the Valley Hard- 
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ware Co., Douglas, Ariz., 
died March 1. At one time 
he was manager of the 
Phelps Dodge Mercantile 
Co., in Douglas. He started 
his own busines in 1940. 


John P. Wolland 


John P. Wolland, who was 
in the hardware, sheet metal 
and furniture business in 
Des Moines, Ia., died March 
10. He operated a simila: 
business in Kansas City, Mo., 
for many years before mov- 
ing to Des Moines, 17 years 
ago. 


William H. Mandeville 


William H. Mandeville, 
vice-president and executive 
committee chairman, of 
Thatcher Glass Mfg. Co. 
Elmira, N. Y., died suddenly, 
March 21, in Palm Springs, 
Cal. while in California to 
attend an industry confer- 
ence and to inspect a 
company plant. 

A member of the law firm 
of Mandeville, Buck, Teeter 
& Harpending, Elmira, he 
was a nationally known au- 
thority on corporate law. 
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HA Photo Angles 


A report in pictures of 
people and events 
in the hardware trade 


James C. Anderson, (seated 3rd from left,) president of 
the San Francisco Pot and Kettle Club, smiles at 12 past 
presidents who were honored recently. Seated, |. to r. are: 
J. Jackson, Charles G. Putnam, Mr. Anderson, L. W. Sauer, 
W. G. Wigmore, and Earl Robitscher; standing: F. Happoldt, 
Rod Adams, A. L. Howell, Walter Stone, Dave Bartelme, 
Fred Wood and Bruno Kaufner. 





Keith M. Spurrier, sales manager of Robbins & Myers, Fan 
Division, played host to representatives of various distribu- 
tors of fans, from all parts of the country, at the new plant 





The Merchandising Plan Board of Ray-O-Vac Co. met to 
make sales and merchandising plans for the spring and 
summer. Seated, |. to r., are: G. R. Van Aartsen, Grand 
Rapids; C. S. Dacus, Atlanta; E. C. Eaton, Boston; and 
R. R. Ross, Portland, Ore. Upper row, W. C. Krause, 
vice-president, McCann-Erickson, Inc.; J. H. Reese, head 
quarters staff; W. L. Bender, chairman; A. M. Anderson, 
headquarters, and R. A. Whelan, Ray-O-Vac International 


The Fasco “Do-It-Yourself Ventilating Program was pre 
sented to city salesmen of the Richards & Conover Hardware 
Co., Kansas City wholesale hardware firm, at a breakfast 
meeting sponsored by the Fasco Mid-west representatives, 
Bert J. Clark Co., Kansas City. Similar meetings are being 
held around the country. 
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in San Francisco. They observed production methods in the 
manufacture of ventilating equipment, from raw material 
right through to the finished product. 













































pricing 
left-handed 
screwdrivers? 





try LISTO.. A 


THE MARKING PENCIL THAT 
WRITES ON EVERYTHING! 


Outside of skyhooks and left-handed wrenches, 
there isn't anything you can't write clearly on 
with a Listo Marking Pencil. Listo is perfect 
for the hardware business, because it writes 
clearly on anything from glass to angle iron. 
Listo is America’s pocket pricing system. 
Listo Marking Pencils are inexpensive, al- 
ways handy, easy to use, and they make a 
clear, strong mark on any surface. They 
save you time and money. Listo leads 
come in six colors...black, red, blue, 
green, yellow and brown. 










LEADS IN 6 COLORS 
BLACK + GREEN 
RED + YELLOW 
BLUE + BROWN 





P.S. It pays you to stock Listo pencils be- 
cause everybody uses them. They return 
a big profit for your small investment, 
In boxes or handy counter cards. 


LISTO pencil corporation 


Alameda, California « In Canada: Listo Products, Ltd., Vancouver, B.C. 







HELLER 
FIXTURES 
MOVE 
MERCHANDISE 

_ FASTER 










7 n 2 . 
as Mite. , B 
mem | Be ae <3 ' 
se 5 eg al a begs | Bree 
; * 


Ask for 
Catalog No. AH 


W. C. HELLER & CO. 
MONTPELIER, OHIO 
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JAMES M. McCLEL- 
LAND, president and trea- 
surer of the Logan-Gregg 
Hardware Co., Pittsburgh, 
Pa., wholesale hardware 
company, is now in his 
54th year with the firm. He 
came to Pittsburgh from 
a neighboring town fol- 
lowing the death of his 
father, who was a retail 
hardware dealer. He start- 
ed as an office boy and 
advanced to bookkeeper, 
cashier and credit manager and in this position 
served many years. He was then appointed assis- 
tant treasurer, treasurer, and then executive vice- 
president before being named to head the company. 





H. GROVER CRISMAN, 
who heads the auditing 
department of the Logan 
Gregg Hardware Co., Pitts- 
burgh wholesale hardware 
firm, joined the compan; 
in 1903, after completing 
high school. He entered 
the company’s office staff 
and in 1925 was given the 
job as auditor. Mr. Cris- 
man also supervises the 
bookkeeping department 
of his company. 
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JOSEPH LENIGAN 
started his employment 
with Logan-Gregg Hard- 
ware Co., Pittsburgh, as 
an errand boy, in 1900, 
and is still active as an in- 
side salesman. From office 
boy he went to the ware- 
house and later became 
the city buyer. After sev- 
eral years he was trans- 
ferred to the shipping 
department and was in 


HEXAGONAL 
NETTING... 


high standard of 
the industry .. . 
evenly woven... 
perfectly straight 





charge of transportation, = > selvage .. . heav- 
which at that time was by horses and wagons. The ; ily galvanized 
business was growing, so Mr. Lenigan was moved ae with gleaming 
to the sales floor where he continues to serve. een finish. This pop- 


ular product is 
readily identified 
by the famous 
colorful rooster 





It is unique when the president and four em- bel 
ployees of the same company are honored at label. 


the same time for a half century of service, as 
77) IGHT Sides 
TULUTLEL wire co. 
ER 


HARDWARE AGE is proud to do. 
WORCESTE * MAS 5S. 








FRANK F. SHADE, re- 
tired traveling salesman of 
the Logan-Gregge Hard- 
ware Co., Pittsburgh, Pa. | ' 
spent more than 50 years A TRADEMARK SINCE 1876 
on the road before he re- L : 
tired in 1951. He joined 
the wholesale firm in 1896 | “4 
after finishing high school, BOMMER ] 
and started work in the | : 
invoice department. He | 
started work on the road | 





4 








he “q as soon as he had obtained | . 
y0sition a working knowledge of | 
d assis- the hardware trade. Mr. Shade, who will be 78 in FOR THE BEST IN 
ve vice- October, resides at Brookville, Pa. | 
mpany. SPRING 4 

RALPH C. HARMES, a HING 

director of the Logan- BUTTON 71 
ISMAN, Gregg Hardware Co., TIPS 
uditing Pittsburgh, Pa., joined the STANDARD 
Logan company 51 years ago as TYPE 
D., Pitts- an office boy. He has been NO. 29 
urdware with the company continu- i 
ompan; ously ever since with the 
ipleting exception of service over- 
— seas with the A.E.F. in 
ce sta World War I. On his 
Mai El sauce tum Sean We BOMMER SPRING HINGE CO. INC. 
r. Cris- worked in the warehouse privet ae ES Gare Mae 
ses the and then advanced into Sales Office 
artment the purchasing department. At the present time he acd Warehuan 903 Chamen Ace., Groahinn ay  '¥ 

is in charge of buying of many hardware lines. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


1, and the rate in effect after that 
date. 

However, in refund 
claim for these items, a manufac- 
turer must show that before July 
1, 1954, he had received a request 


filing the 


for reimbursement from the hold- 
er of those items. 

Manufacturers must 
their claims for refunds with evi- 
dence showing the inventory of 
taxable articles held by each deal- 
er on April 1, 1954; the tax paid 
by the manufacturer on the inven- 
tory, and the tax in effect on the 
inventory under the new rate. 

Manufacturers will also have to 
show that the distributor has re- 
ceived the refund claimed before 
July 31, 1954. 


support 


@ How Dealers Handle Stock Re- 
funds—Wholesalers and retailers 
are already being asked by manu- 
facturers to report their unsold 
inventories on hand on April 1. 
Dealers should be prepared to pro- 
vide an inventory of the items af- 
fected as of that date. and where 
possible the serial numbers. 

Does the dealer, for floor stock 
refund purposes, submit his inven- 
tory to the distributor, or the 
manufacturers? 

The Internal 
states that the retailer 
the inventory to the one 
whom he purchased the items. 

Where 
brand of merchandise from more 
than one local whom 
does he submit the inventory? 

The IRS that each 
brand would have to be on a sep- 
arate inventory schedule. The 
dealer would submit the schedules 
to the distributor from whom he 
made the purchase. If the same 
brands came from different dis- 


Revenue Service 
submits 
from 
a dealer gets the same 


source, to 


answers 
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tributors, separate schedules pre- 
sumably would go to each. 

Will retailers be able to lower 
prices by the amount of the excise 
tax reduction immediately even 
though fair traded price lists have 
not been received from manufac- 
turers? 


IRS answers that this is not in 
its province and it doesn’t care 
what a dealer charges. 

If a dealer is delinquent with 
the distributor, yet files with him 
for tax refund, may the distribu- 
tor use the tax refund to reduce 
the indebtedness? 

The distributor must not apply 
the tax to any dealer indebtedness, 
the IRS replies. He must refund 
the tax. Even though the dealer 
owes the distributor money, he 
doesn’t owe him the tax. 


@ How to Handle Lay-Aways, In- 
stalment Sales—The new retail- 
ers’ excise tax rates apply to arti- 
cles sold on or after April 1, 1954. 
(Continued on page 215) 


td 


These items are affected by excise tax cuts: 


Retailers’ Excise Taxes 


—new rate is 10 pct on the 

following: 

Jewelry (includes clocks, 
watches) 

Luggage 

Toilet Preparations 


Manufacturers’ Excise Taxes 


—new rate is 10 pet on the 
following: 
Sporting goods 
Mechanical pens, 
pencils, lighters 
Electric light bulbs 
and tubes 
Pistols, revolvers 
Cameras, lenses, film 


Manufacturers’ Excise Taxes 
(cont. ) 


—new rate is 5 
following: 


pet on the 


Refrigerators, freezers, ex- 
cluding air conditioners 

Electric, gas, and oil 
appliances as follows: 

Household water heaters 

Flat irons 

Air heaters, excluding furnaces 

Immersion heaters 

Blankets, sheets, spreads 

Coffee makers 

Ranges 

Roasters 

Toasters 


Waffle Irons 

Griddles 

Hot plates 

Casseroles 

Clothes dryers 

Electric Mixers, whippers 
and juicers 

Belt-driven fans 

Exhaust blowers 

Door chimes 

Dehumidifiers 

Dishwashers 

Floor polishers, waxers 

Food choppers, grinders 

Hedge trimmers 

Ice cream freezers 

Mangles 

Picture projectors 

Pants pressers 

Disposal units 

Power lawn mowers 

Hassock type radial 
fans, air circulators 

Exhaust, intake ventilating 
fans, household, kitchen 

Desk, bracket, pedestal 
type fans and air circulators 
with blade diameter 
16 in. or less 


Miscellaneous Excise Taxes 
—new rate is 10 pct on the 
following: 

Long-distance telephones 
telegraphs, etc. 

Local telephones 

Transportation of persons 

Leases of safe deposit boxes 
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National Independent Housewares 
and Home Appliances Exhibit 4; 


BIGGER than Ever! 
to be held at ATLANTIC CITY 


, 
4 
A 
4 


4] 





3 H. E. be 
SHOWg@ y 


4, “ El a 
goth 


‘ : zat 


Hotel Gabee » on the Boardwalk « July W" to 16", 1954 





THE TRADE PRESS AGREES... 
| R for Success...Be there! 
“The best place to find the latest in 
promotional merchandise is at the JULY at the Chelsea—Atlantic City 
Independent Housewares Exhibit.” JANUARY at the Morrison — Chicago 


Applications now being accepted for both shows 


INDEPENDENT HOUSEWARES EXHIBIT, Inc. Ccenrci'c-ocos -cuicaco 3 
SALES VOLUME UP... | 














\\\ 


Packed with Quality 


the skyrocketing Hp’ J , from 


“DO IT YOURSELF” TOP to BOTTOM 
MARKET From a choice variety of head styles to clean sharp 


threads which spell out long, dependable holding ability 
Why let your customer buy SPRAYON paints and lacque rs 


4 








. . from factory-insured uniformity to a wide, versatile 


elsewhere? Here’s the product that’s right at a price that’s size range*—every So-HARD wood screw means ever- 
right—a “‘natural’”’ for the booming ‘‘Do It Yourself”’ market. increasing sales and good will. 
SPRAYON in eye- catching, hand-size, aerosol can sells on * RANGE from 3/16 x #0 to 6" x #30 DIAM. 
a pa to all your “do it yourself” customers. Touchup and 
I size paint jobs are made easy ...no mixing before, no 
von after—no brush, no roller! SPRAYON lacquers FREE TO DEALERS 
cover thoroughly, dry instantly- put oil-proof and Handy, distinctive 3-color heavy board wall 


White and Aluminum. And there’s a full line of Champion screws and Stove Bolts. Write Dept. A for 


water-proof coating on anything. ‘Lacquers come in Black, | chart showing comparative sizes of wood 
SPRAYON Paints and Enamels, including: one today. 







Wrought Iron (flat) Black, Chrome Aluminum, Gloss 
White, Meadow Green, Bright Red, Medium Gray, Royal Contact your jobber or write direct 
Blue, Ivory, Bright Gold, Copperplate, Yellow and Clear | 


Plastic | 


COLORFUL DISPLAY STAND AVAILABLE 
Ask for illustrated literature 
Reps! Some few territories still open. Write for details today. 


CHAMPION BRONZE POWDER & PAINT CO., Inc. 


2526 W. Van Buren St., Dept.H Chicago 12, Illinois 






tHe SOUTHINGTON HDWE. 
MANUFACTURING COMPANY zd 2B 


Southington, Connecticut © U.S. A. ure 








EXPORT OFFICE: Joseph A. Gross Company 
25 Beaver Street, New York 4, New York 
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Streamlined 
BLIZZARD 
Abs 

















Continuous Srayer 


World's most beautiful copper, continuous 
sprayer. Pr. and Qe. (39 ounce sizes 
Glistening, solid copper tank. Pump barrel 
is highly pol 
ished, seamless 
brass. Modern 
design. Sturdy 
construction 
Twin nozzles for 
spraying fine 
fog mist straight 
ahead or at any 
angle Sprays 
any liquid. Pop 
ular, year ‘round 
seller 
For G5 years 
7” ee Smith sprayers 
r 2 m : and dusters have 
pag vials , ae - £2 been outstanding 
— a in design, con 
As Advertised in House & struction and 
Garden and House Beautiful P¢tformance 


D. B. SMITH & CO. Send 


426 Main St., Utica 2, N.Y. tor 
“Originators of Sprayers” 

Canadian Rep. G. L. Cohoon 
1265 Stanley St., Montreal 2, Canada 



















Catalog 














BLAIR Model 66 
21” Power Mower 


Also available: 18” Reel Power Mow- 
ers, Blair Rotary Mowers, and a full 
line of fine hand mowers. 

If it’s made by BLAIR, the qual- 
ity’s there. 


BLAIR MANUFACTURING CO. 
Telephone 2-7449 
Springfield 7, Mass. 
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Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


Worthington Issues 
2 Million Handbills 


Approximately two million 
copies of the Spring Sale handbill 
of the Geo. Worthington Co., Cleve- 
land wholesale hardware firm, will 
be distributed by dealers in 12 
states, ranging from North Caro- 
lina to Wisconsin. These were pre- 





DSAPFNNA 


SANUS 


and 






CENTRAL HARDWARE 


219 Monroe St. Mext to Fire Dept. 


-e—« — 
SALE STARTS FRIDAY, April 160% 


finds April 24th 


pared in the Worthington com- 
pany, with the assistance of an 
advertising agency. 

The majority of the items are 
offered to the dealer at special 
prices and many of the items are 
IRHA Hardware Week specials. 
IRHA members may, if they speci- 
fy, include the official emblem 
along with their dealer imprint. 

To supplement the handbills, the 
Worthington firm is furnishing 
dealers window price cards. 


Home Improvement 
Expected to Hit Peak 
Home remodeling and improve- 
ment will hit a record this year, 
with a gross volume between $6 bil- 
lion and $7 billion, says C. N. 
Nichols, managing director of the 
National Established Roofing, 
Siding and Insulating Contractors 
Association. Volume might go be- 
yond the estimate if the Adminis- 
tration’s new housing proposals are 
accepted by Congress, he adds. 


Rotogravure Circular 
Issued by Cotter & Co. 


The new Spring and Summer con- 
sumer catalog of Cotter & Co., Chi- 
cago, mutually - owned wholesale 
hardware distributors, is claimed to 
be 45 pet larger than previous cata- 
logs issued by the company. 

Circulation of this issue is 477,- 
000 copies which will be distributed 
by member-dealers in their respec- 
tive areas. 

It contains 40 rotogravure pages; 
12 pages in three colors and 12 more 
in two colors. The covers and two 





other pages show seasonal merchan- 
dise. A coupon offers a_ stainless 
steel pastry server for 37 cents. 
The next promotion planned for 
Cotter members is a Mid-Summer 
Value & Service Days’ Circular, 
which will be distributed in July. 


Mr. Nichols says he bases his 
optimism largely on heavy orders 
placed during the first day of the 
association’s exhibition in New 
York’s Statler. 

The new legislation to which Mr. 
Nichols refers includes an increase 
for allowable loans for improve- 
ment of new housing from $2,500 
to $3,000, extension of time pay- 
ments from three to five years and 
Federal Housing insurance of open 
end mortgages. 
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How Tax Cuts Apply 


(Continued from page 212) 


Also affected are lay-aways and 
time payment sales of all types. 

Under the new Act, an item is 
not considered sold before April 
1, 1954, unless the possession or 
right to possession passes to the 
purchaser before that date. 

This applies to sales where the 
retailer retains possession, and 
the buyer has no right to posses- 
sion until after March 31, 1954, in 
accordance with the terms of the 
contract agreed upon by the seller 
and buyer. 

If the customer does not acquire 
the item or the right to its pos- 
session before April 1, 1954, the 
new tax rate applies te the entire 
sales price, regardless if any part 
of the price was received by the 
retailer before April 1. 

If the retailer retains posses- 
sion of the article only for the con- 
venience of the customer, and the 
customer is entitled to possession 
of the article before April 1, the 
tax rate in effect prior to that date 
applies to the price at which the 
item was sold. 

For articles sold before April 1 
on lay-away, or on instalment con- 
tract, conditional sale, or chattel 
mortgage arrangement, the tax 
rate in effect on April 1 (the new, 
lower rate) applies to remaining 
payments. 

The tax rate in effect before 
April 1 (the old rate), applies 
only to those payments made be- 
fore that date. 


New Prices Listed 


Early announcements to the trade 
by some manufacturers of items af- 
fected by the new excise tax legis- 
lation, on how they planned to pass 
on the tax reductions are given here 
in brief: 

Whirlpool Corp. — Advised dis- 
tributors on March 31 of revised 
price schedules on automatic dryers 
and ironers. The new prices apply 
to all inventories in dealer’s or dis- 
tributor’s hands and to units in 
transit, as well as to future ship- 
ments. 

Westinghouse Electric Appliance 


(Continued on page 226) 
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Alaska's “BIG SIX” Features* 


Help 
You 


= Sell 


Alaska's six big features sell on 
sight. Famous TRIPLE-Action 
freezing. Quality built and 
modern design. America's No. 
| freezer will guarantee steady 
turn-over, good profit margin. 


Household Sizes: 2 to 10 Ots. 
Hotel Sizes: 12 to 20 Ots. 


*Here they are—Alaska's ''Big Six'’ Selling Features 

















No. 700 (Colonial) 
No. 600 (Roman) 

HOUSE NUMBERS DISPLAY 
each packaged with 12 dz. 
numbers 


an 


LEGIBLE, AUTHENTIC-STYLE 
WEATHER -RESISTANT 


PACKAGED IN COLORFUL, EYE-CATCHING 
COUNTER DISPLAY 


Like all H-W shelf-hardware Specialties, these 
Shouse numbers are precision cast, handsomely 
finished . . . and thanks to the economies of 
volume production . . . competitively priced. 
Completely rust-resistant; will not run. Indi- 
vidually packed with brass pins in cellophane 
bags. Dozens of your neighborhood customers 
undoubtedly need such numbers—will buy them 
if they eye them on your counter! They add up 
to PROFIT. Ask your jobber—today! 


HALL-WESSEL COMPANY 
2116-2126 W. NICHOLAS STREET, PHILADELPHIA 21, PA. 


‘ In Canada: GEO. S. HALL CO. Export: HALL & REIS, Inc. 
25 Grenville St., Toronto 1 165 Broadway, New York 6 


5A5678908 


Worth asking for... by NAME eS aia Specialties 
12 Oh PE ee eu TSA Kerwu 23 
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Purchasing Agents Anticipate Business 


Improvement in Second Quarter of Year 


The National Association of Pur- 
chasing Agents says it is apparent 
from its March survey that the in- 
dustrial business decline has abated 
and is leveling out. 

A “large majority” of purchasing 
executives queried replied they ex- 
pected second quarter business ac- 
tivity will be higher than in the 
first quarter. 

A few of those polled also re- 
ported they could see good business 
through the third quarter, and a 
few were optimistic for the whole 
year. The longer predictions were 
hedged with too many “if” clauses 
to indicate any clear pattern, the 
association says. 

The agents’ reports for March 


Dept. Store Sales 
Dipped in Mid-March 


Department store sales in the 
United States in the week ended 
March 20 plunged 13 pct below 
year-ago levels, reports the Federal 
Reserve Board. From Jan. 1 
through March 20, however, depart- 
ment store dollar volume was only 
4 pet under the like 1952 period, 
the board notes. 

The F. R. B. says part of the rea- 
son for the big sales drop was the 
fact that Easter fell on April 5 in 
1953 and won’t come until April 18 
this year. 

All 12 Federal Reserve districts 
reported sales declines in the week 
of March 20 compared with a year 
ago. Department stores in the 
Dallas district reported the biggest 
sales slump with dollar volume off 
19 pet with the like 1953 week. 

A district by district percentage 
comparison with the like periods of 
last year follows: 


One week 


Federal Reserve ending 4wksend Jan. 1 to 


District Mar.20 Mar.20 Mar. 20 
BD og ceeeewe —1ll — 6 eg 
New York ..... —ll —6 —2 
Philadelphia .. —14 —11 — 5 
Cleveland ...... —17 —17 —8 
Richmond ...... —14 —7 —4 
eee -— F—-_§ —§ 
Chicago ....... —15 —l1 — 5 
Oe eee —12 —7 — 3 
Minneapolis .... — 9 — 9 ae 
Banses City .... -14 —9 —6 
eee —oe -«§ ~ 7 
San Francisco.. —10 -—8 —7 

ieee... —1S = F -4 
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showed a reversal of the down- 
ward trend in production and order- 
ing, for the first time since last 
May. The reports note, however, 
that this change may possibly be 
only seasonal. 

Of the executives polled 24 pct 
reported March production  in- 
creased above that of February, 
while 18 pet reported a decline. The 
remainder stated production at 
their plants had remained the same. 

The report also showed purchas- 
ing departments are “buying in the 
smallest economical quantities and 
placing orders more frequently.” 
In addition, it showed buying com- 
mitments are still on the hand-to- 
mouth to 90-day category. 





One Family in Three 
Needs New Vacuum 


There’s a tremendous market for 
vacuum cleaners, this year, accord- 
ing to A. S. Bross, vice-president 
and general sales manager of 
Landers, Frary & Clark. 

Of the 14 million new homes 
which have been wired since the 
war, only 8 million have vacuum 
cleaners and 6 million should be 
ready to buy now, Mr. Bross pointed 
out in a recent series of distribu- 
tor meetings. 

He further pointed out that of 
the 19 million cleaners in use prior 
to 1940, each of which is now 15 
years old, 5 million need to be re- 
placed at once. 

Of the 24,500,000 cleaners sold 
since the war, 5,900,000 are now 
over five years old and should be 


HARDWARE HUMOR 


" 








> ey 











“It’s a big market with 


traded in. 
a 16,900,000 cleaner potential which 
means one family out of every three 
needs a new cleaner now,” Mr. 
Bross stated. 


Late Easter Affects 
Department Stores 

Dollar volume at Philadelphia's 
five downtown department stores 
during the week ended March 27 
declined 22 pct under the like period 
last year, according to a prelimin- 
ary report of the Federal Reserve 
Bank. 

In New York, the F. R. B. re- 
ports no change for the March 27 
week for the comparable period 
last year. 

During the four weeks ended 
March 27 Philadelphia stores report 
a dollar volume decline of 14 pct 
below the like 1953 period. 

Philadelphia merchants continue 
to stress the fact that “selling is 
more difficult this year than last.” 
In addition Easter comes later this 
year. 

Department store sales in down- 
town Los Angeles in the week ended 
March 27 were off 17.5 pet from the 
same 1953 week. San Francisco de- 
partment stores were off 9 pct in 
the week. 


Sears Sales Decline 
14% During March 


Sales of Sears Roebuck & Co. 
for March will show a drop of 
about 14 pct from last year, fol- 
lowing a 12 pct decline in Febru- 
ary, the first month of Sears’ new 
fiscal year, reports Gen. Robert E. 
Wood, chairman. 

“I feel sure the trend will be re- 
versed and April will show a small 
decline, if any,” he adds. 

Gen. Wood says he is optimistic 
over the outlook for the full year. 
While he doesn’t estimate what 
sales will be, he says Sears will 
make more money in 1954 than in 
1953 because of tax savings. 

As to the possibility of lower 
prices for products sold by the 
company, Gen. Wood says in some 
lines lower prices are being ob- 
tained, but he emphasizes “I think 
the bulk of the price drop is 
over.” 
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<n aon oO 
"Guaranteed by > 
Good Housekeeping 


SS 
wor as Aoveanist THES 


Nationally 
advertised in 

Good Housekeeping, 
Lite, Better Homes 
and Gardens and 
American Home. 
Order from your 
distributor, or write 
for his name. 


Rt) 


“TREO-WELL. 


“FORMERLY KNOWN AS TRED-AIRE 


FOAM RUBBER MATS 


Here’s a proven fast seller that takes little 
floor space, brings in big profits! Made of 
pure foam rubber, Tred-Well appeals in- 
stantly to housewives because of its ob- 
vious fatigue fighting qualities. Wipe-clean 
plasticized surface, non-skid corner to 
corner gripping, beveled edges, plus the 
Good Housekeeping seal of approval. 
Eight marbleized colors. 


16x24” 2.98 retail 21x36” 5.98 retail 
18x30” 3.98 retail 30x48” 12.50 retail 


QUALITY PRODUCTS MFG. CO. 
105 E. 17th St., Los Angeles 15, California 


NEW YORK OFFICE: E. Allan Lustig, 50 Riverside Drive, New York 24 





buy! 
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The Super Glo- 
Torch outperforms 
all other electric 
paint removers. 
Make a comparison 
test before vou 








Pe Se Ay 


Get Your Share of the 


“DO-IT-YOURSELF” 


tien «= MILLION-DOLLAR MARKET 


by featuring the brand new Ludlow 


With G. E. Calrod 1,000 Watt, 
115 Volt AC/DC Heating Element 


that anyone can operate 


RETAILS 7 0° 
AT ONLY 


ae EE 


Pha ee ' a 
Low PRODUCTS CORPORATION © 


1416 Broodway Schenectady 6.4.¥ 












S. 
Glo-Torch 


The electric paint remover 
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; ‘) 

A terrific double header — more puree at 
sales! more profits! ...and a thrill aro’ 
a minute as you set a new sales ‘ 
record. i 

Acompblete packaged unit, with ce 
six rr Gai", 2—12” and LECT E DS 
2—14” ) that gives you 422 square ; 


feet of selling space in just 1212 I 
square feet of floor area. Quickly 
and easily assembled (you can 
do it yourself) and just as easily 
changed to meet your current ' 
merchandising needs. 


P3970M-1 Saleamaker packed 
1 to a carton $114.98 each 
P3970M-2 Saleamaker packed 
2 to a carton $112.33 each 

Weed parts F.0.8. Beatrice, Nebr 

Metal parts F.0.8. Chicage, Ill 


Write for your free copy of the lat- 


est Catalog—your 
most complete description of better 
merchandising equipment and 





better merchandising ideas. Write 
Dept. HA-4 


REFLECTOR HARDWARE CORPORATION 


Moin Office ond Factory 





Western Avenue, at 22nd Place, Chicago 8, Illinois 


New York Office and Showroom 


Room 1107, 225 W. 34th St., New York 1, New York 

















BUCKLES SAYS? 


|= Are you 

|. | — selling “extra” 
_ PURITAN 

i : SASH CORD 
== this way? 


woe 


: 
‘\ 
ngenmo<raftt¥ 1 


mime \\) 


@ PURITAN 

¢ SOUTHGATE The three-way identifica- 
e KENDALE tion on Puritan's self-sell- 
ing package enables you to 
display it end-on, verti- 
cally or horizontally. Fit 
sash cord in as a conven- 


7 ient spacer for extra profits. 


PURITAN CORDAGE MILLS, Ync. 
LOUISVILLE, KENTUCKY 


FOR YOU 


It’s the year’s biggest calk-and-paint promotion! 
Handicalk is now packed in a new dispensing 
carton, backed up with a window streamer and 
counter card .. . all geared to help you sell more 
calk, more paint. 





FOR YOUR CUSTOMERS 


Tell your customers to calk before they 
paint! Put the Handicalk dispenser on a 
paint counter, so customers can serve 
themselves. Use the window banner and 
display card. This promotion is absolutely 
free of extra cost. 


* 
-— 
PANY 
yom 93 6 


que cr8sow 


ORDER HANDICALK FROM YOUR JOBBER TODAY 
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Seasonal Upturn Boosts 
Consumer Goods Sales 


A seasonal upturn in sales of 
consumer goods and financing vol- 
ume now can be expected, says 
Arthur O. Dietz, president of 
C.1.T. Financial Corp. 

The general economy’ shows 
some signs of improvement, al 
though the fact is “we are still 
close to the top of a boom of al! 
time proportions,” Mr. Dietz say 

The credit executive says that 
appliance sales recently have 
shown a noticeable, although 
spotty, increase and that automo- 
bile sales have lagged but had 
shown good improvement in re 
cent weeks. 


House Committee Hikes 
Home Mortgage Funds 


The House Banking Committee 
has voted a $2 billion increase in 
the amount of mortgage insurance 
that can be written by the Federal 
Housing Administration. 

The new authority would bring 
the FHA’s insuring power to a 
little more than $21 billion. The 
committee specified that $1.5 bil- 
lion should be available as soon as 
the bill is enacted and $500 million 
could be made available later at the 
discretion of the President. 

The measure, if approved by both 
houses, would help stimulate resi- 
dential home construction. The 
measure is said to be virtually as- 
sured of approval. 


Jacobsen Forecasts 
Record Mower Year 


Jacobsen Mfg. Co., Racine, Wis., 
and its subsidiaries, expect the big- 
gest lawn mower year in the history 
of the company. 

A serious drouth would be a fac- 
tor governing overall sales, Oscar 
T. Jacobsen, company president, 
points out. Favorable factors noted 
are: 

Dealers are facing the spring sea- 
son with a smaller stock of mowers 
than a year ago. ; 

New housing starts indicate there 
will be many new buyers in the mar- 
ket. 
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ELECTRIC SOLDERING TOOLS 
PLUG TIP 


A sturdy, long-lived profes- 
sional soldering tool for un- 
interrupted production. By 
simply removing 4 screws, the 
user can replace any part in a 
few minutes. 





SERVICE 


SHARES 





Sag 






ee \) x ._ © 

i fi [eA 
(UGA 

1 pees 


|e « 








FULLY Patterns are available for 

practically all plows, listers, 

GUARA NTEED middlebreakers in No. 1 soft 

AS TO QUALITY, center or No. 2 crucible steel 

of the highest quality obtain- 

Fit, AND able. Send today for catalog. 
FINISH 





















BRILLIANT DISPLAY STAND 
See your jobber. 


VULCAN ELECTRIC COMPANY 
DANVERS 3, MASS. 
Electric Soldering Tools — Screw Tip, Plug Tip, Pygmy 
| and Mercury. Electric Solder Pots, Glue Pots, Branding 
STAR MAN UFACTURING COMPANY Irons, Heating Units and Heating Devices. 
DIVISION OF ILLINOIS IRON & BOLT CO 
CARPENTERSVILLE, ILLINOIS, U.S. A. (EST. 1873) 






















100 E. 42nd Street, New York 17, N. Y.|| | CHICAGO PRECISION MACHINE CO. 





WHEN YOU ARE LOOKING 
FOR A CERTAIN PRODUCT 


and only the trade-name is known— 
look in the General Directory Secnon 
ef the Catalog Directory Number 
of HARDWARE AGE for that par- 
ticular trade-name. You will fin: it 


listed alphabetically under the preud- 
uct heading of the item in questivn. Ki ° Mi 
There alongside the trade name you Cu - On 


will find the name of the manufac- 








turer who makes it. The address of | HOOKS ON CAR DOORS! 
the maker will aleo appear with “he | | Ope gly yn Supplies 
firm name arranged alphabetically in Gan easily be hooked on side of eny cor, ot §=6 PRICED LOW 
the same list. glass. Windows slide freely up and down! No 


holes to drill—hook-type carriers come ready FOR THE VOLUME 


for immediate use. 


s Q Made of hard, durable aluminum alloy chan- 
Keep this Catalog and Dir ectory nels. Stronger than pipes or tubes. Web straps MARKET 
Number where you can reach it | | hold load secure. Suction cups protect car. 


quickly whenever you need help in || NOTE THESE IMPORTANT EXCLUSIVE FEATURES 


buying hardware products. @ Cross arms with suction cups 


@ Moves up or down to fit over body curves and bulges 
@ Flexible steel extension arms can be raised or lowered 


HARDWARE AGE for best load position 


ee Distributors—Dealers: Write for liberal discounts 
A tew choice territories open for established representatives. 














831 S. Wabash Ave. Chicago 5, Ill. Dept. C-2 
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| HOLD EVERYTHING! 


= ive ” -— ANCHORS 
Som eG Di 


Scru-Tite Screw Anchors Will 
Anchor Any Material to Any Solid 
Surface with Little Effort and 
Lifetime Durability 
SCRU-TITES quickly accepted and used 
by Home Owners, Building Trades, Com- 
munications, Manufacturers, Municipali- 
ties, Aircraft and many others. 
SCRU-TITE ANCHORS made from 
TENITE are tougher than ordinary an- 
chors. 
Dealers and wholesalers repeat orders 
prove easy sales and liberal profits. 
UNDERWRITERS LABORATORY APPROVED 
New expansion anchors available soon. 
Additional information upon request. 


MASTERCRAFT PLASTICS CO. 


95-01 150TH ST., JAMAICA 35, N. Y. 























Sharon's 
CURTAIN 
STRETCHER BOLTS 








Cash in on 














curtain washing time! 
@ 3/16" x 24" bolt—extra 
large wing nut. 
@ Electro galvanized—36 in 
package. 
Ask your jobber 


or write us 










Shavow Bil and. Scheu Co. 





BOSTON 10, MASS. 
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Humphrey Anticipates 
No Rise Before May 

Treasury Secretary Humphrey 
says it might be May before the 
economy showed any particular up- 
ward change. 

He told a Senate Appropriations 
subcommittee: “I am not looking 
for any sudden or immediate turn” 
in the economy. “It may be some 
time” before there is a change, he 
adds. 

Mr. Humphrey says he thinks it 
“remarkable” that the economy has 
not fallen off any more than it has. 
He says he doesn’t think unemploy- 
ment totals at the moment, about 
3.6 million, is very high. 

He notes the farm equipment in- 
dustry, which has been depressed, 
is now showing signs of renewed 
activity. 

Nevertheless, he declares, “I 
would be very surprised if there 
were any immediate change” in the 
economic picture. 


Consumer Prices Down 
Slightly in February 


Average prices at consumer 
level throughout the country eased 
off in February, reports the Bu- 
reau of Labor Statistics. 

The declines, though modest, 
were spread over the widest vari- 
ety of items in months. 

The rent average increased 
again. The increase was the small- 
est since 1947. | 

The drop in the consumers’ 
price index of 0.2 pct between mid- 
January and mid-February, when 
related to the price behavior of 
preceding months was said to indi- 
cate stability. Since last July, the 
index has moved up and down 
within a range of one-half of 1 
pet. 


Fewer Vacuums Shipped 


Factory sales of standard-size 
household vacuum cleaners in 
February totalled 199,035, down 10 
pet from 221,233 in January, ac- 
cording to the Vacuum Cleaner 
Manufacturers’ Association. Feb- 
ruary sales were 19.1 pct lower 
than 246,007 units sold in Febru- 
ary, 1953. 











Strictly For Sale 


Brooks hooks for the retail trade 
are made by a company old in 
experience, young in spirit. We 
watch like a hawk to see that 
bends are true, threads clean, 
points sharp. Brooks products 
are good to your customers, 
good for your business. Stock 
Brooks and sell with confidence! 


| M. S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


"BROOKS / HOGKS' 
McGill ‘CANT MISS” 


mouse &'rat traps 


SPRING 
LIS 
ON EM! 











@Bright 2. Cclor 

Printing 
@Cleor, Selected 
Wood 

e@Easy, Dependable 
yValtels! 


| @Four Way Trigger 






Today For 
Complete 
Information 


McGILL METAL PRODUCTS CO. 
MARENGO- ILLINOIS 
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Meet Another 


Viisto-mut 


MAN OF 
MERCHANDISING 


HAROLD SHAPIRO ® 
co-owner of MANZELMANN  @ 
Hardware and Variety Store @ 

2751 W. Devon Ave., a 

Chicago, Ill. 














Winner of the first 
ARISTO-MAT 
MAN OF MERCHANDISING AWARD 


If you are looking for the unusual in a 
$200 imported wall clock——or if you have 
a taste for exotic herbs and spices—or 
fine crystalware—or, if you are looking 
for everything and anything in quality 
hardware—the place to go is MANZEL: 
MANN. Skillful blending of the expected 
and the unexpected has established this 
unique store as a showplace of Chicago's 
north side. 


Credit for such success is due co-owners 
HAROLD SHAPIRO and NATHAN 
DOMBROWSKI's gifted merchandising 
and promotional sense. MANZELMANN 
had been operated as a variety and hard- 
ware store when Mr. Shapiro, in partner- 
ship with Nathan Dombrowski, took it 
over 7 years ago. Never a man to miss a 
bet, merchandiser Shapiro has generated 
action in every conventional department 
ot his store and has added the new ones 
that make MANZELMANN so unusual 
MR. SHAPIRO has based his merchan- 
dising philosophy on one idea—''What- 
ever you sell, sell the best there is.” 
That is why you will find ARISTO- 
MAT stove and utility mats so promi- 
nently displayed. 


ARISTO-MAT is proud to salute 
HAROLD SHAPIRO, wartime Naval 
Commander, Pes -spirited citizen 
and MAN OF MERCHANDISING. 


We will salute another 
Man of Merchandising 
soon. Feel free to call our 
attention, perhaps, to an 
unusual merchandising 
operation of your own. 


beisto-mat 0. 


A division of PHOENIX TABLE MAT CO. 
1718 East 75th Street 
Chicago 49, Illinois 





Cut in Manufacturing 
Inventories Noted 


The Commerce Dept. reports that 
liquidation of inventories, particu- 
larly in manufacturing industries, 
continued through January and 
February. The department notes 
that there was a related drop in 
activity in plants producing de- 
fense goods. 

In its March issue of the “Sur- 
vey of Current Business,” the de- 
partment notes the personal income 
available for spending was increased 
by reduction in income taxes so 
that this major index of buying 
power was higher in the first two 
months of this year than in the 
corresponding 1953 period. 

According to the report, personal 
income was at an annual rate of 
$282.5 billion in January, about $2 
billion lower than in December. 

Income from labor, however, 
showed a further reduction in Janu- 
ary and February. The decline in 
total income since last summer has 
been largely concentrated in manu- 
facturing payrolls, the report notes. 


Construction Awards 
Set Record for 1954 


Heavy construction contracts 
awarded during the week ended 
March 25 totaled $284 million, for 
the largest weekly volume so far in 
1954, reports Engineering News- 
Record. 

Dollar volume for both private 
and public contracts exceeded the 
previous week with Federal awards 
showing the largest gain. 


Construction Activity 
Gains During Winter 


The Commerce Dept. reports 
that construction activity has 
been “well sustained” all through 
the winter months. The amount of 
work put in place exceeded that of 
the corresponding period a year 
earlier. On a seasonally adjusted 
basis, the construction rate has 
been edging upward for several 
months. 


Sylvania Cuts TV Price 


Sylvania Electric Products, Inc. 
has reduced prices on TV sets by 
$30 to $60. No specific reason was 
given for the reduction. 

































Wherever 

you need chain, 
in any size 

or grade, 

to any desired 
specification. 


CAMPBELL CHAIN 
Company 


Main Office: York, Pa 
Wes! Burlington, lowa 
Portland, Oregon 


Sacramento, California 











ROOF BRACKETS 


Designed to prevent sliding, 
rubbing or gouging. Models for 
wood or composition shingles 
or asphalt and composition 


LADDER BRACKETS 


Used on either side of lad- 
der. Adjustable, with 
holes for safety rail and 
planks. 


Pom 










Lal 
A 


FOLDING T 
SCAFFOLD BRACKETS 


Tested for 4,000 Ibs. per pair. 
Holes slotted for quick, easy 
installation and removal. 


FOLDING STEEL LEGS 


For tables, 
platforms and 
barricades. 


Tested for 
5,000 Ibs. per 
pair. Made 


with exclusive 


> a alligator grip. 
Furnished in 24”, 30”, 36”, 


42” heights. 





Order today under our money back 
guarantee or write for Bulletin HA-54. 


WAGNER MANUFACTURING CO. 


CEDAR FALLS, IOWA 








Effort-Saving ... 
Time-Saving .. . 


AMALITE’S 















SCREW 
DRIVER 


For extra sales 
to all those 
who seek fast, 
easy opera- 
tion, without 
wasted 
motion. 


It's new! Extra- 
large stream- 
lined handle, 
chrome - plated 
ratchet mechanism, 
and highly-polished, 
ground and tempered 
blade—all in one in- 
tegral unit. Displayed 
in the eye-catching two- 
color Display and Stock 
Package, they'll bring fast 
sales—and quick profits 


Blade 
Type Length 
\/4'' Slotted 1," 
4" Slotted 5" 
T812 No. 2 Recessed 1," 


No. 2 Recessed 5" 


SET yo 
SIGHT OF 


Packed ! dozen 
toa box 


SS SS SSS SBS SBS SSB SSS SSS SSBB Be eee ee ee eee ee ee 


ir. 
1884 PITKIN AVENUE, BROOKLYN 12, 4.Y. 
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WAGNE: R | Federal Reserve Man 


Urges Easier Credit 


A Federal Reserve Board official 
struck out at what he termed the 
over-caution in granting install- 
ment credit to consumers and says 
too much contraction of credit in 
times like these as least as 
dangerous as expansion at an un- 
sustainable rate in boom times. 

J. L. Robertson, a member of the 
board of governors of the reserve 
system, says he does not recom- 
mend attempts to maintain record 
volume through abandonment of 
sound terms of payment. But, he 
adds, “‘We must guard against the 
worship of safety to such a degree 
that it degenerates into stultifica- 
tion and paralysis.” 


was 


Emergency Measures 
Deemed Unnecessary 

President Eisenhower 
there is nothing on the economic 
front that calls for a “slam-bang”’ 
emergency program, 

President Eisenhower’s  confi- 
dence in the economy is attributed 
to his belief that the downswing 
will correct itself with the help of 
credit that has been pro- 
the tax revision and other 
economic such as the 
housing program and _ broadened 
Social Security and unemployment 
compensation. 


easier 
vided, 
proposals 


The President, who had said in 
announcements that March 
the key month, notes that 
business activity in March had not 
dropped to a point where it would 
trigger emergency economic ac- 
tion. He declares that a transition 
from economy to a peace- 
time economy traditionally caused 
in every country, very marked 
fluctuations, sometimes including 
great inflation. 


prior 
was 


a war 


Steel Production Drops 

Steel output for the week started 
March 29 will total 1,621,000 net 
tons, about 3,000 tons less than the 
week before, reports the American 
Iron & Steel Institute. Output in 
the March 29 week is set for 68 pct 
of theoretical capacity. 





says 


WORLD’S 


BEST SELLING 


stag: SAWING WASHERS! 





MAKES 40 DIFFERENT CUTS 
WITH REGULAR CIRCLE SAW 


Waren 


DADO SAWING WASHERS 
OVER 250,000 SETS SOLD! 



















IN DEMAND-—National advertising, show 
demonstrations, exclusive features, guaran- 
teed quality, make Warren the proved sales 
leader! 


MAKE MONEY-— Popularly priced at 
$4.95; your discount 334%. Steady profit 
producer the year around! 


SELF-SELLING-—Free action display for 
counter; folders, gauge board, make Warren 
a pick-up self-seller for dealers everywhere! 


TRIAL ORDER of 6 sets (we ship POST- 
PAID) brings sales aids FREE. Start today 
making money with Warren Washers. Order 
NOW! 


WARREN DADO SAWING WASHERS CO. 


Dept. 104, Box 98, North End Station, Detroit, Mich. 


Strataflo ve ALL, 


CHECK 


Cannot leak. 
Sensitive in operation. 
For cold or hot water 
or steam. 200 Ibs. 
\ pressure. Seven sizes. 
; Write for Bulletin 302. 


Order from 
your Jobber 





INC. 
INDIANA 


STRATAFLO PRODUCTS, 


FORT WAYNE 1, 
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Promotions 


Manufacturers’ New Merchandising Plans 


Remington Promotes 
Shaver Trade-Ins 


Remington Rand, Inc., is stepping 
up its electric shaver trade-in pro- 
gram this year with intensified na- 
tional consumer advertising. 

The company also has changed its 
discount schedule so dealers will 
make the same profit on trade-in 
deals as they do on shavers sold 
without a trade-in. Dealers are ex- 
pected to give a $7.50 allowance on 
an old electric shaver. 


15 Godfrey Programs 
Feature Gift Wraps 


Fifteen “Arthur Godfrey Time” 
radio-television programs this year 
will feature Minnesota Mining & 
Mfg. Co’s. Sasheen brand ribbon 
and gift wrapping ideas. 

Single coverage programs will 
promote gift wrappings before 
Easter, Mother’s Day, June wedding 
time and Thanksgiving. ; 

Pre-Christmas promotion will 
consist of 11 programs beginning 
Nov. 26. Eight of these will be 
radio-television programs and three 
will be radio only. 

During these programs audiences 
will be given ideas on the use of 
Sasheen ribbon and Scotch brand 
cellophane and gift tapes for seal- 
ing and decorating gift packages. 


Reo Uses 168 Papers 
To Promote Mowers 


Reo Motors’ Lawn Mower Divi- 
sion will run advertisements in 168 
daily and Sunday newspapers this 
year. 

Insertions are to be timed for the 
peak of the grass cutting season in 
each area of the country. 

Full page ads will be published 
in the largest trading areas with 
smaller ads in other areas, the size 
depending on the market potential. 
Each ad will list names of select Reo 
dealers for that area. 

The company terms this “the 
largest newspaper advertising cam- 
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paign in the history of the power 
mower industry.” 

This will be the biggest year in 
the power mower industry, Sam 
Briggs, Reo vice-president, predicts. 
Reo’s sales to distributors of mow- 
ers were up 28 pct in January, 32 
pet in February over the 1953 
months. 


Simoniz Promotion 
Offers Cash Refund 


The Simoniz Co. is carrying a 
heavy schedule of advertising on a 
repeat of last year’s successful 
“Save 25¢ Cash” promotion on all 
sizes of Simoniz Non-Scuff Floor 
Wax. 

The cash refund is made to con- 
sumers who mail in cap liners to 
the manufacturer. Dealers get full 
price on every can of wax. Free 
display materials, including win- 
dow banners, shelf strips and ad 
mats are available to dealers. 


Dow Features Styron 
On Television Show 


Dow Chemical Co. is directing its 
promotions this year on plastic 
housewares made of Styron, to mov- 
ing merchandise off dealers’ shelves. 

Consumer promotion began 
March 1 with the featuring of these 
housewares for the first time on 
Dow’s network television advertis- 
ing on NBC-TV’s morning news 
show “Today.” 

Full color ads in national con- 
sumer magazines are to reinforce 
the television campaign. 

The company’s merchandising de- 
partment is continuing its studies 
of plastic housewares merchandis- 
ing to present to dealers tested sell- 
ing techniques. 


Whisker Clean-Up Theme 
For Norelco Shavers 

North American Philips Co., will 
promote its Norelco shavers this 
spring with a “Whisker Clean-Up 
Time” theme in its point-of-sale ma- 
















= Fairgate 
= + 
= Hard Aluminum 
= Rules, Squares 
*= Triangles & Painters’ 
*s Striping Rules are 
“Ss popular with 
e2 3 
=~ CARPENTERS 
‘| ARTISTS 
:i:, PAINTERS 
=] HOBBYISTS 
= because the hard no-rust alu- 
a3 minum is light to handle and the 
sharp black figures are easy to 
read. Popular prices, too. 
All sizes up to 12 feet. 
= Nationally advertised. 
x Ask about our handy disploy rack. 


THE FAIRGATE RULE COMPANY 


Dept. N, Cold Spring-on-the-Hudson New York 


pre 


rH PAIRGAT 
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BENNETT - IRELAND IN 


Aantsrsa sa'/¥ é 
NORWICH NEW YORK 





Get the facts on Flexscreen—the 
curtain firescreen that most cus- 
tomers want most. It pays to 
promote the leader! 


MAIL THIS COUPON for----------- 


{ catalog and full profit details. . . 


1 
' 
' 
; 
| Bennett-Ireland Inc. : 
i Norwich, N.Y. Dept. 454 North Street ;} 
’ 
; 
’ 
' 
> 
’ 


¢ Send me catalog and information on 
Flexscreen. 


: 

















y HUMMING! 


ee, Last 


CANVAS —— 







BEACH CHAIRS — 
and FIBRE RUGS! oy 


Get set for extra profits this sum- / 
mer. Get Sedast—only paint made 
especially for canvas—and for fibre 
rugs too! Attention-getting 3-dimen- 
sional counter displays, streamers, 
fibre rug sample and actual canvas 
swatch card FREE with first order. 
Customers go for exciting new 
idea, reasonable price—you go for 
easy sales, quick turnover, good 
profit margin 


GET WITH IT! 


Setfast has grown like Topsy in the last couple 
of years—best sales in history expected in ‘54! 
Put in a minimum order—play a hunch—watch 
it pay off. Details, prices on request. 


MURPHY PAINT DIVISION 
INTERCHEMICAL CORPORATION 
| 224-8 McWherter St., Newark, N. J. 











Now Anyone Can 
Putty windows 


THE DUO-FAST 
PUTTY KNIFE 


Here’s the ‘’Do-It- 
Yourself” putty knife 
your customers want 


— The Professional Skill 
is built right in! 
























Patented shaper end 
packs, shapes, trims 
putty with one easy 
stroke. Other end is a 
handy scraper blade. 


Spring Steel e Rustproof Plating 
Comfortable Wood Handle 


Packed 12 to Counter Display Box 
See jobber or order direct. 


FASTENER CORP. 


CHICAGO 14, ILL. 


860 FLETCHER ST., 














terial and national consumer adver- 
tising and publicity. 


Merchandising helps for dealers | 


will include window streamers, 


counter cards, mailing pieces, co-op | 


ad mats, radio and television scripts 
and package inserts. 

On the consumer side, there will 
be a national “Whisker Clean-Up 
Committee” to promote the growing 
of beards and then “cleaning-up” 
with Norelco shavers. 

The campaign is geared to the 
customary spring cleaning period. 


Myers Offers Campaign 
Of 5 Mailing Pieces 


A new direct mail program on 
water systems is offered dealers of 


the F. E. Myers & Brother Co., 
Ashland, O. 
Five new cards have been de- 


signed for this program, all fea- 
turing the company’s current ad- 
vertising theme of the Myers water 
system, “The Heart of Your Home.” 

Dealers can personalize the cards 
by imprinting their own sales mes- 
sage and name. Cards will cost deal- 
ers 1¢ each. 

Other dealer helps being offered 
are indoor and outdoor signs, 
matches, pencils, a working model 


demonstrator, and special newspa- 


per advertising. 

For National Water Systems 
Month, in May, Myers offers its 
dealers several posters, window de- 
cals and a booklet on selling tips. 


Decorator Portfolios 
Available to Dealers 


Paint manufacturers participat- 
ing in the Week-End Deccrator 
program are distributing to deal- 
ers copies of the “Colorful Bed- 
rooms” portfolio which will soon 
be followed by portfolios devoted 
to kitchens, living rooms and a 
fourth room to be selected. 

The bedroom portfolio, printed 
in ful] color, presents 10 color 
schemes chosen by the home deco- 
ration editors from the pages of 
some of the most popular women’s 
home service and shelter maga- 
zines. 

The bedrooms portfolio and the 
others to follow will contain ap- 
proximately 25 colors and tones. 
Mach will be keyed to participating 











E & J Fast Movers 
All Purpose Holders 


HOLD MOST ANYTHING WITH A HANDLE 
IN THE HOME, OFFICE, SHOP OR STORE 


(te Use for _— toe ! 


LITTLE DANDY 


BRUSH 
KIT 


Full Vision Plastic Cover 


Keeps brushes clean... 
ready for use. Holds 4 
brushes. Brush holding at- 
tachment and cover can 
be transferred to any 
clean standard |I-gal. li- 
quid can in | min. No 
cleaning necessary. 

















E & J ENTERPRISES, Inc. 


Dept. H, 682 Bloomfield Ave., Verona, N. J. 











BIGGER PROFITS FOR YOU— 
NEW USES DISCOVERED FOR 


Ws. Damar NO 


RICE FLUFFER Marten 


WATCHING 


NO 


BURNING 













Makes it easy to boil 
and —_ without mess 
or wast 


em FOR COOKING: 


Comes individually boxed 
in attractive and colorful 


display carton! Rice 
Housewives quickly dis- Peas 
covered that Mrs. Damar’s Broccoli 
QUIK - COOK could be Lentils 


used for many other chores 


orbs 
besides making delicious Diced Vegetables 


‘‘no-lump”’ rice! This all- Soup Greens 
aluminum 2-piece sieve- Cranberries 
ball makes it easy to wash, Cauliflower 
drain and cook rice and Fruits 


other small vegetables 
without transferring from 
pot to colander. Boils two 
foods separately in same 
pot at same time. Easy to store. It’s another Mrs 
Damar consumer tested product that wins big sales 
and profits for you. Moves fast at only $1.98 retail 


SEE YOUR JOBBER OR WRITE US DIRECT 
DAMAR PRODUCTS INC. 29-8 Damar Bids 


Newark 5 


All Soup Stocks 
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manufacturers’ colors or _ inter- 
mixes. Retail salesmen can quickly 
match paints to color schemes se- 
lected by the Week-End Decorator. 

Large, four-color poster blow- 
ups of the portfolio pages are avail- 
able for dealers’ use, together with 
Week-End Decorator aprons, caps 
and bandannas. 

In addition, through the cooper- 
ation of Better Homes & Gardens, 
a 68-page painting edition of the 
BH&G Handyman’s Book has been 
published to participating manu- 
facturers who, in turn, are distrib- 
uting them to dealers. 


Hotpoint Co. Offers 
Training Program 

Hotpoint Co. is re-introducing its 
“Film and Guide” meeting packages 
in its sales preparedness program of 
providing product knowledge for 
dealers and their salesmen. 

Each package consists of a slide 
film which presents products or 
themes to be developed at a meeting, 
and a meeting leader’s guide which 
contains suggestions for planning, 
preparing and conducting meetings 
and a narration for the film. 

Packages are distributed to Hot- 
point zone managers who conduct 
meetings for distributor salesmen. 
These salesmen conduct meetings 
for dealers and their salespeople. 





HARDWARE HUMOR 





© Hardware Age, 1954 


"We sell a lot of these to 
folks who like to make 
photographic records of 
their catch.” 
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ICTOR 4-PACK 
HELPS YOU SELL 
MORE MOUSE TRAPS! 





PRACTICAL— 4 FOR 
CARRIES COMPLETE 
INSTRUCTIONS FOR ) 
BAITING AND = 
SETTING at? 
Order from your wholesaler mi 
now. Packed one gross traps 
(36 packages) in re-shipping 
container. 





Animal Trap Company of America « Lititz, Pa. « Pascagoula, Miss. 
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cS 
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® LANTERNS 


DISPLAY 





DIETZ LANTERNS 


IN YOUR 


“SPRING” WINDOW and 


GARDEN COUNTER 


You'll be pleased with the “‘Self Selection” 


Sales you'll get. P.S.-Display 
the little ‘“‘Comet’’ lantern, too. 


|R.E. DIETZ COMPANY | 
SYRACUSE 1, N. Y. & 





EST. 1840 


OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 





Waar >)- 














DOOR EASE” 


Rican 
—- 


with Stainless 
DOOR EASE® 


Nationally advertised 15c sell- 
er, comes 12 in display box. 
Hundreds of uses in home and 
shop. Also large 39c seller in 
metal container, packed 6 in 


display box. 





American Crease Stick Co. Ag 
Muskegon, Michigan Ss 


PRODUCTS 


$0 LOCK-EASE Graphited Lock Fluid 
in 4-oz. “Drop or Stream” can, 39c, 
AMERICAN Dripless Oil in 4-0z. oiler, 29c. 
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Excise Tax Reductions 
(Continued from page 215) 


Division—Announced price cuts on 
household appliances affected by the 
new excise tax law. 

“In these new prices,” announced 
John H. Ashbaugh, vice-president, 
“we have passed on through to the 
consumer the full amount of the 
manufacturers excise tax reduc- 
tion, even down to the penny. This 
has made an odd pricing structure. 
For example, a refrigerator which 
sold at $279.95 will now have a 
price of $268.23. Price reductions 
on other refrigerators vary from 
$8.32 to $22.95 and on electric 
ranges from $8.34 to $20.78. 


Deepfreeze Appliance Division of 
Motor Products Corp.—Immediate 
reductions at retail for home freez- 
ers, refrigerators and other major 
appliances were recommended to 
distributors and dealers, on March 
31. 


Hotpoint Co.Recommended re- 
tail prices of its electric appliances 
were reduced on April 1, ranging 
from approximately $9 to $25. The 
entire savings of the tax reduction 
are being passed on to consumers 
through the company’s’. regular 


channels of distribution. Items af- | 


fected are: Hotpoint ranges, re- 
frigerators, automatic dishwashers, 


water heaters, freezers, dehumidi- 


fiers, disposals and clothes dryers. 


Reo Motors, Inc.—Trade notified 


by telegram that the excise tax on | 


household power mowers, 24 in. or 
less, were reduced from 10 pct to 
5 pet, with a 5 pet refund pro- 
vision on unsold distributor and 
dealer stocks, on hand or in transit 
on April 1. The company recom- 
mended that wholesalers and dealers 
record inventories on April 1 pre- 


paratory to filing certified claims | 


for refund. 
mailed. 


New price sheets were 


Bank Clearings Up 
4% for March 17 

Bank clearings in 25 leading 
cities for the week ended March 17 
were 4 pct over the same 1953 week, 
19.1 pet over the week of March 10, 
Dun & Bradstreet reports. 


The increase is attributed to tax | 


and other seasonal payments. 
(Resume reading on page 15) 


PROFIT IDEA 


for your 


DO-IT-YOURSELF 
DISPLAY 


CONNECTICUT VALLEY 
E-X-P-A-N-S-I-V-E 
BITS | 


Display Convalco Ex- 
pansive Bits and watch 
them sell . . . because 
here’s a bit with an ap- 
peal that everyone can 
appreciate—an appeal to 
the pocketbook. Con- 
valco Expansive Bits are 
money-savers . . . one 
of these bits will do the 
same work that would 
require several ordinary 
bits. 
















wi con VALco. 
(Connecticut Valley Mig. Co. 


Incorporated 1874 
(RVTERBROOK - COVVBCTICLI 





STAINLESS STEEL 


FASTENINGS OF ALL TYPES 





RIGHT OFF THE SHELF 


@ Sheet Metal Serews @ Machine Serews @ Cap Screws 
@ Set Screws @ Wood Screws @ Nuts, Washers, ete. 
© Class 3 AN Drilled Fillister Heads @ Titanium bolts, 
PROMPT DELIVERIES ON SMALL OR LARGE 
QUANTITIES 


Write for complete descriptive cataies 
STAINLESS SCREW CO. 
P, Gop (hee fom ARmory 4-1240 


232 UNION AVE © PATERSON 2, N. J. 
Direct New York ‘phone Wisconsin 7-904! 








WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters 
100 DIFFERENT MAKES 
Single, Double, Triple, 
Instantaneous, Multi Coil 
Send for Catalog ry, y 


DORMONT MFG. CO. 
1314 High Street Pittsburgh, Pa. 


5 CHAIR-LOC 


Amazing New Liaqasid 
S-W-E-L-L-S Wood 


© Penetrates weed three 
makes them e-x-p-0-0-6 
permanently 


Quickest and easiest ot) 
te fix leese chair rvage 
tegs, handles, dowels 
dove-tails, ete. 

















4& Fast-Selling impulse itee 
Write for Free Samples eed 
Literature 
CHAIR-LOC CO. 
Lakehurst 3, N. J 
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The 
demands 


auto 
true 


compass market 
instrument quality 


.. FAMOUS HULL AUTO COMPASSES 
OFFER THE ULTIMATE IN ACCURACY 
AND DEPENDABILITY 


@ Patented features make the Hull more accurate, 
easiest to compensate (with a simple turn of two 
compensator screws). 

@ Longer-lived = se greater customer 
satisfaction and sales . . . because of highest qual- 
ity materials and workmanship. 

@ The Hull is far and away the easiest to install 
in ANY car — a final basis for dominant customer 
preference. 


MORE HULLS IN USE THAN ALL OTHERS COMBINED 


Choi f M i Brackets— 
C7) (Sees 

— Ae WRITE FOR COMPLETE DETAILS 
Rencorlits HULL MANUFACTURING CO. 


Adhesive or Clamp Type. 
LIST PRICE $6.95 ©¢ P.O. Box 246-DA4 © WARREN, OHIO 

















_ 
C 





did you hear about the new CHICAGO skates 
made just for our size? 














Pressure Queen 


CAMPBELL-HAUSFELD 


id cash in on our 


paint it yourself 
advertising 





and SUCCESSFUL FARMING and a 
dozen magazines your customers are 
learning how thrifty, trouble-free Camp- 
bell-Hausfeld Portable Compressor Out- 
fits can spray paint four to six times 
faster than they can brush... easier and 
better .. . and do other jobs .. . inflate 
tires . . . lubricate cars, trucks and trac- 
tors. Illustration shows Pressure Queen... exclusive 
four cylinder construction ... up to 3 cubic feet of 
air a minute at 60 lbs. pressure pulsation-free without 


| In BETTER HOMES & GARDENS 


air tank . . . built for heavy duty . . . outperforms 
them all... pays for 
itself fast. 


Display these depend- 
able labor - saving 
Campbell Hausfeld 
portable compressors. 
Write for data on this 
recognized Complete 
Line to THE CAMP- 
BELL - HAUSFELD 
COMPANY, 215 Rail- 
road Avenue, Har- 
rison, Ohio. 





Portable Compressors 





MARSHALLTOWN TROWEL COMPANY 


MARSHALLTOWN, IOWA 


















— HOUSE NUMBERS 






ROUND ROMAN 
ne 3,2 [ut 








This new Round Roman house number combines legibility 
and decorative appeal. Available in chrome, brass an 
ebony. Absolutely rust proof. FREE! 12 extra numerals 
mounted on multi-colored display unit with every assort- 
ment #1201. Write for prices and free catalog. 


(sold thru jobbers exclusively) 








JOSEPH HALL CO. 


3420 MARKET STREET 


PHILA. 4, PA 








WHAT'S NEW ? 


Turn to pages 151-152 of this 
issue. The Quick Check Card 
properly filled out will bring 
you quickly the details on 
new products that interest 
you. 


IT’S QUICK—IT'S FREE 


















@ LIGHTWEIGHT 

@ REVERSIBLE HANDLE 
@ REMOTE CONTROLS 
@ ALL 'ROUND SAFETY 


New York Sales Office and Display Room: 200 Sth Ave 


VOGT BROTHERS MFG. CO., INC. 


14th and Main Streets, LOUISVILLE, KENTUCKY 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words........... $5.00 
Each additional word..... hwnd. oe 
Positions Wanted 
(Special Rate) set solid, maximum, 
Se HE hier dcatateteucsaaredadewranvedion $2.00 


Each additional word........... OS 
Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


NOTE: Samples of merchandise, litereture, 
catalogs, etc., will not be forwarded te bos 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close |5 days 
prior to publication date. 


Remittance must accompany order in ferm 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








REPRESENTATIVES WANTED 


Salesman with established following among retail 
Hardware dealers, Lumber yards, ete. We offer qual- 
ity lines of tools, Garden accessories, Homefurnishing 
specialties, ete., in a net price, illustrated 132 page 


catalog. Quick service. Liberal freight allowances 
No objection to non-conflicting side lines. Commis- 
sion Basis. Interstate Hdwe. Co., Inc., 40 Hudson 


Street, New York 13, N. Y. 











PAINT SALESMEN WANTED: We manu- 
facture several complete lines of popular priced 
paints and are prepared to expand. We offer smart 
labels, good paint value, and aggressive manage- 
ment, We need salesmen to take the business from 
Paint, Hardware, Army, Navy, Lumber, etc. Side- 
line men acceptable. Many good territories open 
Commission. Address: Box B-760, care of Harp- 
: Acz, 100 East 42nd Street, New York 17, 
a’. . 








HAND TOOLS—Manufacturer of nationally 
known line seeks representatives calling on hard- 
ware retailers, lumber, plumbing, electrical, mill 
supplies and building material dealers. Many ter- 
ritories open. Advise which of the above trades 
you call on. Address Box 734, care of HARDWARE 
Ace, 100 East 42nd Street, New York 17, N. Y. 


REPRESENTATIVES WAN TED—Manufac- 
turer of outstanding and beautiful mail boxes seek- 
ing hard and fast hitting representatives with well 
established contacts with hardware jobbers, build- 
ers’ supply houses, department stores in Illinois— 
Wisconsin; Virginia—N. & S. Carolina—Tennes- 


see territories. Other territories open. State man- 
ufacturers represented, number of men, territory 
covered, etc. Address: Rox B-777, care of Harp- 
WARE AGF, 100 East 42nd Street, New York 17 
N. Y 


EXCLUSIVE PROTECTED TERRITORIES 
OPEN ON aationally advertised Mak-O-Washer 
to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra- 
tien sells eight out of ten on first call. Excellent 
fer opening new accounts and high volume re- 
peat business. Address Box A-870, care of Harp- 
. Acz, 106 E. 42nd St., New York 17, 





OLD ESTABLISHED NEW YORK HARD 
WARE JOBBER, member National Wholesale 
Hardware Association, and distributor of na 
tionally branded lines of hardware and tools, seeks 
men accustomed to earning $7,500 to $10,000 or 
more a year. Following among hardware stores, 
lumber yards, etc. essential. Fine opportunity for 
selected men to become part of progressive or 
ganization. High commissions. State full — 
culars including territories you now cover. . 
plies held strictest confidence. Address Box R- 778, 





care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 
“EXCELLENT OPPORTUNITY FOR AG- 


GRESSIVE YOUNG MAN, hardware experience, 
Birmingham or Nashville residence preferred to 
handle fasteners, tools and builders hardware 
Manufacturers Representative in Alabama, Mis- 
sissippi and Tennessee. Wholesale trade only. 
Give all particulars first letter, information will 
be held in strictest confidence.” Address: Box B- 
775, care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 





Manufacturer of new Electrified “STOCK 
STOPPER” Horizontal Gate has exclusive terri- 
tories open for Manufacturers’ Agents calling on 
Hardware. Farm FEauinment and Lumber Deal- 
ers. “STOCK STOPPER” Gate always lies flat 
allowing farm trucks and tractors to pass over 
while keeping all stock enclosed Has tremendous 
consumer appeal verified by our “‘pretested’”’ ad 
vertisine campaign in Farm Magazines. “STOCK 
STOPPER” retails for $19.95, is conveniently 
packaged in a 314’ x 13” x 4” carton for easy 
handling and is manufactured by one of the old- 
est and most progressive companies in the Farm 
Equipment Field. Act now—call—wire—write— 
Olson Manufacturing Company, Dept. D, Albert 
Lea, Minnesota. 
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SALESMEN WANTED—ALL TERRITORIES 


Increase your Spring and Summer income with our 
complete line of ‘‘Outdoor Lamps.’’ Big consumer 
demand with current trend of outdoor living. If you 
sell hardware; dept. stores; patio shops; garden supply; 
lumber dealers, write at once for details. 


AMERICAN-DRAKE INDUSTRIES INC. 
5909 N. Drake Avenue Chicago 45, Illinols 














SALESMAN, EXPERIENCED HARDWARE 
AND PAINTS for lumber yard. We also handle 
a line of unpainted furniture. Pleasant surround- 
ings, good salary. Excellent opportunity for right 
man. Contact direct. White Lumber & Millwork 
Co. Sunrise Highway, Massapequa, L. I., N. Y 
Ma, 6--5152. 

MANUFACTU RER’S REP RESENTATIVES 
TO CALL ON hardware jobbers in Washington, 
Oregon, Idaho, Montana, Colorado, Texas, Arkan- 
sas, Western Louisiana. Manufacturer of na- 
tionally advertised power tools. Straight commis- 
sion. Exclusive territories. Write lines handled. 
Address: Box B-766, care of Harnware Ace, 100 
East 42nd Street, New York 17, N Y. 


REPRESENTATIVES WANTED. Manufae- 
turer of air rifle shot, steel copper coated BB’s, 
wants e—" Most territories open. Ad- 
dress: Box B-77 care of Harpware Ace, 100 
Fast 42nd St., New York 7, BR. Y. 

SAL ESMAN OR SALESMEN IN. "WEST. 
ERN PENNSYLVANIA, Ohio, Michigan, In- 
diana, Kentucky territories; to handle most-popu- 
lar-priced, quality line of pipe tools to wholesale 
hardware supply houses, plumbing and heating 
supply houses, mill supply houses, et. al. Address: 
Box B-769, care of Harpwarz Acz, 100 East 
42nd Street, New York 17, N. Y. 





MANUFACTURERS REPRESENTATIVES WANTED 
Now calling on Hardware and Building Supply Jot 
bers. territories for ‘“‘Solo Hangers,’’ « 
new item for window dressing—hangs shades. venetian 
blinds, curtaitis, and drapes all from one bracket wit! 
@ total of 4 screws, Inquiries from dealers throug! 
out the country from advance news releases and ai 
ee. An opportunity to get an accepted hari 
ware ite 

"ADVERTISING ASSOCIATES, Sole Hanger Division 
est Office Box 2! Fontana, California 











MANUFACTURER’S REPRESENTATIVES 
CALLING ON HARDWARE STORES, plumb 
ing and electrical supply stores, automotive stores, 
chains and industrials to sell high quality Shet 
field Steel hack saw blades, band saws, etc. Ex 
clusive territories open. In reply give limits of 
territory covered. E. R. Samsey & Co., Toledo 
14, Ohio. 


SALES REPRESENTATIVE TO WORK ON 
COMMISSION BASIS on sales to building sur 
ply and hardware accounts Michigan. SHARON 
HARDWARE MFG. CO., SHARON, 


MANUF. ACTURER’ S REI?RESENTATIVE 
WANTED—Salesman now calling on hardware 
and variety stores with two or three non-conflict- 
ing lines. We offer a good staple line of 19¢, 39¢ 
and 79¢ paints, low-priced gallon paints and a na 
tionally advertised line of popular priced paint» 
on a commission basis. This merchandise has mass 
market appeal. Every store selling paints is a 
good prospect. Write advising age, territory cov 
ered, how often you cover it and lines now carried 
Address: Box B-765, care of Harpware Acr, |00 
East 42nd Street, New York 17, N. Y. 


SHELF HARDWARE AND BUILDING 
SPECIALTIES—Aggressive manufacturer has 
several choice territories open. Complete line of 
shelf hardware and building specialties for hard 
ware wholesale—contract trade. Staples with good 
repeat. Backed by active trade promotion and 
special merchandise deals. Excellent financial ar 
rangement if you qualify. Write stating lines 
handled, territory, etc. Replies confidential. Ad 
dress Box B-763, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 








SALESMAN-EXECUTIVE—Man with definite 
and specific experience calling on hardware dis- 
tributors in Midwest to cover territory for expand- 
ing division of AAA-1 corporation. Remuneration 
on incentive basis with substantial earnings pos- 
sible. Right man can work way in sales manager- 
ship, age between 28 and 45. Write full details 
with photo to Box 624, Milwaukee 1, Wis. 


SALESMAN WANTED — PROMINENT 
PAINT BRUSH manufacturer has open terri- 
tories for successful sales producers. Prefer men 
now calling on paint, hardware, lumber dealers 
and industrials, Established territories. Wil! con- 
sider side line man or manufacturer’s agent. Ad- 
dress: Box B-772, care of Harpware Acz, 100 
East 42nd St., New York, 17, N. Y. 


“MANUFACTURER’S REPRESENTATIVE 
WANTED FOR Ohio, Indiana, Tiinois and 
Wisconsin. To represent a fine quality line of cab- 
inet hardware. Must have following among retail 
lumber yards and hardware stores. No jobbers 
accounts, Ohio and Indiana have established ac- 
counts. In reply, please state lines now carrying, 
and full particulars.” Address Box B-773, care 
of eee Ace, 100 Fast 42nd St., New York 
17,N. ¥. 











REPRESENTATIVES WANTED. If you are 
calling on Hardware dealers we have a new line 
of grass trimming tools, sporting goods and toys 
that can give vou year around substantial added 
income. Write “Tively Lad”, 800 44th Avenue 
N., Nashville 9, Tennessee 


EXCLUSIVE. PROTECTED, ESTABLISH 
ED TERRITORIES OPEN in Jersey and Con- 
necticut for salesman selling hardware, builde 
supply dealers; fine line hardware specialties 
capable large volume to retailer; straight commis 
sion’ basis: lifetime connection. Address: giving 
full particulars to Address: Box B-770. care ot 
Harpware Ace. 100 East 42nd Street, New York 


17, F.. F 


MANUFACTURER OF FULL LINF Of! 
PAINT PRODUCTS, desires salesman with ¢* 
perience in hardware, paint or bu ilding supr ioe, 
Sideline or full time. Attractive commission. New 
England, Pennsylvania, Long Island. Informa tion 
held in confidence. Reply giving experience 
Dutch Masters Paint & Varnish Co., Wythe Ave 
nue, North 14th Street. Brooklyn 11. N. Y 
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Classified Opportunities Section 





Accounts Wanted 


Accounts Wanted 


Positions Wanted 








REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louisville. 
We will carry the account or you can bill direct. 
Inquiries invited. Write Ance Corporation, 7 Weod 
Street, Pittsburgh 22, Pa 











INCREASE YOUR SALES VOLUME— 
SELL THE OVERSEAS MARKETS! 


Sell the profitable overseas markets by 
engaging our alert and experienced 
export organization, now actively trad- 
ing in all principal countries. 

Write today—let us show you how 
our international sales force can pro- 
duce volume sales for you. 


J. J. Plesser, Pres. W. Hirsch, Mdse. Mgr. 


HAMOS COMPANY 


Manufacturers’ Export Representatives 


Dept. 8A, 332 West 21st Street © New York 11, N. Y. 




















MANUFACTURERS’ REPRESENTATIVE 
calling on Wholesale Hardware Jobbers, House- 
wares Departments, Chain Stores, Paint Manufac- 
turers and Jobbers in Missouri, Kansas, lowa and 
Nebraska, wants additional nationally known and 
recognized line on commission basis. Please write 
C. H. Wakeman, 3031 Troost, Kansas City, Mo. 





ATTENTION MANUFACTURERS: Accounts 
wanted by a long established manufacturers agent, 
ample capital, good steady business producer; hand 
and power tools, galvanized ware, medicine cabi- 
nets, builders’ hardware, wire cloth, general hard 
ware and builders supply specialties. Address: 
Zo * 3318, South Highland Station, Birming- 
am, ia. 





REPRESENTATIVES COVERING HARD 
WARE AND OTHER jobbers. Need good House- 
wares, Sporting Goods or Builders Hardware line. 
Now covering Washington, Oregon, Idaho & Utah 
Have warehouse with R. R. trackage and shipping 
facilities. Can give good recommendations. Young 
aggressive organization. Members MANA. Write 
Leonard Hurst Co., Box 252, Caldwell, Idaho. 





REPRESENTATIVE SERVING MICHIGAN 
AND NORTHWESTERN OHIO with Whole 
sale Hardware and Mill Supply Accounts can add 
another good line and at the same time maintain 
effective coverage. Will give intelligent and indus- 
trious representation. Prefer products of a me- 
chanical cr electrical nature. G. D. McCormick, 
16035 Hamilton Avenue, Detroit 3, Michigan. 





MANUFACTURERS AGENT handling a line 
of sliding door medicine cabinets would like a line 
of hinge-door medicine cabinets, bathroom acces- 
sories and supplies for the State of Florida, selling 
direct to contract hardware, millwork, plumbing 
supply. Warehouse and building facilities avail- 
able. Address: Box B-752, care of HARDWARE AGz, 

00 East 42nd Street, New York 17, N. Y. 


_ MANUFACTURERS REPRESENTATIVES 
TRAVELING § men desire an additional nation- 
ally knowm line. We cover the states of Wiscon- 
sin, Illinois, Indiana and Kentucky, calling on 
hardware jobbers. sporting goods jobbers, electrical 
jobbers, plumbing jobbers, automotive distributors. 
mill supply houses, mail order accounts and chain 
organizations. Dealer missionary work our pol- 
icy. Address Box B-739. care of HarpDware AGk, 
100 East 42nd Street, New York 17. N. Y. 











WANTED—Complete Line or single item— 
large and medium price mechanical and electrical 
machinery or equipment for any type of outlet— 
we have sales floor—we have the guts and the 
knowhow—wholesale — retail — industrial — institu- 
tion—Address: C. P. Conway, 1664 Montpelier 
Ave., Pittsburgh 16, Penna. 


HARDWARE AGE, APRIL 15, 1954 


MIDDLE ATLANTIC AREA—Covering whole- 
sale-contract hardware trade with line of shelf 
hardware ... want allied line. Territory now 
covers Eastern Penna., J.. New York City, 
Del., Md., Washington, D. C. Excellent refer- 
ences, Have trade following. Can produce. What 
have you. Address: Box B-764, care of HARDWARE 
Ace, 100 East 42nd Street, New York 17, N. Y. 








WELL ESTABLISHED MANUFAC. 
TURERS’ REPRESENTATIVE desires another 
nationally known line. Thorough and complete 
coverage of Florida, contacting general hardware 
and contract jobbers, plumbing supply and _ in- 
dustrial concerns, exclusive representation. Ware- 
house facilities available. Will exchange refer- 
ences. JOHN J. WIGGINS, JR., 3226 Harbor 
View, Tampa, Fila. 








“MANUFACTURERS’ AGENT DESIRES 
ADDITIONAL LINES. Have been established 
in Pacific Northwest area, 9 years selling to whole- 
salers, hardware, variety and department stores. 
Good reputation, good coverage. Only quality 
items considered. Write Rex L. McQueen, 10012 
Old Pacific Hy, SW, Tacoma 9, Washington 








MAJOR CHAIN & JOBBER SPECIALISTS 
WITH 20 YEARS EXPERIENCE DESIRES 
1 MORE TOP FLIGHT HARDWARE 
HOUSEWARES OR ALLIED LINE OR 
ITEM. 


Address Box B-779, care ef HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


Help Wanted 


ARE YOU THIS MAN? 


We are looking for a man in his 30's, 
who knows wholesale hardware dis- 
tribution, to train for Sales Manager. 
Must have knowledge of Salesmen, 
sales meetings, sources of supply, mer- 
chandising and sales promotion. 




















This is an opportunity for a man on his 
way up, not one who feels he has ar- 
rived. Company is young, vibrant, 
growing with plans that are having 
unusual acceptance. Location—Eastern 
Penna. 


Reply with full particulars—age, edu- 
cation, experience, family obligations to 


Address Box B-767, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














EXPERIENCED STOCK CLERK for retail 
store in Greenwich, Conn. Salary according to ex 
perience. Age 25-40. Duties include some de- 
liveries with pick-up truck. Excellent opportunity 
for right man. Give full experience record and 
references in first reply. Address: Box B-776, 
care of Hanpwarz AGz, 100 East 42nd Street, 
New York 17, N. Y. 


Positions Wanted 


“WHAT BLDGS HDWE MFG. WILL 
CHALLENGE THIS ADV.” If I can not show 
your company profit from my sales in 3 months, 
I will not expect one penny for my time and 
effort. I have 2 years experience calling on Job- 
bers, Wholesalers, and Retailers. I am 27 years 
old, married and a graduate of C. C. N. Y. In 
tensive Sales Program. Knowing I can help some 
company regardless of its present growth. Who 
can offer me an opportunity in sales. Address: 
Box B-762, care of Harpware Acz, 100 East 42nd 








EXPERIENCED WHOLESALE HARDWARE 
MAN in buying, credits, collections, pricing, 
quotations, customers phone calls, Salesman needs, 
Catalog work, inventory, Expediting, etc. Good at 
figures, and details, Graduate College Business 
Administration. Thorough knowledge of _hard- 
ware field, modest compensation acceptable. Would 
consider part inside and outside arrangement. Ad- 
dress Box B-759, care of Hanpware Acg, 100 East 
42nd Street, New York 17, N. Y. 





Business Opportunities 


RENT OR SALE—SACRIFICE 


10,000-100,000 Sq. Ft. Floor space as single 








unit or will divide—industrial zone, 21st 
ward Phila., Pa.—off street driveways, in- 
sulated rooms available, high ceilings—un- 
limited floor loads, immediate possession— 


favorable terms. L. B. A. Co., Roem 1220, 
11 West 42nd Street, New York 17, N. Y. 
LO 4-6370. 

















Street, New York 17, N. Y 





FOR SALE: 100,000 Plated Mason—Brick- 
layer’s Hi Tensile Line Pins, Also Line Trige and 
Holders—Will imprint any amount with your 
name, %” lettering, 35 Characters, Two lines, at 
special pries. We also Manufacture Bricklaver- 
Mason Jointer Tools, High quality, low prices. 
Dealers-Jobbers write. The Frederick Mfe. Ce.. 
2750 South Oakland, Elkhart, Ind. 





HARDWARE AND MILL SUPPLY STORE 
FOR SALE. Established over 50 years. Good op 
portunity in the growing Delaware Valley. City 
of Camden. Should have a salesman on the road. 
Address: Box B-749, care of Harpware Acer, 109 
East 42nd Street, New York 17, N. Y. 


Wanted: Tools & Shelf Hardware 


Job Lots, Closeouts, Discontinued Items— 

Best Prices for Cash—Please! 
ATLANTIC STATES SALES CORP. 

165 Garden St. Poughkeepsie, N. Y. 


Send for our list of specials! 














ESTABLISHED WHOLESALE SPECIALTY 
BUSINESS NASSAU COUNTY, N. Y. $5,000 
for everything. Good expansion possibilities. Rea 
son illness. Principals only. Owner will instruct 
all details. Address: Box B-774, care of HAxnpware 
Ace, 100 East 42nd Street, New York 17, N. Y 


HARDWARE STOCK & BUILDING. Place 
for sale consists of Hardware, Stock, Service Sta- 
tion with lift, also large storage & display room 
Over 5000 ft. area of building. The up stairs can 
be for any use. The price is $25,000.00 with 
terms. Address: Box B-768, care of HarpwWware 
Acz, 100 East 42nd Street, New York 17, N. Y 








WILL BUILD NEW STORE & RENT TO YOU 


Will build a store in any city in the location you 
choose. If you wuwuld like to expand, or if you are 
a successful hardware store operator and want larger 
quarters we will consider building for you in the 
location you choose. Ten year minimum lease. We 
expect only a standard normal return on our invest- 
ment. If interested, write D. C. HASSELBACK, 2368 
Tremainsville Road, Toledo, Ohio 














MR. HARDWARE DEALER: Would you like 


.to increase your sales, also meet chain store com- 


petition. Let me plan or remodel your store 
Twenty-five years experience. Address: Box B-761, 
care of Harpware Acz, 100 East 42nd Street, 
New York 17, N. Y 
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] 
' the Quality they want! 


attiaateclit: 


ROTARY POWER MOWERS 





4 quality models, including 
new self- -propelled Hurricane 
Traveler. Nationally adver- 
tised in House Beautiful, 
House and Garden, American 
Home, Better Homes and 
Gardens, Popular Gardening, 
Flower Grower. 


NATIONAL METAL PRODUCTS 
COMPANY, INC. 


Dept. HD 
2722 Cherry St Kansas City 8, Mo 

































in the building plan 
—for permanence 


Built-in strength and stability are inherent features of every one 
of the 300 products included in the complete National line 
The wide variety of the products assures a proper size 
and style to adequately serve the particular job at 
hand. Strain, friction and subsequent wear 
are carefully guarded against by the stout 
materials used and the modern mechanisms 


employed to check service fatigue 













ANUFACTURING COMPANY 


STERLING MLLINO'US 





GALVANIZED 
STEEL FENCE POSTS 
"U" flanged posts with self-fastening 
lugs. No Staples Required. 
DEALERS! If your jobber cannot supply, 


write us. Attractive prices and 
delivery dates. 
































Monufactured by 


RUDOLPH POULTRY EQUIPMENT CO. 
Vineland, N. J. 













L 


Vr sosetes — DEALERS! 







6‘ 


ON THE BIG DEMAND ~~ — 
FoR SELF-SPRAY 
PRODUCTS 

®@ Touch-up enamel and lacquer. Ignition spray 
@ O-GO eliminates garbage can odors 

@ AUTO FOAM upholstery and seat cover cleaner 
@ PLASTIC SPRAY * INSECTICIDE + FIRE ST] 


EXTINGUISHERS 
KOE inc. vey 


425 LAKESIDE AVENUE, N. W. + CLEVELAND 13, OHIO 
LOS ANGELES TORONTO 
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Yale & Towne Mfg. Co. .... 


















Removes RUST and STAINS from 
BATHTUBS, SINKS , COPPER POTS, GUARANTEED 


AUTO BUMPERS, TILE FLOORS, METALS °NSy Siricrey. 






jONALLY ADVE 


w 
In leading consumer yo = 
verin 45,0 ¢ i! 
CIRCULATION co = ap soot 
A SERICA WEEKLY “process FARME 
y KEEPING * PATHFIN 
paneer ten yt. * HOLLAND'S — 
of 1S: MAGAZINE * DAILY WEWSPA 
ona £. POST 


comp. * SAT. EV 
+ WOMAN'S HOME aan wane 





ith 89,000,000 
wns and villages 
FAMILY CIRCLE 

2 HOUSEHOLD 

. FAMILY WEEKLY 

© SUCC. FARMING 

« WEEKLY STAR FARMER 
«CAPPER 'S FARMER 

. WESTERN FAMILY 


usr... stains 









set 
. WL. VERYWOMAN S e SUN 
FARM J * EVE WOMAN * AMERICAN HOME nse CHRISTIAN SCHENCE MON 
1 * TODAY'S £5 & GRO 
*GRi N° BETTER HOM . WEEKLY NEWSPAPERS 


« McCALL'S MAG» COUNTRY GENTLEMA 
~ PARADE e AMERICAN FAMILY 
TRY IT YOURSELF! 
SEND FOR FREE SAMPLE 


© BETTER LIVING 


STEADY YEAR "ROUND REORDER ITEM 
FREE ZUD SAMPLES included with merchandise 


RUSTAIN PRODUCTS 240 £. 152 St. N.Y 













neon? 
FAST TURNOVER 
HIGH PROFITS 
CUSTOMER 
SATISFACTION 


SLAYMAKER LOCK COMPANY, LANCASTER, 


SELL SUPERIOR 


HEAVY DUTY STEEL LEGS 


FOR WORK BENCHES AND TOOL STANDS 





PER SET 
MODEL LENGTH LIST PRICE 
1420 20" $5.95 
1424 24” 6.45 
1428 28" 6.95 
1430 30" 7.45 
1432 32” 7.95 


Made of heavy 14 gauge steel 


SUPERIOR PRESSED STEEL CO. 
30 CROSS ST. CAMBRIDGE 39, MASS. 





























fit- 
WANTED Minded ae 
* Siow BULL-TIGHT 
K Féne ELECTRIC 
Hold stock wh oth oan _— 
old stock where ers fail!—6 guarante models 
Sidhe Sat is iattin Sek aed 


og 





FOR CATTLE, HOGS, 
SHEEP, HORSES 


* FonyouN 


Automatic Temperature!—Automatic Filling! 


The answer to ALL Stock-Watering problems!—0% feed 
saving; 10% more production; non-freezing; UL-Approved ; 
Guaranteed.—Sell for $84.50. 


Sold thru Jobbers.—Write: 
INTERNATIONAL ELECTRIC FENCE CO. 
931 Albany St., Caldwell, Idaho 























A IVEMOLLS a / 
Np E Sell F : 
\| G28 hove those "Easy to Sell Features 

Recognized superior by both the professionals and the "do-it-yourself" trade ... 

Nicholls TROWELS, FLOATS, CEMENT TOOLS, DARBIES and 

HAWKS have been engineered and designed to perfectly “fit” the 

job. Many years of research give “much wanted features” that 

make Nicholls tools sell faster. 


Jor over 57 years _ Stock and Display Nicholls Tools 
iT Ss 
the NICHOLLS CARPENTES Jor more sales» easier sales - bigger profits | 
as bee leading sates masa: rare. 
pendent NICHOLLS MANUFACTURING COMPANY 
OTTUMWA, IOWA 








A “DO IT YOURSELF” REPEAT ITEM 
DECTO-STICK | 


AMERICA'S FASTEST SELLING FURNITURE 
KITCHEN-CONVENIENCE LINE! 3 REPAIR. KIT 
j -_ Fast Colors 


filling e« Coloring No ShrinKin: 
ng 
DENTS NICKS. GOUGES No Heat Required 


DECTO PRODUCTS CO.. SALEM. MABS.—— Colors Easily Blended 
| An ingeniously compounded stick ; 
that fills and colors Nicks, Dents y 
and Gouges in natural-finished or ee 


4 STICKS -1 SCRAPER 





stained woodwork, furniture, 

leather or plastics. Easily applied. 

Will not bleed or shrink. Takes 

any finish 

Cellophane bag contains 4 sticks 

(dark mahogany, light mahogany, walnut and 
maple), scraper and instructions. 12 kits on 


lispl: ‘ar 
ompay sare SOLD THROUGH JOBBERS 


Fee eee, cee Soe eee ae DECTO PRODUCTS COMPANY, SALEM 8, MASS. 
Makers also of Decto RUN-SMOOTH 

















“LITTLE GIANT’ FARM & GARDEN TOOLS 


% Notionally Known i 3 ht SAF GARD 


*% Guoronteed Quolity Lawn Razors MILKHOUSE EQUIPMENT 


7 
_ 





%& Competitively Priced Grass Hooks 


& Free Sales Aids Swing Clips @ Storage 
% Impulse Sales Packagin : Cabinets 
pulse Sales Packaging Scythooks © Wesh Tonks 
*%& Complete Cooperation Raia tidaiie . Drain Boards 
ag © Electric Dairy 
A FREE HATHAWAY SHIRT to Mr. Jack Weed Cutters Water Heaters 
W. Diehl, Dieh! Hardware & Variety, Day- Sell SAFGARD the most complete line. Top 


‘ 5 " PS jer rice range. 
ton, Ohio. Send us your shirt size. Also Order from your jobber hg Dept. 4-HA 


free shirt to your jobber salesman — , octane sua 

sells North Wayne Tools. Please send his Write for colorful catalog 4 A ae 

name, company and address. showing 65 tools 2 SAFGARD PRODUCTS COMPANY. _- 
DiviSton 


Melrose Pork, illinois 
NORTH WAYNE TOOL CO. OAKLAND 1, MAINE 








NATIONALLY ADVERTISED PIOQMES or SILENCE —rurniture cuives 


RUBBER CUSHIONED REGULAR PINTLE & SOCKET TYPE 


One set on a card. One set in a box. 
12 cards in a box. 12 boxes in a > 
Sizes 1%”, 1%", carton. Sizes — ; ‘Ye where casters 
1-1/16", 17, %”, 18", , A ie have been used. 


% ” 
%”. 








For furnitere 








Ask your jobber, if he Is not supplied, write DS 292—1%”, DS 293—1%" 
DOMES of SILENCE Divisiee of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 











HARDWARE AGE, APRIL 15, 1954 











